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Beaver Model-B 


Ve to 2-inch Pipe and Bolt Machine 
IG BROTHER to the Model C! A highly efficient low-priced 


Portable Utility Machine embodying many advanced 


features heretofore available only on higher priced 
machines. 


cast steel-iron base and cap—no flimsy sheet metal hous- 
ings: sockets for pipe legs to form inexpensive but sturdy 


stand; all-steel geared universal 's to 2-inch chuck—with 


safety automatic chuck wrench ejector: hinged full-range 
reamer; sliding wheel or knife cutoff; ring-type opening ad- 
justable dieheads—no hinge. Automatic gear-driven oil 
pump or one-gallon oil reservoir optional. 
ventilation. 


Adequate motor 
Choice of 110 or 220 volt universal reversible 
motor. Weight approximately 280 lbs. 


$217.50 up 


Write for Bulletin B and "What Users Say” 











from factory stock! 
Beaver Model-A 


Ve to 2-inch Pipe and Bolt Machine 


HIGH-SPEED heavy-duty deluxe pipe and bolt machine, 
A complete in every detail and admitted leader in its field. 

Will cut, thread and ream 's to 2-inch pipe and, with 
drive shaft and geared tools, will cut and thread 242 to 12-inch 
pipe. Threads bolts '4 to 2-inch; cuts off bolts (wheel cutter) 
up to 7s-inch. New high speed model outperforms all competi- 
tion. Right-handed—like a lathe. More than 50% greater open 
working space. All controls in front. Wheel or knife cutoff. 
Standard geared chuck with automatic safety wrench ejector. 
Safety shear pin. Ring-type opening adjustable dieheads—no 
hinge. Die segments adjust simultaneously as a unit. Choice 
110 or 220 volt universal reversible motor. Automatic gear- 
driven oil pump. Weight approximately 415 lbs. 


$309.50 up 


Write for Bulletin A and “What Users Say" 





Complete range '2 to 8-inch pipe: '4 to 12-inch 
bolts. Rack-and-pinion feed: 60°o. more power; one-piece 
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Beaver Model-C 


Ve to 8-inch Portable Power Unit 


ONVERTS pipe tools into electric power tools. It will 
C cut, thread and ream ‘2 to 2-inch pipe. With driveshaft 
and geared tools 2'2 to 8-inch pipe may be cut and threaded. 
Bolts up to 1'2-inch size. Has ample power to allow for dull 
dies and low line voltage. Choice of 110 or 220 volt universal 
reversible motor. Now equipped with automatic chuck wrench 
ejector and safety latch—to protect machine and workman. 
Equipped with legs, vise and bender, the Beaver Model-C 
becomes a complete portable electric pipe shop. Model C-2 
(at the right) is designed to accommodate a 's to 2” vise. 
Hundreds of users, in all parts of the world, say the Beaver 
Model-C is “the best investment we ever made.” 


Write for Bulletin C and "What Users Say” 
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| THE SUPPLY MONTH 


Thi f 


Nt for the mouth 
of July, as measured by the Sales 
Indicator, exceeded the best month ot 
1937 and undoubtedly constituted the 
best July since you know when. ~And 
from all indications, the best is vet to 
come. Defense. buying has just 
started. Of the $6,600,000,000 appro 
priated to date less than $1,800,000,000 
has been placed under contract and 
much of this is Navy work extending 
into 1944. The impact of these orders, 
when placed, will be felt in’ every 
supply house in the country. 


DESPITE AN X of fish pictures 
we suspect that vacation schedules in 
the industry have been pretty badly 
interrupted this vear, particularly 
among executives. Either most. of 
them have switched over to winter 
holidays or business was just so darned 
good that they couldn't get away be 
cause our mail is certainly being an 
swered much more promptly than was 
the case during the “sickly thirties.” 


I[ is going to 
miss Tyler Carlisle. His untimely 
passing robs us of a natural leader 
who was always willing to shoulder 
more than his share of the work in 
volved in creating better conditions 
tor distributors. The shoes of a man 
who thinks clearly and who drives 
hard towards a goal are alwavs hard 
to fill. 


comes from a manufacturing execu- 
tive who has made a close study of 
present and future deliveries. He 
urges every distributor to think twice 


} hefore becoming —inventory-panicky 
; just because he is quoted unusually 
5 far-distant delivery dates on non-stand- 
4 ard items. Before plunging headlong 
; into a buying orgy it might be well 
| to check carefully deliveries on stand- 


ard merchandise. The wise use of 
depression-depleted capital in the 
months to come may well prove to be 
the measuring stick for the successful 
distributor executive. 
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POWER TRANSMISSION EQUIPMENT 


Gives Industry the Utmost in Dependability and 
Economy with Greater Production Speed 





Distributors—now is presented one of those greater opportunities 

e which conditions bring about. One of the vital concerns you have is 

that of selling equipment that really goes to work—that does its job 

Check over the Link-Belt equip- most effectively—that is of fullest value to industry from every pro- 

ment listed below. Each is special- duction angle, including economy. Industry must now have greatest 

ly designed to fully meet the need production speed in building equipment for national defense. Besides 

—each offers you numerous talk- this, there are those normal production requirements affording dis- 

ing points on feature construction tributors profitable sales. Link-Belt gives you the kind of power 
transmission equipment that meets these requirements. 

The Link-Belt line which includes positive drives, has proved its 


and outstanding performance. 


Selling Link-Belt power trans- 


great worth in normal times—it has helped industry year after year 
in its efforts to cut costs and gain smoother operation. 
You who will be called upon for accessories and supplies can fortify 


mission equipment today will give 
you an opportunity to establish 


f for the fut li- ; i? ; 
ear oe oan nae a SE yourself for the demands for efficient power transmission equipment 


ne a ae RN Ae we by calling the Link-Belt line into action. The time is now, for national 


a. defense plans go into immediate action and Link-Belt is ready now to 


& serve you—and serve you so you will have the right answers for all 
calls for power transmission equipment. 
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WEIGHS 
ONLY 


erence in size 
ew Model 80 
-in. drill. This 


weight and 


It’s easy to use the 
New Model 80 Drill 
in many tight places 
where no other 14-in. 
drill can get in. 





UTICA TOOLS 





UTICA TOOLS ARE A PART OF 
THE NATIONAL DEFENSE PROGRAM 


Here's Why! 


UTICA Tools give more TOOL MILEAGE. The extra 
service they give is the direct result of superior quality, 
finer craftsmanship and rigid inspection. 
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UTICA Tools give you more to sell—for national defense 
or any work which requires tools that will stand up. They 
are made of strong Alloy Steel with proper heat treat- 
ing, improved designs, perfect balance, inherent tool 
quality and a complete line to sell. 











Ay) | 
Hit . Hundreds of tool users are taking advantage of more 
—— TOOL MILEAGE. They want that longer and better 


tool service. The UTICA Line is not only easier to sell 
The special UTICA Hardware and 





Mill Supply case No. 49, illustrated but it also stays sold. This means repeat business from 
above, contains a live, fast selling satisfied customers—and that is what you need for tool 
assortment of tools in the mill sup- f 

ply field. This case hung in a promi- protits. 

nent place in your store will make : . ; 

sales for you. Contains 49 assorted The UTICA sales policy, which is to sell only through 
pliers, 2 snips, and 5 wrenches. Size recognized distributors and give full protection to stock- 
48" x 20". Made of oak with orange : pee é 

sample board and heavy glass door ing distributors, gives you every advantage and 
fitted with locks. protection. 


SELL UTICA TOOLS 
FOR MORE TOOL MILEAGE 


UnaLe DROP FORGE & TOOL CORP. 


2410 Whitesboro St., Utica, N. Y. 
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Every advertisement directs 
buyers to Goodyear distributors 


eNO * Backing up the Distributor 





Ox of the biggest advantages in being a 
Goodyear distributor is the kind of ad- 


vertising support you get. For Goodyear not 


only advertises extensively in leading maga- 
zines and trade papers, but it also boosts the 
distributor in every advertisement! This year 
Goodyear is using all the publications illus- 
trated, month after month, to direct mechan- 
ical rubber goods buyers to the nearest Good- 
year distributor. This consistent support year 
after year—coupled with the full-time selling 
help of the Goodyear Technical Man — is one 
of the main reasons why Goodyear Mechanical 
Rubber Goods are one of the topmost profit- 


makers among all the many industrial lines 


OIL AND GAS | carried by mill supply houses. If you are not 

: t ky AT Rn” a Goodyear distributor why not see if your 

JO JRNAL — territory is open. Write: Goodyear, Akron, 
Ee Foe ¥ ) Ohio, or Los Angeles, California. 


THE GREATEST NAME IN RUBBER 
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TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. S. A. 
NEW YORK STORE: 130 LAFAYETTE ST ' CHICAGO STORE: 570 WEST RANDOLPH ST. 
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Your Customers would rather 





SELL THE STEEL THAT EVERYBODY KNOWS 


\lanufacturers, mechanics, farmers, housewives—all know the familiar U-S-S trade-mark 

and recognize it as a mark of steel quality. During 1940, U-S-S magazine advertising toralling 
close to 130,000,000 impressions will urge vour customers to buy products bearing the U-S- 5 
Svmbol. Make this advertising yours by selling U-S-S Products. 











buy TRADE-MARKED STEELS 


That’s why the extra promotion behind the 
U-S:S Symbol makes better business for you 


nara users want to know what they 
are buying. Offer a customer U-S-S 
Steel at the same price as a little-known 
steel and see which one he will take. 
Youcan sell U ‘S°S Steel Product s easier 
because we put more sales push behind 
them to make them better known. 

Mill supply houses selling U-S-S 
products are backed up with three dif- 
ferent types of sales promotion activity 
—a liberal amount of trade literature, 
an extensive industrial trade paper cam- 
paign direct to your customers, and a 
strong consumer campaign through na- 
tional magazines, moving pictures and 
exhibits. 

Is this extra promotion bringing 


results? Last vear several hundred man- 
ufacturers, in over sixty different classi- 
heations used six million U-S-S Labels 
on steel products. They've found thei 
woods sell faster when they carry this 
mark. , 

This means more business for you 
when you sell the complete U-S-S line. 
Thousands of products which formerly 
were made from any steel are now being 
made from U-S-S Steels. Are you get- 
ting your share of the business? 

Check the products listed here. May- 
be you've been missing sales that could 
have been yours. We'll gladly send you 
complete information about our prod- 
ucts or promotional program. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


U’S‘S MILL SUPPLY PRODUCTS INCLUDE: 


MERCHANT BARS 

COLD FINISHED STEEL BARS 
PLATES 

STRUCTURAL SHAPES 

HOT ROLLED SHEETS 

COLD ROLLED SHEETS 
COPPER STEEL SHEETS 


GALVANIZED SHEETS 

TIN PLATE 

STEEL MINE TIES 

NAILS AND SPIKES 

WIRE ROPE AND FITTINGS 
ELECTRICAL WIRES AND CABLES 
OTHER STEEL PRODUCTS 


UNITED STATES STEEL 





THESBEARINGS wim: 


MOBILIZED 





@ Keep your stock of Bunting Bronze 

Bearings and Bars ready for the call... 

The Bunting Brass & Bronze Company, 
Toledo, Ohio. 


Warehouses 
in All 


Principal Cities 








Write For 
This Catalog 


Bu BUSHINGS + BEARINGS 


PRECISION BRONZE BARS + BABBITT METALS 
| A A RT 
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Another aid to indystrial efficiency ... 
another profit-maker for Mill Supply Houses 


eT NAS 
VRE 


For use where a connected type of V-Belt is needed 








XN 
Gitver adds to its already wide line 
by the perfection of a new type of V-Belt- 
ing of special construction to be used 


with a connector ... offering industry a 






new opportunity to save time, trouble 
and money ... offering Mill Supply Houses another 


opportunity for sales and profits. 


This new type of V-Belting ...Streamliner ... is 
Gilmer Streamliner V-Belting operating to a lineshaft 


where an obstruction prevents the use of Endless 
V-Belts. Connectors shown in circles. 


designed for use on lineshaft and similar drives 
where an Endless V-Belt is impractical because of 


physical interferences. On such applications it offers 









users advantages heretofore available only in standard 





G HELP YOUR SALESMEN 


SELL MORE WITH THIS Endless V-Belts. Its installation in place of flat belt- 


» >] . . . . WJ 
» 77 FREE ing on a lineshaft drive requires the assembly of a 
/ 4 : , : 
all ENGINEERING driver and driven V-belt sheave, the necessary belt- 
HANDBOOK 


ing, and fasteners. Gilmer furnishes the complete 
bel 


The Gilmer Guide to 
Efficient V-Belt Practise is not just a Gilmer 
catalogue ... it's chockful of engineering 
information your salesmen need for better 
selling. Contains new H. P. Rating Tables. 
Write for YOUR copy... it's free. 


drive assembly, including the sheaves. 


Here’s another reason why you should investigate 


the EXTRA SALES AND PROFITS offered you by the 


Gilmer Franchise. The world-wide reputation of 
L. H . G ! L M E R C 0 . Gilmer Belts, the design engineering service of Gilmer 
TACONY, PHILADELPHIA, PA. engineers, the completeness of the Gilmer line, offer 

The Oldest Firm of your business a sales stimulus you can’t 





Rubber Fabric Belt Specialists Le afford to pass. Write for complete infor- 


COMPLETENESS mation on the Gilmer Franchise. 


mn Thre 
tp Wg of the Gilmer Line 


a. means EXTRA SALES AND PROFITS 





V-BELTS ROUND BELTS AND BELTING GAINER, CONE AND LICKERIN BELTS 
. , For either fractional horsepower or multiple use. For serpentine, crossed or light mule drives. Specially designed for textile industry. 
. ; KABLE KORD FLAT ENDLESS BELTS SPEEDAGE ENDLESS BELTS ‘ateiais PRINTERS TAPE AND MIEHLE PRESS BELTS 
| For light and heavy duty. ee belt for high speed work aroun A For printing press and paper converting equip- 
KABLE KORD (ROLLS) _— ment. 
For all standard fiat belt drives. BAND SAW BANDS 
Used in woodworking. COTTON DUCK AND ENROBER BELTS 


CUT EDGE FLAT BELTS AND BELTING 


Conveyor type for bakeries, candy manu- 
Same uses as Kable Kord, where complete SPINNER AND TWISTER BELTS y yp y 


facturing plants, etc. 


enclosed jacket not desired. Used in the textile field. 
— RH AND RHO BELTS PLANER BELTS , TUBE WINDER BELTS ; 
For lathes, grinders and milling machinery. For lumber, woodworking and allied flelds. Specially designed for container fleld. 
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Extra CONVENIENCES 


14 



























Write for full information and sales helps 
on these Kennedy Iron-Body Wedge Gate 
Valves, which set a new standard of quality 
and service at standard market prices. 


The Kennedy line also includes bronze and 
iron-body gate, globe, angle and check valves 
for low, standard, medium and extra-heavy 
pressures; malleable iron and_ bronze 
screwed pipe fittings; and cast iron flanged 
fittings and flanges 


make Kennedy Valves 
easier to sell 





Kennedy, Customer 5 
per present 
Ww e ™ valves 
Ga 


; ture . 
Convenience laa Valves 
s ~ 


vith — 
;ameter five-spoke hand ee ator 8 YES 
Large ee om for firm arp 
hand —* 
i i“ ke - for easy jubrication of \ YES | 
08 oe pearls surfaces . —- 


— . anipula-| YES 
siet ma ; 
sth nuts on top for e% e used on & 
ll bolts with end W rench c3n | 
. Open- : ~ 
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out of the way y 
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Bonnet tees 2 
repack ne | 


while 


ne YES 
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uts on atufing bo 
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me ' Jand drop| ES 
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Hinged Ieee put cannot 
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at-proo P 
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€ _— 


ves for chain YES 






ed val 
; ds of serewe* 
pipe en 


s on 
Lug a wrench 


or pip 


Extra convenience is but one of the many extra values 
in Kennedy Valves that will attract favorable attention 
from your trade. In quality of metal, special features of 
design, accuracy of machine work, and finish of all 
parts, too, Kennedy Valves give values at no extra cost. 
You are always safe when, you recommend and sell 
Kennedy Valves. 


The Kennedy Valve Mfg. Co. - Elmira, N. Y. 


KENNEDY 
CVALVES with éxtra Value 
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FIRST with the good 
he haat LAST! 


New Ideas help you make more sales! And every one of 
Thor's 47 years has been marked by examples of engineer 
ing leadership: During this time Thor has pioneered .. . 
developed ... introduced .. . every major improvement 
Hol ole) dt-1 0) (<M -¥ | =1el 5 dL em Lolo) mn) [o) oe lssa-mmme[- Lele (-1-mams ol LE-LehZ-belerce 
ments that have changed the entire trend of electric tool 
design and construction. 





PORTABLE ELECTRIC 


For Thor Distributors 


ues 





Not many years ago handling a 4" 
drill was a two-fisted job. 


-_ 





THE FIRST “MIDGET” DRILL — the 
U14A %” Drill — was introduced by 
Thor to give perfect one-hand operation 
and the power of tools twice the size. 


Engineers long sought to make porta- 
ble grinders practical for production. 








‘It’s not long since two men had to 
struggle with a 12" drill. 





HALF THE WEIGHT in Half the Space 
was achieved by Thor with the U44 12” 
drill. Thor continues to show the way to 
smaller size and lighter weight. 


Who would design a tool for swiftly 
cutting curved and corrugated metal? 








Remember when the only way to drive 
a screw was by hand? 





, THE FIRST ELECTRIC SCREW DRIVER 


was designed and built by Thor. Today 
Thor sells more screw drivers than all 
other makers combined. 


Never had there been an electric 
hammer with the same performance 
expected in electric drills. 





ion 
, of 
all 
- THE “SHOCK-ABSORBER” SPINDLE THE THOR NIBBLER, a radical new tool THE NEW THOR-NADO portable elec- 
Os. was Thor's answer. This prevents vi- for cutting sheet metal, is one of the tric hammer is a Thor “First” that solves 
sell bration from reaching the motor. . . reasons why Thor Distributors are sell- the problem with the exclusive “Sling- 
eliminates “burnouts” . . . cuts mainte- ing more tools than ever before. Shot Drive”. 
nance costs. 
» & 





INDEPENDENT PNEUMATIC TOOL CO. 


600 W. Jackson Bivd., Chicago, Ill. 





BIRMINGHAM + BOSTON + BUFFALO - 
DENVER + DETROIT + LOS ANGELES - 
NEW YORK + PHILADELPHIA + PITTSBURGH «+ ST. LOUIS 
SALT LAKE CITY » SAN FRANCISCO + TORONTO » LONDON 


CLEVELAND 
MILWAUKEE 
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IT’S ANOTHER 
PLUS 


FOR AP 
DISTRIBUTORS! 


SILVER STREAK Insulated Grinding Dise 





Add the sales advantages of Silver Streak 
to the other features of the AP franchise: 


Rush Delivery Service — 24-hour shipments 
of standard abrasives — to help your customers 
and you — out of production jams. 


Advertising that reaches all your best cus- 
tomers — to make it easy to sell Jewel brand. 
Masterpak shipping cartons -—to eliminate 
handling and repacking -to give your cus- 
tomers every inch they buy — fresh, dry, usable. 


Abrasive Engineering at your command — to 


help you give real service. 
Pp } o 











ABRASIVE 


SOUTH BRAINTREE 
JEWELOX « JEWEL EMERY e JEWEL GARNET 


Runs cool and cuts fast because sharper grit- 


on a radically different insulated surface keep 
cutting even when friction-generated heat climb- 
to 1500-1700 degrees! 


Initial sales easy . . repeat sales easier — because 
Silver Streak gives your customers increased 
production — up to 2 and 3 times as much work 
per dise. (One test showed that Silver Streak 
completed 72 units, against 17 for any other dise. | 
a « 
Discover how the AP franchise can take your 
abrasive selling out of the rut and open up a 
new source of profits. Get in touch with Abrasive 


Products, Inc., 517 Pearl St., South Braintree, Mass. 


PRODUCTS 


MASSACHUSETTS 


JEWELITE e JEWEL FLINT e NEW PROCESS 
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FIVE YEARS AGO, WE SAID— 


“Get your share of the Million Dollar Business that is Passing the Supply House’s Door. 


“Sell the revolutionary Yarway Impulse Trap. A complete line. Six sizes serve practi- 
cally all requirements. Packaged for modern merchandising. Small inventory. Rapid 
turnover. Low cost. Established resale prices. Selective distribution. Territory protec- 
tion. Liberal discounts. Powerful advertising and sales helps. 


“Now make steam traps a profit item in your business!” 


TODAY— 


Yarway is the trap leader in Supply House sales. Over 100 distributors are selling it— 
and breaking all-time sales records month after month, as American Industry demands 
more of these little traps that do such a big job in speeding production and saving 
fuel dollars. 

Are you taking full advantage of the tremendous momentum Yarway sales have gained 
by talking Yarway Traps on every call? You'll find it one sure-fire means of making 
extra sales and profits. 

Let’s go for still another “Biggest Yarway Year.” 


See next page for sales suggestions. 








How Can You Further 
Increase Your Sales? 





Experience shows that here are the best places 


to look for Trap business all year ’round 


Power Plants 
Draining steam lines, superheaters, steam engines, 
turbines, pumps, ete. 


Food Plants 


Draining stills, cookers, vats, kettles, dryers, and 
other steam-using units. 


Paper Mills 


Draining drying rolls—steam lines, drying coils, 
unit heaters. 


Textile Mills 


Draining steam lines, dry cans, slashers, dryers, 
water heaters, space heaters, ete. 


Chemical Plants 


Draining stills, drvers, kettles, and a wide variety 
of special steam-heated processing equipment. 


Laundries 


Draining mangles, dryers, 
machines, water heaters, etc. 


Buildings & Institutions 


Draining steam lines, heating coils, expansion 
joints, water heaters, steam tables, cooking kettles, 
autoclaves, sterilizers, laundry equipment, ete., ete. 


Draining steam lines, steam engines, turbines, 
pumps, unit heaters, ete, 


Railroads 


Draining steam lines, expansion joints, heaters, 
air conditioning equipment, water heaters, cook- 
ing equipment, etc. 


ironers, pressing 


Draining steam engines, turbines, steam winches. 
whistle lines, steam headers, water heaters, cook- 
ing equipment, space heaters, ete. 


Petroleum Refineries 
Draining steam lines, expansion joints, unit 
heaters and a variety of special steam-heated 
refinery equipment. 


} 
Wood Industries 
Draining steam engines and turbines, dry kilns | 
and dry rooms, steam lines and expansion joints, 
unit heaters, ete. 


Rubber & Plastics , 


Draining vulcanizers, steam platen presses, cookers. 
kettles, steam lines, ete. 
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INDUSTRY RUNNING 
AT TOP SPEED 


Cisates bigger 
Cpportunitiss for 


“SAFETY” Screw 


PRODUCTS 
DISTRIBUTORS 
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a BLUE DEVIL 

—the Aristocrat of Safety 
Head Socket Screws. Every 
one of uniform size and 
strength—always a perfect 
fit. Six points that appeal 
to users: (1) knurled cham- 
fer (2) cold-formed head 
(3) hexagon socket with true 
sides — full wrench fit (4) 
concentric head —square 
shoulder (5) accurate die- 
cut threads (6) distinctive 
draw blue finish. They meet 
the demand for a screw of 
unbelievable toughness, 
quality, and appearance. 
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“SAFETY” Super Duty 
SET SCREW 


—cut to close tolerances. 
Maximum strength and 
toughness without brittle- 
ness. Can be loosened and 
tightened many times with- 
out losing any service life. 
Furnished in following point 
styles: cup — oval — flat — 
cone — half dog. 


EBEU (ORPORATOT 


CHICAGO, ILL. 
































y / 
: SAFETY SOCKE: 
4445 N. KNOX AVE., 
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How to Increase Your Sales of Profitable 


FReiLecI© Pipe Tools 


The "Meat" of the Sales Points that Close Orders 


Ree. 





A Word to Supply House Salesmen: 


More Orders—they increase your earnings, make your job 
safe, help your Supply House prosper. And you get more 
orders more easily with F@IZMA0—s. Their millions of 
users are enthusiastic because FRUIBAIDs give them 
economy and easy-work features high-spotted below. 


RikeaiDp 
Heavy-Duty 
Pipe Wrenches 













UNCONDITIONAL GuanamTIT 
If this Housing ever 
Breaks or Distorts we 
will replace it Free 






ad y 
THE RIDGE TOM CO 4 








Save All Housing Repair 
Expense 
That FRIGAID housing guaran- 


tee practically stops expense of 
wrench repairs. Safe powerful 
all-alloy strength in housing, 
handle and chrome molybdenum 
jaws. Replaceable heel jaw, full- 
floating hook jaw with handy 
pipe scale. Adjusting nut always 
spins easily in all sizes, 6" to 60". 
End Pattern FRITQ00s for pipes 
in coils or against flat surfaces. 
Handle offset for added leverage. 


New FRRIEX11D Die Stocks Give Faster, 
Better Pipe Threading 
RIGQip No. 65R Pipe Threaders =) 


—New rugged all-steel and malle- .y & 
Oi 






able alloy construction. Thread 
4 sizes of pipe—I" to 2''—with 
| set of chaser dies. Choice of 
two speedy mistake-proof work- 
holders—no bushings. Adjust for 
drip or long threads, short nip- 
ples, over and undersize pipe, 
conduit. 





RIGBID No. | and IR series 
Poster Pipe Threaders—thread 1" 
to 2" pipe with 4 sets of chasers. 
Full-floating posts, separately re- 
placeable. Choice of cam or 
plate type workholders. All dies 
of same number identical and 
interchangeable with any similar 
number of any other RIZAID 
Poster set; and they fit any 
poster threader. No _ bushings 
needed. 








| THE RIDGE TOOL CO. 





ELYRIA, OHIO 


A Word to Supply House Buyers: 


RRIGBID Tools are advertised to buyers everywhere 
in practically every industry you sell to. And they 
have a reputation that means profitable volume for you. 
There's more money for your Company in_ pushing 
RIGID s. Write for the latest illustrated price list. 


New RILAID Pipe Cutters 





Thin blade wheel coined from special tool steel, forged and 
assembled in solid steel-bushed hub, gives many extra cuts 
—practically no burr. Cutters and wheels made in standard 
and heavy-duty types. 


New RIZAID 
Copper and Brass Tub- 
ing Cutter with Rolls 


Cuts quickly, no burr. Rollers 
smooth tube ready for soldering. 
Handy integral reamer. Three 
sizes, same size cutter wheels. 


RIFAID Ratchet Threaders for Small Pipe 








Nos. OOR, OR and IIR FIADIID Ratchet Threaders. Die 
heads push out easily for changing, snap into ratchet ring 
from either side, can't fall out. Dies reverse for close-to-wall 
threads. Conduit dies available. Also new 3-way Threaders. 


RILAID Pipe Vises 


New Tri-Stand is portable work bench with hinged legs, 
screw-down feet and ceiling brace screw. Rim and slots for 
hanging tools. Chain and yoke types. 

RIGID Vises also made in yoke 
pattern—bench, kit, post and stand 
types and in chain pattern—bench, 
yoke and stand types. No-Mar jaws 
on yoke vises. Capacities '/g" to 8”. 
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INDUSTRY NEEDS-NOW 


Electric Drilis 


A wide line including heavy duty drills—bal- 
anced power, sturdy construction—needle 
and ball bearings throughout—all designed 
for greater efficiency, lightweight, increased 
power, and improved handling. There are 
types to sell for every need—for example, No. 1505 (illustrated) 
is for drilling stainless steel, mone! and other hard metals. 
There's No. 1495 that you can sell for use in aviation, automo- 
tive, radio, furniture, refrigeration, marine, electrical, plumbing, 
air conditioning, sheet metal and wood work of all kinds. Find 
out about the many other types—it'll pay you. 


SIOUX 


Electric Grinders 


Bench Grinders—Grinding Wheels 
—Wire Wheel Brushes—Flexible 
Shafts—Portable Electric Grinders 
—Phenol Abrasive Discs—Portable 
Electric Sanders and Polishers, 
etc., etc.—a line that offers you every opportunity to really get 
in there and push grinder sales up where you want them. For 
example, there is one type that is ideal for foundry work, for 
welding and body shops, blacksmith, railroad shop, shipyards, etc. 
—but find out about all of them—it'll pay you. 


SIOUX 


Electric Sanders 


Safety—protection for the worker 
—freedom from the danger and 
nuisance of dust and grit blown 
into the face — selling points 
galore for these sanders—here's 
more, the new Cyclone Fan delivers four times the usual volume 
of air at working speed—the Cushion Drive absorbs shocks and 
vibrations—find out more about these Sanders—it'll pay you. 
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1. THAT WILL REALLY DO A 
SPEED JOB IN THE PRODUC.- 
TION OF ARMY AND NAVY 
DEFENSE EQUIPMENT 



























2. THAT TOO, ARE MOST DE- 
PENDABLE FOR NORMAL 
PRODUCTION NEEDS 


Now is the time to push Sioux Elec- 
tric Drills, Grinders and Sanders because 
industry needs them more than ever 
before. 

Industry wants Sioux Quality—Ability 
— Speed. Manufacturers everywhere 
have used these tools for years — be- 
cause they are the accepted standard 
of value. 

Sioux Tools have everything in the 
way of talking points for you—every- 
thing in modern design to make them 
valuable—everything in construction to 
make them dependable. 

You can sell “Quality job results” 
when you talk about Sioux Tools—you 
can sell "Speed in performance" —"'Sav- 
ings in rosts"—"'Ease of handling.” 

Back of all this is our distributor's 
policy based on our quarter of a cen- 
tury experience—it is made to protect 
you—distributors value it. 


Get details and discounts 


WORLD OVER 








FAFNIR 


BALANCED 











There’s a big bearing order 


Look at these lineshafts . . . They happen 
to be in a textile mill . . . they could be in any 
of the plants in your territory. The old plain 
bearings were slipped off; Fafnir Hanger Boxes 
slipped on and locked to the shafts with a finger- 
twist. What happened? 


A Fafnir Distributor got a big order... 
His customer was able to reduce motor size, 
eliminate drip pans, and get his money back in 
two and a half years through direct savings in 
power, maintenance and lubrication. Only 
Fafnirs, with deep-groove bearings for long life; 
patented Self-Locking Collar for easy mounting, 
could have made this change-over so easy, so 


worthw hile. 


Plants in your territory must produce - 
faster, more economically, more efficiently than 
ever, right now. There’s many a bearing order 
like this ready for you to get with Fafnirs. 
Hanger Boxes and Pillow Blocks on lineshafts 
and drives. Cartridge Units on electric motors 
and conveyors. Fan Boxes on blowers and fans. 
Specialized Fafnir Textile, Paper Mill, Mine 
Equipment Bearings... all easier to mount than 
any other ball bearing units! Fafnir advertising, 
distributor manuals and selling aids are ready 
to help you. Write for details on the profitable 
Fafnir Franchise. The Fafnir Bearing Company, 


New Britain, Connecticut. 


FOR AIRCRAF 
GENERAL IN 


ae * MmOsSt COMPLETE 
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under nearly every smokestack 


Sell them FA 


FNIRS! 








EXCLUSIVE! 





Slip it over the a 
shaft (Fafnirs 
are bored to inch dimensions 
for slip fit on stock shafts.) 





er. 
Lock the collar ™ a 


with a finger-twist (no machin 


ing, shaft shoulders, sleeves, 
locknuts, adapters). 


y, 


yet the screw to hold collar in 
locked position (this easy Fafnir 
installation opens up a whole 
new field of bearing orders 
for modernization, to Fafnir 
distributors). 

















“THE TURNING POINT OF LOWER 


T, AUTOMOTIVE, RAILW 
DUSTRIAL APPLICATI 


PRODUCTION COSTS” 


AY AND 
ONS 
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Mr. 


/ 

‘77 —Dole Valve Company drives 
group of six machines with 7'/2 HP 
instead of 18 connected HP. 


1 Chicago, Illinois, the Dole Valve Com- 
ny installed Dodge transmission and 
uipment in their Screw Department. It 
vas important that the overhead equip 
nt be as light as possible, as well as 
lexible enough to move with the location 
production machines. The equipment 
ludes 4 Pt. Steel Hangers, Dodge 
Timken Hanger Bearings, Couplings, 
( Dole’s Mr 
Gruppa discusses the installation with 
Dodge's Mr. Hardin: 


Mr. Gruppa: This Dodge Modern Group 
Drive has enabled us to step up produc- 


ty) 


itch and steel pulleys. 


on and at lower costs. 


Mr, Hardin: Just where did you effect 
your biggest single saving? 


operated by 712 HP 


to handle peak 
loads, 3 HP per machine would be neces 
sary had individual drives been installed 

a total of 18 HP instead of 714 HP, 


now used. 
Mr. Hardin: How about friction losses ? 


Mr. Gruppa: They are practically elimin 
ated by the use of Dodge-Timken Hanger 
Bearings. These are supported in Dodg 
pressed steel 4 Pt. Hangers which applic 


to countershafts as well as lineshafts 


a“ 


Gruppa and Mr. Hardin Discuss Dodge Group Drives! 


Mr. Gruppa: On connected HP. For 


example, in one group, six machines arc 


Mr. Hardin: No doubt you found that 


keying of shafts was unnec essary. 


Mr. Grup pa: Yes, the use of standard 
split cast iron, and _ steel pulleys, along 
with compression couplings, makes it un 


nec essary 


Dodge power transmission units have en 


viable performance records in every branch 
r 


of industry For built-in production ma 


chine application or for power trans 


mission depend on Dodge. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S.A. 


© We favor adequate 
preparedness for na 
tional defe , and 
recommend enlistment 
in the U. S: Army to 
eligible young men 
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complete lines 
of AMERICAN 











AMERICAN 
PATTERN 





ENDWELDUR 
SLING CHAIN 





chains and fittings 
meet all your 
requirements 











This company, the acknowledged leading chain 
manufacturing organization of the world, has de- 
veloped the most complete lines of chains, fittings 
and attachments from which you can select. In 
developing these lines the company has always 
insisted on the highest quality standard—has al- 
ways taken every means to make its products 
honest products that will serve the user faithfully. 
Years of research work in the laboratory and in 
the field—and the employment of the very best 
manufacturing practices give a truly substantial 
guarantee of American Chain quality. 

American Chain engineers invite you to tell 
them of your chain problems. They will be glad 
to work with you in getting the best service from 
chain equipment. 













Get this FREE Booklet on 
ENDWELDUR Sling Chain 


Write now for this free booklet—which 
tells you of the important, practical 
advantages of Endweldur Sling Chain. 
Address American Chain & Cable Company, 
Inc., York, Pennsylvania. 


AMERICAN CHAIN DIVISION 

AMERICAN CABLE DIVISION 

ANDREW C. CAMPBELL DIVISION 

ye | FORD CHAIN BLOCK DIVISION PAGE STEEL AND WIRE DIVISION 
‘e 


LY Gu Tensinese for Your Safely 


HAZARD WIRE ROPE DIVISION 
MANLEY MANUFACTURING DIVISION 









OWEN SILENT SPRING COMPANY, INC. 
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PROOF COIL 
& BBB CHAIN 


ELWEL COIL 


LOCK LINK 
CHAIN 


& MACHINE CHAIN 


TWIST 
LINK 
COIL CHAIN 


TENSO 
PATTERN 





REPAIR LINKS 





CAMPBELL COTTER PINS 


ACCO COTTER PINS 





CG SWIVEL SNAPS 


MALLEABLE SWIVEL 








SLIP HOOK GRAB HOOK 





WELDED 





READING-PRATT & CADY DIVISION 
READING STEEL CASTING DIVISION 
WRIGHT MANUFACTURING DIVISION 


1940 


RINGS 


SSS$8 


S HOOKS 











ey 


MALLEABLE CASTINGS 











In Caneda: 
DOMINION CHAIN COMPANY, LTD. 


In England: 





BRITISH WIRE PRODUCTS, LTD. 


THE PARSONS CHAIN COMPANY, LTD. 





nESPONSIBLLT 


: 
- 
dl 





BOSTON WOVEN HOSE | 
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T PAYS TO BUY BY NAME! 


WORKS: 
CAMBRIDGE, MASS., U.S.A 
POSTAL ADDRESS: 

BOX 1071 BOSTON, MASS.,USA 
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GET ALL THREE 


Handle the G.T.D. Greenfield Screw Plate line and be 


confident of catching al/ classes of customers. 


Sell "Little Giants" to the customer who wants and must 
have the most accurate, rugged, easily controlled hand 
threading tools on the market. 


Sell “Little Giant Jrs."" to the man who needs "Little 
Giant" reliability and accuracy but will sacrifice a little 
convenience to save a few dollars. 


Sell ''O.K." Jr. to the chap with the small shop, to the 
farmer, to the “tinkerer’’ to anybody who wants a good, 
accurate round die screw plate at the lowest cost. 


See if your screw plate stock is in good shape, and call 
your salesmen's attention to the opportunity. 


GREENFIELD TAP & DIE CORPORATION, Greenfield, Mass. 


Detroit Plant: 2102 West Fort St Warehouses in New York, Chicago, Los Angeles and 
San Franciseo, In Canada: Greentlel! Tay & Die Corp. of Canada, Ltd.. Galt. Ont 


GREENFIELD 





FAPS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
& 
t 
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“LITTLE GIANT" 





“LITTLE GIANT, Jr." 





"OK" Jr. 
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Staggering Performance of 


ATKINS METAL CUTTING SYSTEM 


Wilts All Sales Resistance 


® Creating a sensation wherever they have been 
introduced, the newly developed saws in Atkins Curled 
Chip System are items no distributor can afford to pass 
up in his bid for bigger sales and profits. These saws 
with their radically new tooth design, their incredible 
cutting speeds, are the basis for as dramatic a sales 
story as was ever told a prospect. 


The story is spectacular. It's convincing. You build it up 
by these simple means: 


Performance Data —available from Atkins —giving the 
results of practical job tests with Curled Chip Saws—con- 
vincing testimony to their ability to out-perform in terms 
of cutting speeds, rates of feed, quality of work, and long 
tool life. 


Visual Evidence —in the form of actual curled chips, to 
show while you explain the unique and highly effective 
cutting action of Curled Chip Saws. 


That's the story you use when building up your customer 
to try Curled Chip Saws. From that point on, the Curled 
Chip System will literally “sell itself’, as its terrific cutting 
power is demonstrated on the user's own work. 


Write for performance data and full information today 
CURLEDSCHIP TELLS ITS,.OWN STORY on the types of Curled Chip Saws your customers are 
most likely to use: 


Atkins Clearance Grind Circular Metal Saws of the 
type illustrated. 


The CIP Chip System Atkins Super-Powersaw Blades for power hack- 


saw machines. (400-500 Line). 


of Metil Cutting Atkins Segmental Circular Cold Saws for heaviest 


duty metal cutting. 


g y) Atkins Metal Cutting Bands in all standard sizes. 
ATKINS Steel SAWS E. C. ATKINS AND COMPANY 


420 South Illinois Street Indianapolis, Ind. 
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GOOD AMERICAN / “a 0S~Ss« PREFER GOOD 
WORKMEN - fe ¥ “TOLEDO” TOOLS. 


WE WANT SIMPACTS! 





THIS NEW “TOLEDO” 1” TO 2” SELF-CONTAINED 
RATCHET THREADER IS SWEEPING AMERICA 


This new "TOLEDO" tool was introduced only a few short weeks ago and already the trade appre- 
ciates its many superior features and are demanding "TOLEDO" SIMPACTS. A Lincoln, Nebraska 
jobber has placed stock orders for SIMPACTS at three different times since July Ist. A Providence, 
Rhode Island dealer has reordered and the second order was double the first. A Baltimore dealer 
sold out his first stock of SIMPACTS in ten days and immediately reordered. These are typical cases 
of how "TOLEDO" SIMPACTS are selling. You will find that "TOLEDO" SIMPACTS wili give your 


customers years of satisfactory service. If you have not yet ordered "TOLEDO" SIMPACTS for your 
stock we suggest you do so at once. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO New York Office, 502 NO. 2 RECTOR ST. BUILDING 





“TOLEDO” SIMPACT— 


1" to 2” SELF-CONTAINED $] 500 


RATCHET THREADER 


User's Net Price F.O.B. Distributor's Stock. 
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CHALLENGE TO INDUSTRY'S PATRIOTISM 
Calls for Plain Speaking 





lis a pity that the greatest national defense effort 
| in American history had to be made during a presi 
dential election campaign. For a modern defense effort 
involves an intensely practical industrial project, while 
n election campaign involves an intensely emotional 
political propaganda And those two don't mix 

That, as I see it, is the chief reason for the welter of 
laims and denials, charges and counter-charges — that 
ave been getting in the way of contracts for planes 
nks, guns and all the rest of the armament for which 
© American people arc so nervously peering down the 
oad 
We are told that the manage of industry, smarting 
nd suSpI mus un ler the repeated attacks of government 
officials for some years back, have been reluctant to assume 
the abnormal risks of defense contracts without commensut 
te safeguards, and that the politicians who must authorize 
ose safeguards have been reluctant to do anything that 
ight be construc is letting down the bars for unscru 
tlous business men to exploit the national emergency. For 
one, the business risks of full Spec 1 ahead have been 
the politic il risks of full speed 
thead have been too vreat So we don't vo full speed 


cad 


This is not written 


00 yvreat: for the other 


oO imcrease that clamor of re 
rimination on either side On the contrary, it is an 
ppeal for some decent and thoughttul consideration on 
of all concerned——consideration for the urgent 
the nation, for the problems and re sponsibilities 
politicians and the industrialists, for the 

rinciples of prudent business management 

good opinion of the man on the street. He 

neither a politi ian nor an industrial executive But 
hide and his po kethook are at stake in the national 
lefense program— and he knows it. He has a right to the 
ww-down on what is going on. And if he ts left in 
norance or deliberately deceived, for the sake of either 
Mitical or business whoopee, the payotf will be mighty 
sonous political medicine for the politicians and 
jually poisonous business medicine for the business men 


o may be responsible 


The plain stark fact, to be faced squarely by us all, is 
t the national defense program is an emergency 


yen a desperately urgent emergency project 


As in every emergency that confronts a democracy, we 


harassed by a confusion of counsel 


he confusion arises from honest but conflicting judg 


As always, some 


ments, some of it from rwnoranc¢ 


But, unhappily, much of it retlects the 
of selt-seekers to fish in troubled waters 


conjunction of a 


campaign to boost their own interests 


that American business men arc UNpat otic 
only in profit has been put out as a smoke 


up deficiencies for which 
responsible 

Now the man 
this maze of excited 
smart— the average American 
when he hav tl ws But 
obscure and ompli ited they 
that are strange to him And 
height of his contusion, 
his ear with simple 
often happens most of these 
the matter a lot simpler thar 


Considet 1 cxamprle i 
to ye Is\ 1 national defen 


Very lear ind 


very tals The harge that 


guaranteed 
strike’ in the hour of national 
simpl The ssertion that 
even talk with a rovernment 
them without lary man 
American 
Csourees 
propel 

cript wealtl 

Particularly 

raft industry t | heen 
manufact 
n their greed | profits 
QO, A ‘ 11 t} nt 


the only 


urcrs Wea! Instituting 


ivainst 
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The au planation 
they may un ot explain 
am CONN t} purpose ot 


not to expla 


to inflam 

explain these issues from either 

ringing phr 
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ational emergency 











a result, there are many reasons for the confusion and 
The plain fact is that we can produce our 
war equipment by only two means: (1) by converting 
the industries of peace into the industries of war, so 
far as that is possible; and (2) by building from 
ratch the new facilities we need to supplement them. 
In other words, we must create—with desperate haste- 
istry in America—an armament industry. 
Right there is the crux of the problem that now con 
the industrialist sincerely trying to equip himself 
in national defense 


controve rsy 


tor his part For this new armament 
industry is not the ordinary business risk against which he 
has learned to weigh the interests of his employees and 
his stockholders. It does not deal with familiar products 
and processes. It is not continuous—at least it has not 
been heretofore in this country—and it may fold up as 
suddenly as it has opened. It cannot hope to serve 
thousands of potential customers: it has but one sure 
omer-—the United States Government—and wielding 


the sovereign power that customer can do just about as it 


pleases with respect to its needs and demands. Which 
means that not even this one ts a svre Customer 

No more unfair or deceptive charge ever has been 
leveled against American industry and American busi 
ness men than the accusation of being unwilling to take 
the normal business risks of the defense program The 
risks they are trying to minimize—they cannot possibly 
woid them all—are very special ind extraordinary risks 


1 


indeed. So clearly is that true, that I doubt very much 


jucstions and harges evcr would have 
risen were it not for the fact we are engaged in a 
political campaign. 


Already some of industry’s great units have gone 
thead with the building of new facilities, the purchase of 
special n iterials, and the ‘actual production of armament 
in the face of all risks, gambling that their government 
en rally would work out some reasonal le plan to pro 
them against excessive loss Others, doubtless will 


But many other companies, for one reason or another, 
: 1 


ire not in position to do that. So before they begin to 


expand their facilities to handle defense contracts, they 
have asked their nly pote ntial customer for th ¢ neu 
to guarantee them—vvol excessive prices, not 
exorbitant profits immunity from taxation, as we are 


2 ] 
simply against the excessive losses that may 
extraordinary conditions. 


As this is written, it looks as though the legislation and 


the rulings necessary to a omplish this purpose soon 
vill | lo wominyg Thoughtful and responsible othicials 
of the government understand the situation and what is 
needed. But, unfortunately, their understanding and action 
will not quict the professional business-baiters. So long as 
those gentlemen have their own interests to serve, so long 
is political excitement makes it easy to whip up publi 
lemand for a ipegoat to atone for disappointing progress 

th the defense program—yust so long will the business- 
) rs find a receptive audience for their criticisms 

All of which suggests that business men must carry 
t this time a double responsibility, in addition to their 


obvious obligation to do the very best job they know how 
on their individual parts of the defense program. 

The first of these added responsibilities is, of course, 
to avoid any possible basis for the charge that industry is 
exploiting the defense program in behalf of excessive 
profit, unfair treatment of labor or any other unworthy 
self-interest. The second is to see that the man in the 
street knows and understands all that I have tried to set 
down in the foregoing 

For the man in the street is deeply involved in all 
this. He is “in the street” only to the political orators. 
To the rest of us, he is the man in the factory, the man on 
the truck, and the man behind the orders that industry 
fills. In short, he makes up this living American in- 
dustry on whom the politician’s charges spatter. As an 
employee he has a stake in the solvency, the security, and 
the reputation of the very plants at which criticism may 
be directed. Knowing the Pacts, he can answer the critics 
so far as his own plant is concerned and can see how the 
same kinds of facts apply to all industry. If he is a 
customer, suffering inconvenience as a result of the 
plant's service to national defense, a knowledge of the facts 
behind the plant's problems will he!lp to make him a de- 
fender rather than a critic of responsible business manage- 
ment. If he is a neighbor in the community, the facts will 
equip him to be an interpreter of industry's problems to 
the people of the home town 


In this national defense effort, business enters into a 
new partnership with government, but, more importantly, 
into a deeper partnership with the American people. It is 
more than ever essential that it take all of the American 
people into its confidence, beginning with the people in 
its plants and going out through the ranks of its 
customers and its community neighbors to show them 
that they have a common interest in seeing that the task 
of national defense is undertaken in the American way. 

As we all know, there are in this country some people 
who would like nothing better than to see American 
industry fail in this supreme test of service to the nation. 
They will watch with jealous eyes every move of every 
company that is engaged on a defense job. They will 
disparage its achievements, exaggerate its shortcomings, 
and distort its motives. For they would like to make over 
American industry to their own pattern, and they'll never 
have a better chance to get started with it than has been 
opened up by the national emergency. Or so it looks to 
them. 

So, great as are the business hazards of the defense 
program for the individual business man, even greater 
hazards are involved for American industry as a whole 
But, knowing the temper of American industrial leader 
ship as I do, I am confident that it will handle its defense 
assignment with credit to itself and with great advantage 
to the nation that it serves—whether in war or in peace 

To help in that supreme test is the opportunity and the 
privilege of the McGraw-Hill organization 


fri tM Srasecfe 


‘ 
President. McGraw-Hill Publishing Company. Ini 





This message is appearing in all McGraw-Hill industrial and business publications, 


reaching over a million readers. 
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Into the blades of INGERSOLL Spades, 


Shovels and Scoops goes TEM-CROSS 
Steel, to give them keen-cutting edges 
that are guaranteed not to split. This 
special steel, developed by Ingersoll, 
for America’s leading Farm Implement 
Manufacturers, and used on their Disc 
Harrows and Plows, is known as... 


EM, CROSS : 
“Tillage Steel” 


Cross-rolling gives this superior shovel steel 
an interlocking, mesh-grain structure. That's 
why it resists dulling, splitting and curling at 
the edges. That’s why we say ... ‘Ingersoll on 
Avaliatto tn all types and grades, the handle guarantees the Blade Edge Won't 
round and square points, black or t+ 99 
Siched Gatthes. Al Ate, A ond Split.’’ Insure your customers this EXTRA 
Grades are heat-treated. VALUE. Stock Ingersoll Shovels, Spades and 
Scoops. 
— oe : Write for further information. Address our 
aan —_ 3 ala New Castle Plant. Dept. M.S. 


Ww 
' Ses 
b == pike more cadliy.” INGERSOLL STEEL & DISC DIVISON 
fork BORG-WARNER CORPORATION 


Steel rolled two ways New Castle, Indiana 
resists splitting. Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 


Spoof INGERSOLL 


SHOVELS - SPADES - SCOOPS 
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Our Engineet was 


keeping ‘+t a Dark Secret 


All this talk of competitive pids set me a record tag tied to the wheel in case I 
thinking about the fact that our puilding forget”: 
engineer has to use the brands We carry Sounds like 4 good idea”, | mumble. 


vhenevet he makes @ replacement: He “The Ii ; pout $90-0 »2 

: e list rice was about 90”, he cole 
needed some valves recently, S° 1 decided . he ; : 
tinues, plus repacking the stem twice 


to go out in the poiler room and get his 
makes the total cost about $90.60. 


slant on it. 


hae - . cil He was talking with gestures now. In 30) 
Say, Mac | begin. Most of yout supplies . 
: : a years, this Jenkins Iron Valve cost us 
come right out of stock here, don't they * nae , ; 
6 - ; $3.02 pet year —and it’s still going strong- 
Naturally. he says— puzzled. ; ; 
; : That’s how 1 always check equipment — 


“well, I was wondering, how you figured on a cost-per-yes* pasis. You can under- 
costs on that stutl and whether you evet stand why rm satisfied with Jenkins 
thought we might get better service from and would curse 4 plue streak if I couldn't 
some other brands” - get them’’. 

“| got a system”, he says mysteriously, “Thanks for the tip, Mac, but why didn’t 
“just come with me for 2 minutes and rll you tell us about this system pefore, so WS 
show you’’. could pass it along to our customers?” 


. ° ; = ae - Aw :e 
We're passing the boiler when he stops and He smiles and say Cause noboty quer 


says “Now. there’s a big Jenkins Valve that asked me - 


proves my point. Installed it myself 30 years It just goes to show how you can find sales 
ago, SO 1 know its past history _—put I keep ammunition _even in your own back yard. 
BRON Tanne 
ZE + tRON ' Z 


STEEL VALVES 
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TALK OF THE TRADE 


JUST LIKE STATLER: What manufacturers do for distribu : 
tors would sometimes put those Statler Hotel service ads to shame j 

F’rxample, when Miles Stray (|. Russell Co., Holvoke) got i} 
involved in a checkroom tangle, went home with the wrong rain- A, 
coat and learned, thunderstruck, that a warrant was out for him, 
what'd he do? . . . Hollered help at Lou Knouse and Henry 
Blackman (Stanley) at the scene of the crime and, with the help 
of their credit man (who should know the sheriff if anybody does ) 
shook off the law's long arm . . . Shudder to think if Miles had 
strayed (no pun) in Baltimore, home base of Black & Decker, Speaking of sidelines 
whose line he doesn't handle ! 





BIG BROTHER: Two carloads of Minneapolis Boy Scouts . x 
toured for nearly three weeks through the West, hitting Camp ——. > ir 
Philturn (Nat'l Boy Scout camp in New Mexico), Zion and Yel ' a 
lowstone parks, Boulder Dam—chaperoned by Kyle G. Cud- ; oh Aina ane 
worth (Link Belt Supply Co.. Minneapolis) . . . Three years OA) \\i 

ago Kyle steered 59 scouts to the International Jamboree in \y 
Kurope and got ‘em back without so much as a stomach-ache. HI ‘ 


SUCKER LIST? Odd that the Pittsburgh purchasing agents’ 


. ? : Mi, ] Bring ‘em back healthy 
group standing committees should be barren of distributors 


names—until vou come to “Entertainment” . . . Then it’s loaded a 
with such names as F. R. King (Colonial Supply); J. R. Sie- f Y) B 

4 > »; : . / \ 
grist (Harris Pump): D. N. Rupert (/’ittsburgh Gage) and / / SS 
Roy Zipf (Jos. Woodwell) 2. . Oh ves, E. C. Hammerle q x 
(Somers, Fitler & Todd) and J. P. Tierney (Penn General) are 
on the Auditing Committee . . . To check expenses of the others ? 2. 

AZ 


WHO'S SORRY NOW? If a certain Philadelphia supply hous 
reads this item with embarrassment, that’s probably as it should 
he . . . C. W. Chidester (asst p.a.. Glenn Martin Co.) author 
of the article on Page 41 recalls that when his firm, in comparative 
infancy, moved to Baltimore in °29 inquiries were sent to sur- 





Set a thief—! 


rounding suppliers, asking about service, requesting catalogs 





Many responded, including some in Philadelphia . . . However, 
few months later, one of these wrote back to what is now one \_ AR 41 
of the most important industrial customers in the U. S., and E Ate] EEE ESS . 
requested return of the catalog! . . . Mr. Chidester, by the way. 
got one of his first pay checks as a stock boy with the Bingham M4 
Co., Cleveland. é 
LATE BULLETINS: T. Walker Lewis (lewis Supply) is a Locked himself out 
new member of the board of Southwestern University . . . Cliff 
Cecil (W. ©. Barnes) is recovering from a delicate eve opera 
tion... Al Bevan (Hunter & Havens, Hartford) has tossed r 
off effects of an appendix removal ... New York papers of ee: Le 
i August 11 heralded the engagement of Alexander Thomson “Wag ko Ly 
5 ( Kelly-How-Thomson ) In his college days Jerry Tone f é BY, =f 
: (Carborundum) was the genuine, tobacco-chewing _ first-string f 4) ) 
catcher of the Cornell baseball team. 4 Visi J 
Ae é 


FIFTH COLUMNISTS NOTE: On all envelopes sent out by 
Leighton Supply Co., Fort Dodge, Ia., there is this neat message : 


“God bless America . . . Love it or leave it!” PAR Sf Scourge of the diamond 
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There’s a Particular Construction 
for Every Industrial Need in 


Republic’s Complete Line of 
Mechanical Rubber Products- 


THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup 
plying the requirements of the 
trade solicited. 


A quality of product unifomly 
good and capable of delivering 
service results that should reason 
ably be expected. 


* 


A price basis inducing and mak: 
ing possible aggressive competi 
tion with reasonable profit retum. 


Freedom from competition from his 
source of supply, either direct o 
indirect, among the trade covered 
by his day to day solicitations. 


Selling helps of reasonable & 
mounts so that his sales force may 
be given the advantage of spt 
cialized training and a knowledg@ 
of the product sold. 


HOSE « BELTING 





the Distributor’s Part 


in Industrial Mobilization 


LS 


‘Mopern war is total war, demanding the total effort not only of uniformed forces but 
of every individual, every machine, every dollar of capital. The efficiency and productivity 
of a nation’s industry is the gage of its ability to survive in a world where all efforts of some 
nations are aimed at the total destruction of their neighbors. 

Aroused by this threat, America assigns to her industries the stupendous job of catching 
up, of making her so strong that none will dare attack her. It is a job for all who are con- 
cerned with industry, including those who serve it, the industrial distributors. For their better 
understanding of the part they must play, the following pages will describe (1) the over- 
all program of America’s defense plans; (2) the shifting sales problems created by this de- 
fense effort; (3) the specific efforts of industries most seriously affected; and (4) the-pres- 
ent and future delivery situation on industrial supplies and equipment. 

This material is submitted that distributors and salesmen may survey their coming 
assignment and plan intelligently to carry it,out. For, like industry itself, the distributor 
today is called on to go “all out” in fulftlling his function toward the national effort. By 
intensifying his service, by adopting to an even greater degree than before his customers’ prob- 
lems as his own, he can do much in the months to come toward aiding his country and fur- 


ther establishing his claim to partnership with industry. 


Distributors face a responsibility to serve and an opportunity to grow. 


x 





National Defense 
and the Distributor 


U. 8. Army Air Corps 


THERE ARE SOME cool spots in Washington this summer but the 
Munitions Building is not one of them. There labor the staff of 
officers and civilians who have planned the industrial mobilization 
of America in event of war and who are executing, despite distrac- 
tions from many sources, the rearming of the armed forces in 
peacetime. 

Here you will find no heel-clicking formality, none of the stuffed 
shirt pettiness which many World War veterans have always asso- 
ciated with the Army. You can wander up and down the Munitions 
Building’s corridors for days without ever seeing a uniform. 

Major Robert Ginsburgh, a graduate of Harvard Business School 
and the Army Industrial College, greets you just as would any busi- 
ness executive, except that his greeting is perhaps a little more 
genuine. You immediately gather the impression that this regular 
army officer, whose job it is to assist the Assistant Secretary of War, 
sincerely feels that American industry is the key to national defense 
and that he wants to do everything possible to make clear to indus- 
try the job which confronts it. 

Uncomfortably hot, even though he has shed his coat, he listens 
patiently while we explain what an industrial distributor is and put 
our question, “What is this man’s place in the defense picture?” 

“I am familiar with your industry,” he says, somewhat to our 
amazement, “and it has an important place in the defense picture.” 

“What,” we asked, “is this Industrial Mobilization Plan we hear 
mentioned so often in our daily papers? What has it to do with our 
industry now? Is there anything that distributor executives should 
be doing about it?” 

Again very patiently, for we suspect that we were probably the 
ten-thousandth person to whom he had explained the IMP, “You 
know, of course, that it took us fourteen months to land a fully 


equipped division in France after the declaration of war in 1917. 
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Your newspaper will tell you that no such time lag is allowed any 
nation in these days. 

“Soon after the World War the War Department started to work 
on a plan which would mobilize the industrial power of the nation 
immediately upon the declaration of war or the declaration of an 
emergency by the President. It was realized that despite its 
tremendous industrial power, the United States would find it diffi- 
cult to supply a field army quickly and efficiently without a blue- 
print. The Industrial Mobilization Plan is the result of these twenty 
vears’ work. 

“First of all the 70,000 items of equipment and munitions neces- 
sary to put an army in the field were carefully listed. Then the 
War Department started out to learn who could make them. Off- 
cers from the Department have surveyed over 20,000 industrial 
plants during the past twenty years. For each they have filled out 
an allocation schedule which lists the name, location, financial rat- 
ing, business affiliations, the number of skilled and unskilled 
employes, the normal products and production capacity of the plant. 
the type of war products which could be made, the quantity that 
could be produced and the time required for the changeover. 

“From the 20,000, 10,000 have been selected as being best fitted 
to do the job. Those 10,000 schedules have been recently rechecked 
and cleared through the Army and Navy Munitions Board to 


TYPICAL FACILITY CONVERSIONS 


NORMAL PRODUCT WAR PRODUCT 
Agricultural implements Combat wagons—gun carriages 
Automobile bodies Airplane parts 
Electric refrigerators Airplane parts 
Boats and lighters Pontoon bridges 
Adding machines Automatic pistols 
Automobile steering gears Machine guns 
Commercial steel castings Tripods for anti-aircraft guns 
Rolled steel products 3" anti-aircraft gun forgings 
Fire sprinklers and alarms Artillery ammunition components 
Wheelbarrows and road scrapers Ammunition carts for machine guns 
Electric elevators Recoil mechanisms for 3"' A. A. guns 
Printing - presses Gun parts. Recoil mechanisms for 


155 mm howitzer 
Automobile engines and motor cars Aijrplane-type combat tank engines 
Fabricated piping and air condition- Bomb bodies 
ing equipment 
Electric welded pipe Demolition bombs and torpedo parts 
Pipe fittings and valves Hand grenades 


Automobiles Cartridge cases, 75 mm 
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Industrial mobilization plans call for 
the partial conversion of many plants 
for the manufacture of war materials. 
In every case an effort has been made 
to make the changeover as simple as 
possible. 
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eliminate duplications and assure both services a smooth supply. 


“Before we go farther, let’s go down to Allocations and talk to 
Major Ray Hare. He will be able to answer many of your questions.” 

Again we found a man who not only knows what a supply house is 
but who thoroughly agreed with us that the distributors of the coun- 
try could spell the difference between uninterrupted production in 
time of emergency and no production at all. 

“How are these plants distributed geographically?” we asked, 
after a glance at the maze of filing cases. 

“The best answer to that is this map (see above) which shows 
the state breakdown.” 

“Is it true that most of these plants are large and that the small 
and medium sized plants were left out of your plans?” 

“On the contrary, look at this chart (see page 38). You will 
notice that about 50 per cent of the allocated plants have less than 
100 workers.” 

“Since we have no munitions industry in this country to speak of, 
how could you possibly allocate all of the 70,000 items necessary to 
put an army into the field?” we asked. 

“Of the 70,000 items,” said Major Hare, “all but 3,700 are more 
or less standard products now being made in American factories. 
Our studies indicate that all but about 200 of this 3,700 can be 
made by present plants through a changeover. The remaining 200 
are the items involved in the educational order plan.” 

“What is that?” 

“Under Congressional authority,” he explained, “the War Depart- 
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ment has been enabled to place small experimental orders with will- 
ing manufacturers, who are reimbursed only for their expenses. 
The manufacturer works out a production line, determines costs, 
using machine tools and dies purchased by the War Department. 
Naturally, in case of emergency, we then know how to make the 
product and how much it will cost. Here is a list of some of the 
educational orders let this year (see page 39). It wiil give you an 
idea of the nature of the products involved in this plan.” 

Going back to Major Ginsburgh’s office, we asked who would head 
up and coordinate this mobilization of industry. 

“The plan calls for a War Resources Administration,” he 
explained, “to administer the Mobilization Plan. It will be headed 
up by a civilian. The officers of the Army have no illusions about 
their ability to run American industry. Further, in case there. are 
hostilities, it is their job to fight. The burden of supplying the fight- 
ing forces must fall on industrial shoulders.” 

In the industrial picture painted by these officers, the industrial 
distributor will play an important part but it will be a part which 
will require merely an intensification of the service he now renders, 
rather than a changeover such as will have to be made by many of 
the distributor’s customers and sources of supply. 

The IMP does not contemplate taking more than 50 per cent of 


any plant’s output (most allocations are nearer 20 per cent) but 


NAVY BUYS NATIONWIDE 


Every state benefits from U. S. Naval ship building. 
Men from 125 trades and professions are employed. 
Materials are furnished by every state in the union. 
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even this amount can vitally affect the type and amount of items 
purchased by that plant or it can affect seriously the supply of tools 
and equipment from the distributor’s usual sources. Consequently, 
the inauguration of the plan on M-Day will require that distributors 
shall have already checked their customers’ requirements closely, 
attempted to foresee possible shortages and utilized their capital 
wisely to create a cushion of vital operating supplies for industry. 
U.S. Army Signal Corp So much for the planned mobilization of industry once war has 
heen declared or an emergency proclaimed. What about the present? 
What part can the distributor play in the building of America’s 
defenses? 

Today, in Washington, the National Defense Advisory Commis- 
sion (Knudsen, Stettinius and Co.) is doing everything possible to 
speedup the production of the necessary arms and equipment for 
the Army and Navy. They are working by persuasion rather than 
hy order. They have not vet applied arbitrary priorities. They 
may not have to. 

\merican industry has jumped to the task with a willingness which 
must be surprising to those Europeans who ceunt on a democracy 
being weak because it is not under the absolute control of one head. 
\merican industry is taking on its shoulders a stupendous task in 
addition to that of carrying on its regular job. It is important that 
industrial plants which are making vital war equipment be not 
hampered by a lack of operating supplies. It is the distributor's 
job to see to it that they are not. 
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Constant checking of territories is called for. A recheck of the 
chart showing typical changeovers will give the distributor an idea 
of developments that may possibly occur in his own territory. 

This industrial effort is not going to be finished tomorrow nor next 
week. We have embarked on a four- or five-year job which will 
tax the ingenuity of a production genius. Nor are the plants which 
are making war equipment and supplies the only ones which must 
be considered. The British Minister of Supply discovered after 
the war began that while only 68 plants were producing finished 


ISDE EE a TINIE AM ER ARNG EE A RI I ABN RMS SS aS NELLA, i LAR ARES 
TYPICAL EDUCATIONAL AWARDS 

AMOUNT 

ITEM AWARDED TO OF AWARD 
Howitzer, 75 mm Pack, MIAI.... C. H. Cowdrey Machine Works, Fitchburg, Mass. . $174,208.50 
Fuze, Bomb, Nos, MI04............... | Chrysler Corporation, Detroit, Mich....... 97,079.30 
Fuze, Bomb, Tail, MI06............ .. Corbin Screw Corp., New Britain, Conn... 29,340.60 
Bomb, Demolition, 1000 Ib., M44... American Car & Foundry Co., Berwick, Pa. 81,167.00 
Booster, M20—Metal Components. . Sunbeam Electric Mfg. Co., Evansville, Ind 77,796.78 
Machining, 75 mm Shell, M48....... Continental Gin Company, Birmingham, Ala. . 72,521.40 
Forging, 75 mm Shell, M48......... Pressed Steel Car Company, Pittsburgh, Pa. . 119,832.00 
Forging, 155 mm Shell, MIOI & M102... The Colorado Fuel & Iron Co., Denver, Colo. . 251,674.25 
Machining, 155 mm Shell, M102..... Omaha Steel Works, Omaha, Neb........ 161,658.00 
STI ip cies cas cio inn aes .... Firestone Tire & Rubber Co., Fall River, Mass., Johnson & Johnson 328,329.00 
Wire, Field Communication Belden Manufacturing Co., Chicago, Ill. . 6,916.80 






































Form 100-W (3.1.40)—ARMY AND NAVY MUNITIONS RD UAVE BLANK 
REVISED "CrIcTITIOUS CASE) _ 
+. FACILITY (PLANT TO PRODUCE ITEMS DESIFED. © WORT THAN ORE PLANT. LIST BELOW WW SPACE 14, PLANTS (HCLUDED » 2 ADDRESS (PLanT Location) 
WGREAT AMERICAN ELECTRIC CONPANY, INC. (PLANT) CHICAGO, ILL. 
3. CONTROLLING ORGANIZATION—*AME AND ADDOESS © OOFTERENT From AsovE ARE PROCUREMENT PLAN 
nG THAMSACTIONS HAR 
CLED THROUGH CONTROL 
CONSOLIDATED UTILITIES, NE» YORK CITY, N.Y. tims CneeeERATTEN? Yes. 
4 maTine pmoery S. EmPLOVErS Tora, vvmae mut S wae oenLED S Maur Onart see 
“eeu! AAAA © 11,400 190 11,210 65% 
@ MORMAL PRODUCTS—UIST MORE mPORTANT OF PLANT OF DIVISION REQUESTED QUANTITY OF VALUE (MOonTHLY Of YEamy) 
Electric power and lighting equipment, appliances, etc. Est. value annual output $10,000,000. 
NOTE: Chicago Plant last visited by Procurement Planning Officer Januery 5, 1938. 
=< Sita] ow | Sta as] efi | eae” | mor re 
Loceter, sound, MIA8, with accoustic Army-Orc. 
corrector, M-2 907 22 90 30 3/8 1-13-38 GGkk 
Searchlights; generators & Assemblies, 1,325 12 75 15 3/8 bd Wz 
T-14 (ENG) 
Fire control ecuip..nt, per print USA 4,7 Maximum | 24 100 18 3/8 ag GGy 
Mount, 3" AA gun, M2Al (Locomotive Dept.) 218 24 80 12 3/8 " Ea 


Rapin aCREIpRE: For each Pp lant 
Name end/or Address of Plants or Divi- 
sions opereted: NOTE: 
Chicago, Ill. a 


studied over the past 
Manufccturp at [Chicago Plant with othar plents rontriput ing. 


twenty years a sched 
Type of contraqdt to be dpternined later. Nee 


















































aeemotat, N.Y. For list of spdcial macifine tools required, seel memorkndun to Chibf of ule similar to this 
OSLO, TESS. Ordnante, 4-12-38 - File |2473-1. has been completed 
: : : is Ls Se a 1 - and filed. All have 
16. PLANTS INCLUDED. AMES AND ADDETSSES,  IMPRACTICASLE TO SHOW LOADS BY INDIVIDUAL PLANTS) 20. APPROVED e—1one - | | | 
a/ i” ol ood , hy 
Load to be recored as on Chicago Plant. No loads to be placed on mre 2/12/38 1. BOARE een brought up t 
Schenectedy, .Y. snd Boston, Masé., until capacity preempted by re- gf Re date recently. 
‘ he é steps - ' Jolonel, U.S. Army, Secretery. 
wuirenents of Chicago Plant have been determined. ARMY AND NAVY MUNITIONS BOARD 
17. CAPACITY REQUESTED 18. CAPACITY REQUESTED 19 APPROVED FOR THE WAR DEPARTMENT 
ore 1-13-38 a ore 1-20-38 ore 1-27-38 
eae S. A. SHELL, poe T. N. THOMAS, | (6) JOHN C. DOE, 
Major, Ord. Dept., U.S.A. Lt. Colonel, Ord. lept., | Major, U.S. Army, 
Executive Officer, Assistant, Chief, Facilities Division, 
Chicago Ordnance District. oisraicr PROCURING AGENCY OFFICE OF THE ASSISTANT SECRETARY 
+. PACITY 2. aoorEss a oe reo vem, 
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STATUS OF AGENCY 
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SUGGESTED ORGANIZATION FOR INDUSTRIAL MOBILIZATION 


THE PRESIDENT 
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EXECUTIVE DEPARTMENTS 
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The Industrial Mobilization Plan 
provides an administrative organiza- 
tion to facilitate production, reduce 
bottlenecks and eliminate costly 
competitive bidding for materials 
between the services. The power of 
the President and Administrator of 
War Resources would be beyond 
anything ever conceived in this 
country. 
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shells, these plants were drawing on the facilities of 700 plants mak- 
ing component parts. 

The rearming of America and the supply of the Army and Navy 
should we be drawn into the conflict offer industrial distributors an 
opportunity to demonstrate again, and forcefully, their worth to 
industry and to their country. This they can do by working closer 
with their customers, by providing speedier service, by protecting 
themselves and their customers against shortages through a far- 
sighted purchasing policy and by keeping their sources of supply 
informed of local conditions so that production can be wisely 


ylanned and costs kept within reasonable bounds. 
| | 
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Buying for 





BY C. W. CHIDESTER 


Assistant Purchasing Agent, 


The Glenn L. Martin Company 


Orders still await salesmen who can 
hurdle barriers set up by government 


precautions 


FAINT HEART NE ER WON FAIR ORDER at the 
big Glenn L. Martin Company factory near Balti- 
more. The timid salesman who first encounters 
the reception-desk routine made necessary by 
Government regulations might lose heart too 
quickly, when actually there awaits him an inter- 
ested ear inside. Because the Martin company 
long since recognized the fact that its suppliers” 
agents are its valued friends, there is a warm 
relationship between the purchasing department 
and the men who call regularly from the dis- 
tributing companies. 

This does not mean, of course, that every sales 
representative is assured an order, but he is 
assured a hearing, for that is the Martin rule in 
the big plant which employs some 12,000 people 
in its business of building powerful bombers and 
great ocean flying boats. The company never 
ceases to pursue its search for new sources of its 
critical and miscellaneous materials. Especially 
iv this true in the business so rapidly expanding 
under emergency pressure. 

The reception-desk procedure is in no sense a 
barrier thrown up against outsiders. It is simply 
a Government-dictated precaution that, in all 


likelihood, the company itself otherwise might 
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establish as a means of protection against male- 
factors. In it we should all find an immense 
satisfaction, for it means that the Martin fae- 
tory and all other critical defense operations are 
closely guarded. For the salesman accustomed 
to breezing into the executive offices of a factory, 
with an initial stop at the Purchasing Department 
and maybe a visit to the foremen and men in the 
shops, it may appear as something of a snag, but 
it is soon over for the man on legitimate business. 
He answers a few personal questions about him- 
self and others about his business and whom he 
wants to see. He is aware that an entrance-and- 
exit check is being kept on him. Moreover, he 


must sign the back of his reception card and wait 


4l 








uy bars dy et 


. 


The amount of machines needed for modern aircraft pro- 


duction is inconceivable to the average person. Here is a 
corner of the Martin factory, showing mostly special 
machines built for aircraft manufacture. 


lo be escorted personally to his destination office. 
But, then, that is the regular procedure at all 
plants working on Army and Navy contracts. 
And what of the business possibilities inside, 
once he has finished his preliminaries? Well, 
that depends on a lot of things. The best T ean 
do is to state the facts about our purchases and 
let the individual salesmen decide for themselves. 
Five men in our purchasing department do the 
actual buying; they head up a staff of fifty per- 
sons. Included in our office equipment are four 
electric fanfold machines which do nothing but 
write purchase orders, and on occasion these 
machines work a day and a night shift. The 
other day [ placed orders for 3.200 dozen drills, 
and this is not an exceptional example of the 
quantities we regularly consume. We have writ- 
ten as many as 250 purchase orders per day, and 
often receive 300 or more requisitions in a dav. 
Assuming that the preceding paragraph does 
describe a reasonably desirable volume of avail- 
able business, and that the industrial salesman 
can be patient with our necessarily complex 
“entrance requirements,” what are his chances of 
making a sale? Perhaps the salesman’s organi- 
zation is small, and hence, beneath our notice? 
Perhaps we consider present supply sources en- 
tirely sufficient for our needs? Perhaps our 


ordering is in sufficient volume to inspire thoughts 
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of cutting out the distributor’s profit and placing 
the business direct? Let's deal with those things 
in order: 

1. Every salesman who visits us, no matter how 
~mall the organization he represents, gets a hear- 
ing in this office. Further, we have no rigidly 
established visiting hours, our theory being that. 
due to our remote location, it would be unjust to 
turn away a caller who put himself to consider- 
able trouble getting here, just for the reason that 
le arrived at the wrong time. 

2. We cannot afford to let ourselves become 
too dependent on a single distributor for any 
particular item where there are other sources 
available for the procurement of that item. On 
wny item the least bit important to our operation 
we feel it necessary to have at least two sources 
of supply, and more if possible. The order for 
5,200 dozen drills, which [ mentioned earlier. 
was actually split up among a number of local 
suppliers. The logic behind this is obvious. We 
Nothing 
niust be allowed to interfere with it or retard it. 


are slaves to our production schedule. 


Everything possible must be done to anticipate 
and circumvent events which might cause a delay. 
Having a number of supply sources on a given 
item lessens the danger of encountering a sudden 
shortage on that item. 

3. Local distributors will, I am _ confident. 
lack me up when I say that, regardless of the size 
oi orders written for supply and equipment items, 
we consistently follow a policy of buying locally, 
lying wherever possible through the industrial 
distributor. Due to the pressure back of all our 
work, the money saved by placing an order direct 
iz of little or no consequence as compared to the 
Like the 
contractor working on a job where he will be 


penalized in cash if he fails to make his deadline, 


time saved in placing orders locally. 


we can recount endless tales in which the dis- 
tributor with his local stock has been a life-saver. 

Much has been said about the partnership that 
exists between the distributor and his industrial 
customer. At first glance one might suppose that 
in our case, because of the bigness of our opera- 


tion, there would be a tendency to squeeze the 
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distributor out of this partnership. Exactly the 


opposite is true the distributor is more 
solidly entrenched with us than ever. I believe 
this is true in other plants that have been produc- 
ing military items on a large scale and will also 
he the case in the additional thousands of plants 
soon to be drawn into intensive production for 
the defense program. 

An analysis of our own purchasing oflice prob- 
lem will show why this is so. Naturally the major 
part of our job is to buy raw materials at a pace 
fast enough to keep up with production. The 
volume of materials needed to keep things rolling 
smoothly is, I believe. beyond the realization of 
the average person. It amounts to between 10 
and 15 carloads some days. This, in addition to 
the materials brought in by the various trucking 
companies. A further part of our job is to find 
room for these materials so that they will be con- 
venient when needed, and to keep adequate record 
Often 


we wish it were possible to have some temporary 


otf what is on hand and where it is stored. 


er experimental setup where materials might be 
tried out, but not infrequently, so great is our 
haste, materials are ordered right from the draw- 
ing board. 

Faced with this strenuous daily pressure it is 
only natural that we eagerly accept constructive 
aid when it is offered us. The distributor who 
offers real service and means what he says earns 
our gratitude—and our business. By now local 
suppliers have become quite familiar with our 
needs and our ordering routine. Through regular 
cultivation of them we have encouraged them to 
lay in adequate stocks to cover our requirements 


sometimes they even carry fairly large stocks 





of quite special items. Here the partnership 
between buyer and seller becomes very real. 
While we are concentrating our attention on raw 
materials, watching for signs of shortages or price 
increases, the distributor is doing a part of our 
work by watching the market on supplies and 
equipment, keeping us protected there against 
similar shortages and price boosts. In addition. 
while part of our world is sometimes threatening 


to fly apart, it is comforting to know that those 
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local supply: and equipment stocks stand ready 
always to act as a cushion against any emergency. 

Salesmen from the local mill supply houses 
Not only 


do they get in, but they are cordially welcome 


call on us three or four times a week. 
and, in fact, sometimes eagerly awaited. True. 
they do not always have that required “something 
specific” to talk about: often it is just a routine 
call made in the hope of landing at the psycho- 
logical time when a big order is pending or when 
we may need their help on some particular prob- 
lem. And, as often as not, there is a matter or 
two on which their skilled help can be of 
great value to us. A good salesman can be as 
lielpful as a good assistant to the purchasing 
agent. If he knows his lines thoroughly and is 
sufficiently familiar with the customer's problems 
he can make innumerable suggestions and provide 
ideas that would never occur to the busy pur- 
chaser who has the job of buying a great many 
things in addition to supplies and equipment. 
Executives of local supply houses, too, make fre- 
quent, regular calls on us. You may be sure that 
we appreciate their interest) and treat them 
accordingly. 

Salesmen, in addition to visiting the purchasing 
office, call on the equipment engineer. Because 


oi their specialized knowledge they can render 


One of the many storerooms in the Martin plant where, en 
some days, ten to fifteen carloads of materials may come in. 
Handling such materials. seeing that it is stored where 
readily available, is a part of the job delegated to those in 
the purchasing department. 






















him immezsurable aid in recommending the types 


of equipment best suited for a particular job. 
On occasion they can get in to the tool design 
department. The men there are usually quite 
busy so the salesman had best have a specific idea 
o! importance to present, else he would be better 
off if he stayed out. Perhaps rigid restrictions 
against seeing men in the shop hamper the sales- 
men to some extent. However, there are times 
when it is absolutely necessary that the salesman 
inspect conditions as they exist where new equip- 
ment is to be used. On such occasions a pass 
must be issued and approved by a government in- 
pector stationed at the plant. 

In the purchasing office the five who do the 
actual buying interview a total of about 50 callers 
each day. This figures out to about 10 interviews 
a day per man and plain arithmetic will show 
why it is impossible to give much time to any 
single caller. The salesman who would win a 
place for himself will be smart enough to plan 
his call in advance, know what he is going to talk 
about and get it all said quickly. 

Not long ago, when we needed some special 
bars of steel quickly, a local salesman didn't 
hesitate long enough for his trucks to come. in 

he piled the bars in the back of his 
sedan and arrived within the half hour. Our 
experience is full of similar instances almost to 
the point that we can no longer be surprised at 
the ends to which salesmen will go in rendering 
service far beyond that of the ordinary buyer- 
seller relationship. 

If all of the foregoing seems to picture a Utop- 
ian status between the Glenn L. Martin Company 
and the distributors who serve it, bear in mind 
that this efficient cooperation was not attained all 
in a day. There were times when our demands 
must have caused some suppliers to consider us 
insane. There were times when we went far 
wrong on quantities, specifications and in many 
oiher directions. There were some who couldnt 
grasp our problem nor extend their service -to 
keep pace with our growth; these necessarily fell 
ly the wayside. The others, who had the vision to 


see ahead, the patience to work with us and the 
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ability to study our needs and meet them—in 
advance—they are now enjoying a volume of 
regular business which, I feel sure, they consider 
quite profitable and worth while. 

As the defense program swings into action it 
means that hundreds and thousands of industrial 
plants throughout the country will begin to experi- 
ence the same sort of growing pains that we went 
through; in fact, theirs may be worse because 
the clamor for haste will be intensified. Distribu- 
lors and salesmen who are now serving those 
plants under normal operating conditions may 
soon begin to encounter surprising and puzzling 
changes in procedure. 

If, from what I have experienced in the past 
few years, | am qualified to suggest a “prepared- 
ness program” for distributors and their sales- 


men, my program would be this: 


For Salesmen 


1. Be prepared for more rigid visiting rules. 
2. Be prepared to use a more streamlined, to- 
the-point sales presentation. 

3. Be prepared for any kind of self-sacrifice 
to render emergency service. 

1. Be prepared to supply the fullest informa- 
tion on products and to provide helpful sugges- 
tions on applications. 

5. Be prepared to cooperate more closely 
not only with your customer but with your own 
headquarters, your manufacturer supply source. 


and even with your competitors. 


For Distributors 

|. Be prepared to re-appraise the needs of 
plants in your territory. 

2. Be prepared to expand your stocks, perhaps 
a little in advance of expanding orders. 

3. Be prepared to keep closer watch on the 
available supply and delivery situation concern- 
ing all important items. 

1. Be prepared to provide your salesmen with 
lull knowledge on products and their application. 

5. Be prepared to spare no reasonable ex- 
pense or effort in extending service during emer- 


gencies or periods of pressure. 
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1. METAL WORKING 20: 


partment. Scene is in 


On the broad shoulders of the division that represents porate ah taal 


Safe and Lock Co. 





one-third of all industry rests the main burden of girding 


a nation for existence in a hostile world 





THE BULWARK of our defense is industry; and industry's giant 

the metal-working division—naturally assumes leadership of our 
national defense production schedule. Always the distributor's most 
important market, because it represents an approximate third of 


all industry, metal-working now moves into even greater promi- 





nence as the world settles its differences with steel against steel. 
As the year opened, comparatively “normal” conditions found 
metal-working to consist of some 22,000 plants, scattered over all 
parts of the country, employing upwards of 2,700,000 workers. 
It included all plants using machine tools to fabricate their prod- 
ucts, combining the corner machine shop and the big automotive 
plant, the railroad shop, the shipyard, the maker of ladies’ com- 
pacts and the maintenance machine shops of larger non-metal-work- 
ing plants. The common function of working metals into products 


bound these oddly varied plants (Text continued on page 48) 
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Metal Working 


Operations 
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Where metal is cut or machined. Small plants may have but one machine shop, larger ones 
several—one to handle drilling, reaming, another for bolt-threading, etc., another for 
screw-machine products, or each shop producing a specific part of the product. Here, too 
is the distributor's biggest market for machinists’ hand tools. Mechanical transmission 
items are needed to run drills, lathes, shapers, planers, power hacksaws, etc., operated in 
this department. Buying factors: Foreman, supervisors, superintendent or other production 
executives select type and make, even though purchasing agent makes out all orders. Big 
plants may leave basic selection to master mechanic or planning department. 








FOUNDRY 











Can be an entire plant. Contains big pattern shop, metallurgical lab, machine shops, and 
molding floor. Latter uses shovels, hand-molding tools, air hose (for pneumatic rammers 
and sand-blast), hoists, molds conveyors (both portable and fixed), screens, man coolers 
core racks, core ovens, core oil, water hose, graphite, goggles. Also have cleaning rooms 
using air hose (including sand-blast hose), goggles, dust-proof lights. 








PRESS SHOP 





Where metal is pressed, formed or fabricated with punch presses, shears, bending brakes 
friction saws, hydraulic presses (for cold pressing). Metals worked are Power nee 4 sheet, 
varying from light automotive gages to heavy sheets for pressure vessels, railway cars 
ships. Buying factors: Shop superintendent or his assistant. 








FORGE SHOP =I 


AEG | 
fa 





Just a blacksmith shop in the small plant, but in big plants this department operates drop 
hammers, forging machines, upsetters, bulldozers, power hammers, steam hammers. 
Projecting farther, super forge departments may be broken into steam hammer shop, power 
hammer shop, forge shop proper and blacksmith shop (set up separately for maintenance 
or repair work). Another division may be by products produced. Buying factors: P.A. 
first, plus shop foreman, superintendent, periodic contact with assistants. 








PIPE SHOP S 








LIM 





Important in tank-car manufacture, refrigerator construction, etc. Cuts, stores, bends 





threads piping installed in product as well as that used in maintenance. Buying factors: 
Boss pipefitter (may be titled "foreman" or “pipe shop superintendent"). Reputedly of 
definite ideas about makes of pipe, valves, fittings, tools and influential in having his 
way with purchasing department. 

















Handles plating of copper, nickel, lead, cadmium or everything from nuts to radiator 
shells—plus buffing and polishing. Buying factors: Departmental boss, regardless of title. 








PAINT 


SHOP 





ML 


LIM 


Sometimes combined with plating department, but separate where enough work is to ~ I 


done. Mixes colors, cuts stencils, works with drying ovens for lacquers or enamels, may use 
special spray booths. Usually employs polishing and buffing machines. Buying factors 
Paint foreman (or man of similar title). 

















Commonest in single-product plants, like motor or electrical equipment makers, where 
parts made in a variety of departments are brought together. Big users of nut runners 
power screwdrivers, testing instruments.. Buying factors: Superintendent or foreman 
depending on plant size. Usually reports to plant superintendent. Inclined to let p.a. 
buy on price unless convinced of brand superiority. 











HEAT 
TREATMENT 











MS 





S|M 








Does all annealing, carburizing, case-hardening, and production tempering, usually of 
machine parts such as gears, axles, pins, etc., upon receipt or use, during production or 
before assembly. Here's where annealing and case-hardening compounds, salts, special 
heat-resisting alloy conveyor parts, gas burners, carburizing pots, etc., go. Buying factors: 
Heat-treat foreman or superintendent, plant engineer or master mechanic. 
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Study of the departments involved in various metal-working opera- 
tions is the simplest guide to supply needs in this market. The chart 
below describes work done in departments, lists buying factors. 
Note: Symbol "L” indicates department is large in industry shown; 
"M" is medium and "S" small, in proportion to other departments 
of same plant, not in proportion to other types of plants. A dash 
(—) means no such department in plant or at most a small one. 





AUTOMOTIVE 


RAILROAD 


ELECTRICAL MACHINERY 
ENGINES & TURBINES 


MACHINE TOOL 


ST 





AVIATION 





The “fancy” machine shop, separated from regular machine shop because of service 
rendered in supplying and caring for all tools, dies used throughout plant. Workers here 
are always good mechanics, hence excellent prospects for good kits of tools and additions 
to present kits. A precision department employing most skilled men, demanding top 
quality equipment. Buying factors: Foreman, or individual of loftier title. 


= 
rm 
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"= ] MACHINE SHOPS 


|= SHIP BUILDING 








Found in plants fabricating steel or using castings. 
wood and metal. (Possibly separate shops for the two, metal pattern shop using machine 
shop equipment.) Wood pattern shop specializes in carpenter tools, woodworking tools 
and accessories, making wood patterns, templates, special bending gages, etc. Buying 
factors: Foreman or chief pattern maker. 


Produces patterns and templates in 











Important to salesmen because of authority in making specifications. This applies not 
only to products of the plant but even to plans for physical expansions. Buying factor: 
Chief engineer has a large say in the above, plus much influence on kinds of capscrews, 
setscrews, machine screws and other parts. 














Handles all maintenance, except for direct machine repairs. In charge of power transmis- 
sion throughout plant, often set machines, arranges production lines, installs service items. 
Buying factor: Usually called master millwright (in railroad or railroad-product shop), 
often master mechanic elsewhere. Sometimes has charge of electrical shop and power 
plant, where he is called chief enginer or plant engineer. 


L}L|MiM 




















Where responsibility rests for switches and electrical connections throughout the plant, as 


well as for lights, lighting, power circuits, etc. Buying factor: Chief electrician. 














Buying factor: Usually chief engineer or master mechanic (sometimes called plant engi- 
neer). Specifies all power-house equipment and general plant lines for steam, water, 
power. Buys all power equipment, regardless of where used. Usually rates over chief 


electrician and boss pipefitter. 
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Where transportation from department to department and plant to plant is important, a 
big function, dealing in trucks, casters, tote boxes, racks, conveyor systems, etc. Buying 
factor: Transportation boss usually specifies type and brand. 








hale ee entae 


Importance increases with plant size. Department has recommending power on all safety 


devices throughout plant. 


























Buying factor: Undisputed domain of p.a., who is directly responsible for maintenance 
of adequate stores of staples such as bolts, nuts, washers, screws, oils, gaskets, packing 
and all items used by plant in quantity. P.A. may not be major factor in original specifica- 
tions of tools end supplies for production, but is relied on as "price man", hence often is 
major factor in keeping or discarding a particular brand. Given a list of two or three 
acceptable brands, he shops for the one with best price. 
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Asove: Triumph of metal-working precision 
is the new Garand semi-automatic rifle 
which now is in production for U. S. 
infantry. Betow: A corner of the milling 
shop, Springfield arsenal, showing just a 
few of the many machine tools which come 
into play in constructing the new Garand. 


together and presented them to distributors with a fairly. uniform 
appearance, in that their requirements for tools, supplies and. equip- 
ment were greatly similar. 

Today, goaded by Washington’s billions and its clamor for haste, 
metal-working, which recently described its state as “active,” pre- 
sents an aspect bordering on frenzy. Moreover, its widely varied 
productive interest now begins to converge toward a more common 
plane, this through government-inspired “conversions” (see list of 
typical plant conversions, page 35). Many plants are now work- 
ing 24 hours a day. Aircraft, shipbuilding and machine tool plants 
are busily building additions which, in themselves, will mean orig- 
inal equipment business for distributors, followed by doubled or 
tripled future demand. 

Three subdivisions of metal-working are in the front line of the 
present defense program. They are (in addition to the basic 
machine tool plants) shipbuilding, aviation and automotive plants. 
Following this general study of the primary metal-working market, 
each of these three groups will be the subject of particular analysis. 
Such analysis will bring out variations from the normal pattern; 


shipyards, for example, issue abnormal orders for portable and 


hand tools; automotive plants demand unusual quantities of grind- 


ing and buffing equipment; aircraft plants are currently undergoing a 
changeover from combination press and assembly setups to full- 
fledged metal-working operation on a mass production basis. 

In the present situation it is important to remember the hun- 
dreds of little contract machine shops dotting the country. For 
years those around Detroit have subsisted on a busy season of only 
60 to 90 days per year-——working day and night just before new 
models go into production, when last minute dies, jigs and fixtures 
needed to be rushed through and the auto plant’s machine shop 
capacity was over-taxed. Now, with many larger companies taking 
rush orders and discovering their own productive equipment insufh- 
cient to meet penalty delivery dates, this practice will spread and 
the contract machine shop grow in importance. Investigation of 
the local 10- or 20-man shops will show many of them to have 
taken a new lease on life, due to a big order for parts for some 
other manufacturer. 

While metal-working plants are increasing in number again, the 
more striking trend has been that toward ever larger plants. Aircraft 
plants are known to have tripled their employment since 1937 and 
are still adding several thousand a month. 

All factors indicate that distributors and their salesmen will be 
dealing with metal-working plants of steadily increasing size, plants 
probably so busy that their purchasing departments will welcome 
the knowing counsel of those on the outside who can make recom- 


mendations that will result in labor or time saving. 
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Wide World 
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Key Defense Industries 


2. SHIP BUILDING 


Realization of the need for a navy in two oceans brings 
to life an industry that suffered sleeping sickness for 


the last 15 years 


AMERICA’S TWO-OCEAN NAVY PROGRAM has jammed shipyards that 
were already crowded. All 83 now-active coastline ways, with an 
annual capacity of 166 ships, are fully utilized, and 37 additional 
ways (as of August 1) in partially dismantled condition are being 
readied for immediate use. Signing of the two-ocean Navy Bill late 
in July was the signal for setting in motion the necessary machinery 
for construction of new yards and facilities to insure a combat fleet 
of 3,049,480 tons, with 35 battleships. 20 aircraft carriers, 68 
cruisers, 378 destroyers and 180 submarines—greatest fleet of fight- 


ing ships ever controlled by one nation. 


MILL SUPPLIES ¢ SEPTEMBER, 1940 















In Norfolk, Va., one of the fever spots of 
marine construction activity, this 12,000- 
ton all-welded tanker in the making is but 
one of many major units being rushed to 
completion. 


Wide World 


\ pause for ceremonies as the first rivet is 
driven and work goes ahead on the new 
battleship. USS Washington. now being 
built at the Philadelphia Navy Yard. 


Unfortunately, attainment isn’t as easy as authorization, appropria- 
tion and allocation. It takes more than four years to build a battle- 
ship, three for a cruiser and 34 months for an aircraft carrier, from 
contract to delivery. In addition, many shipyards have private 
merchant marine orders which must be filled on time, so there will 
be a delay in securing ways for combat ships. This means an 
unusual rush which places a premium on speed in rendering full 
distributor service not only to the yards themselves but also to plants 
supplying the yards with parts and materials. 

Much of the present difficulty is a direct result of the long period 
of almost total inactivity in shipyards—from 1920 to 1935. Because 
of this, labor drifted away, equipment depreciated and there was an 
abandonment, or practically so, of shipways. Since 1935 there 
has been a growing roster of persons engaged in ship building. 
That year the total was 44,830 and in May of this year the number 
was nearly double, with steady increases continuing ever since. 
From the distributor's standpoint, gains in the number of shipyard 
workers are almost automatically translated into gains in orders. 
for such is the nature of this business that supplies—especially of 
portable and hand tools—go up in direct relation to the number of 
workers employed. 

Other factors holding up the naval program are delays in obtain- 
ing sufficient appropriations, lack of facilities, shortening of working 
hours. President Roosevelt, however, denies the existence of a 
skilled labor shortage and on July 2 barred any increase in working 
hours at Navy shipyards until approximately two million unem- 
ploved have been absorbed by industry. 

\s an answer to the problem of facilities, the Navy is encouraging 


new shipbuilding companies to be formed when competent and 


willing management can be found. A company with a contract may 


secure an advance of 30 per cent from the Navy and borrow more 


from RFC. As work progresses, the Navy provides more operating 
funds. The 20 per cent per year amortization of plant and its 
allowance as an expense is a further incentive. Certain capable 
Great Lakes shipyards are being encouraged to construct new ways 
at the seaboard. These lake yards have, to date, been neglected 
in the placement of contracts but, while they may be unable to deliver 
big naval vessels to salt water, they are fully prepared to begin 
work at once on smaller craft. such as motor torpedo boats, gun- 
boats, patrol vessels. fleet tugs. mine sweepers and Coast Guard 
cutters. 

\t the peak of operations during the previous war, merchant ships 
were being delivered at the rate of 150 a month, while 83 destroyers 
came off the ways in the first nine months of 1918. Destroyers were 
constructed in as little as 45 days. This phenomenal production 


was obtained only after some of the red tape. which now exists, had 
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NAVAL SHIPBUILDING 


TYPE OF CRAFT ORDERED 


PRIVATE SHIPYARDS 


New York Shipbuilding Corp. (Yonkers, N. Y.) | battleship*, 7 cruiserst, | destroyer tender’, 


| repair shipt, 3 seaplane tenders§ 


Newport News Ship Bldg. & Dry Dock Co. (New- | battleship*, 4 aircraft carrierst, 2 cruisers 


port News, Va.) 
Bethlehem Steel Co. (Quincy, Mass.) | battleship*, 10 cruisers, 2 destroyers 
Federal Shipbuilding & Dry Dock (Kearny, N. J.) 2 cruisers*, 16 destroyerst 


Electric Boat Co. (Groton, Conn.) 22 submarines* 
Bath Iron Works (Bath, Me.) 14 destroyers* 
Bethlehem Shipbuilding Co. (S.F.) 2 destroyers 


GOVERNMENT SHIPYARDS TYPE OF CRAFT ORDERED 


New York Navy Yard 3 battleships* 
Philadelphia Navy Yard 
boatst 
Norfolk Navy Yard 
Portsmouth Navy Yard 
Mare Island Navy Yard 
Boston Navy Yard 
Charleston Navy Yard 
Puget Sound Navy Yard 


13 submarines* 

6 submarines*, 2 submarine tenderst 
13 destroyers*, 2 seaplane tenders 
9 destroyers* 

4 destroyers*, 4 seaplane tenders} 


been cut. It placed on many distributors one of the greatest pres- 
sures ever experienced. As obstacles are removed and entanglements 
cut through, some similar activity may be attained in the present 
program. 

What is seldom realized by the inland distributor is that the 
supply problem of the shipyard is not entirely a problem of the 
seacoast. Every step to speed up the work at shipyards speeds up 
just as surely that shipyard’s needs for ship parts, boilers, turbines. 
engines, instruments and all the rest of it. The boilers for a ship that 
is built in New York or Virginia may well be made in Ohio, while 
the shaft is forged in Pennsylvania or Indiana. Wood parts may 
come from the West Coast. So widespread is the demand for 
materials that go into a ship (see chart, page 37) that activity is 
stimulated in hundreds of plants throughout the country. 

Shipyards themselves include really big assembly plants, combin- 
ing ship plates and beams by riveting or welding, as well as placing 
the necessary propelling machinery inside the hull. Any increase 
in shipyard labor represents a comparable increase in hand labor, 
requiring an equivalent number of portable tools of various kinds. 
Riveting, chipping and caulking hammers are required, as well as 
grinders and welding equipment. With each must go the necessary 
auxiliaries. Many of the portable tools are air-operated, creating a 
market for air hose and fittings, piping, valves, etc. 

The machine shops in most shipyards are usually quite large. 
using all the familiar machine tools as well as some special ones. 
Thus they are regular users for everything from belting to hand 
stamps, from tool-holders to coolant pumps. Heat-treating furnaces. 
huge presses, pipe-cutting and threading machinery are purchased 


in large quantities. 
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3 battleships* | mine layer, 2 motor torpedo 


| battleship*, | aircraft carrier, 3 minesweeperst 


Wide World 


To provide facilities for 





STATUS OF CONSTRUCTION 


*keel laid, tkeel of | laid, 
launched, ¢ keel laid, § keel of 
1 laid—t launched 
*keel laid, keel of | laidt 


*keel laid, tkeels of 2 laid, 
° launched 

* keels laid, {2 launched—2 keels 
laid 

*1 launched—keels of 4 laid 

* 1 launched—keels of 4 laid 


STATUS OF CONSTRUCTION 


* 1 launched—keel of | laid 
* 1 launched, ¢ keels laid 


*keel laid, t keels of 2 laid 

*2 launched—3 keels laid 

*keels of 2 laid, t keel of | laid 
*6 launched 

* | launched—keels of 3 laid 
*keels of 2 laid, t keels laid 


















construction of 
five ships for the Maritime Commission at 
a cost of more than $10,000,000, this new 
shipyard was recently completed in Ta- 
coma, Wash. 
























The Glenn L. Martin Company 


The airplane climbs aboard the assembly 


line, with whole sections moving up the 
floor, growing toward completion. While 
they do not move at predetermined speeds. 
as do automobile assembly lines. aircraft 
are definitely committed to straightline 








operations. 
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3. AVIATION 


50,000 planes a year? Practical engineers point to the 
physical difficulties of such a program and outline the 


gigantic expansion necessary to meet it 


THE AIRCRAFT INDUSTRY is on its way to the greatest expansion in 
its history, possibly one of the greatest in the history of all industry. 
Such is the magnitude of this undertaking that the man in the street 
can scarcely grasp its significance. So much talk has been bandied 
around about “50,000 planes” 


thinking of plane production in terms of doughnuts dropping off 


that the average citizen began 
an assembly line. But the vitally important aviation section of the 
national defense program has finally thrown some cold light on the 
subject. It has worked out an aircraft procurement plan in terms 
of what actually can be done. This plan calls for an annual pro- 
duction capacity of 40,000 planes and 100,000 engines by July 
1, 1942. 

But even such a program, though less than the more familiar 
figure of 50,000 planes per year, calls for a tremendous expansion 
within the industry. In order to meet the demand for 40,000 planes 
by July, 1942, the aircraft industry must expand its existing plant 
capacity by three-fold. It must increase the personnel of its assem- 
bly lines by five-fold. As present plans call for the expansion of 
existing companies according to the aircraft types they produce. 
this plant expansion will cost the industry about $350,000,000. 
The increase in direct aviation labor required by the program will 
bring the industry’s total up to around 380,000 persons. 

Distributors’ salesmen in many sections of the country not now 


blessed with an aircraft plant may soon be in a position to render 
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valuable assistance to contractors in getting new plants underway. 
Since most of the present aviation industry is situated close to the 
borders of the United States, it is considered desirable to set up 
new plants in other localities, separated in some cases by consider- 
able distances from their parent organizations. Right now such parts 
of the country as Texas and the Tennessee Valley are getting favor- 
able consideration. 

A large percentage of the man hours used in the production of 
aircraft for the defense program will be supplied by industrial 
concerns outside of the industry itself. These plants are essential 
factors in producing the great variety of materials, parts and acces- 
sories needed for the final assembly of the finished planes. One 
leading aircraft engine company is reported spending about 60 
cents of each sales dollar with suppliers of parts and accessories. 

The aviation industry is seeking diligently for idle machine tools 
and other productive facilities that can be put into operation. And 
their search is not limited to territory near their existing plants but 
is extended to points where they are likely to locate new facilities. 
Since much of this business can be done in moderate sized or small 
machine shops, as well as in the larger industrial concerns, the dis- 
tributors’ salesmen would do well to comb their present territory for 
small machine shops not already engaged in work for the aviation 
industry. A good many of the owners of these small shops have not 
yet gone out aggressively for this new business. 

Aircraft production is a highly specialized job, calling for skilled 
workmen. In jumping up the personnel of the industry from its 
present force of 76,000 to the number needed to fulfill the demands 
of the defense program—380,000—the industry will have to delve 
into mechanics training schools and even establish apprentice train- 
ing programs. This influx of semi-skilled and skilled workmen into 
the field will increase greatly the demand for machinists’ tools. 

Physical expansion of the industry means that either existing 
plant structures will be expanded or that new plants must be built. 
In most cases the choice will lie with the companies. However, even 
if a plant decides not to build in a new locality, it will have to 
expand every department within its present organization in order to 
meet the flow of orders. As a rough idea of what this would mean 
in terms of the average aviation plant it would necessitate not only 
the physical expansion of the actual structures themselves but the 
installation of new equipment in all departments. 

Besides devoting a large portion of its available floor space to 
assembly of plane sections, the average aviation plant maintains a 
machine shop, press shop, forge shop, pipe shop, paint shop, heat 
treating department, tool room, engineering department, millwright, 
electrical department and power plant. It also maintains transporta- 


tion, safety, stores and shipping department. (See chart, page 31.) 
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In the Boeing Aircralt Plant No. 2 one ot 
the Army’s giant Flying Fortresses can be 
turned out every four working days. 


Aviation Magazine 
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Wing center-sections being made ready for 
installation to the fuselages at the Douglas 
Aircraft Co.'s Santa Monica plant. 
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New model~ from Detroit may soon take on 
the appearance of these solid-looking unit- 
now in use by the Meehanized Cavalry. 
[. S. Army 





Half-track carrier towing a 75 mm. howitzer 
passing infantry and combat cars of 13th 
Mechanized Cavalry—all units typical of 
that which the automotive industry will be 
called on to produc e. 
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4. AUTOMOTIVE 


The birth-place of mass production promises to show the 
world new marvels of speed as it tools up for a grim 


series of "new models" 


ORIGINATOR AND OUTSTANDING EXPONENT of mass production, the 
automotive industry will naturally shoulder a major part of the load 
in defense preparations. Among recent defense-item projects we find 
Ford and Packard working out plans on aviation engines, Chevrolet 
forging and machining shells. Chrysler erecting a $20,000,000 gov- 
ernment-owned plant to turn out an initial order of 1,000 25-ton 
tanks. 

Distributors have welcomed this industry’s recent trend toward 
decentralization, for to them it has meant the spread of units into 
many territories, has reduced the element of bigness and given the 
supply houses a chance at business which was formerly denied them, 
as well as an opportunity to prove the genuine merit of their service. 

Because the automotive industry has headed toward more inten- 
sive use of specialized equipment, suited only for a particular part 
in a particular car model, conversion of these plants to defense-item 
production will require almost complete retooling. The preparation 
period may be longer than that required by a small contract shop 
with its general purpose machinery, but the ultimate result will be 
much higher production rates than the contract shop could hope to 
achieve. This statement assumes, of course, that Army and Navy 
officials ultimately approve the principle of standardizing and begin- 
ning production on some particular design. 

With the automotive plants plunged into a period of intensive 


equipment development and installation, local distributors can 
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attain a highly advantageous position through providing detail serv- 
ice toward the solution of specialized problems. Not only will there 
be new materials to handle. but different techniques must be adopted. 
j and it is here that the general knowledge of the distributor can be 
of most help. 

The typical automotive plant includes practically all the depart- 
ments of a typical metal-working plant, except for larger press and 
forging departments. There is also a trend toward the replacement 


of certain forged parts with castings, which means the rebirth of the 








foundry. The automobile plant is also one of the leading exponents 


of the welding process. Thus a distributor serving such a plant will 


——————— 


find a demand for almost all the items in his catalog, with particular 


emphasis on die steels, press guards, tongs, refractories and other 





# Corp tools and supplies for forge, foundry and press departments. Exten- 

sive use of press processes has resulted in development of extensive 

die shops, calling for the usual machine shop items as well as the 
full line of machinist’s hand tools. 

Usually the automotive plant offers four divisions which must be 

: covered by the distributor's force. These include engineering 

(usually concentrated at the home ofhice), production, maintenance 

and development. Plant managers head up the production division 

for their particular plant and have relatively little to do with purchas- 

ing. The maintenance department, most often headed by a master 

mechanic, is charged with the responsibility of selecting, installing 

| and maintaining machines. Often the master mechanic is the decid- 

| f ing authority on the purchase not only of machines but also of 

| tools, accessories and supplies that will keep equipment producing at 

specified rates. The development division is actually a planning 

) department, setting unit times and keeping records. Consequently 

it is an important factor in decisions regarding particular accessories 


| or in choosing between different makes of products to be used. 





| : : a CYCLONE 


Remove the tracks and give this 
tank a level piece of ground and 
she'll sprint as fast as some of 


ee Re 


r most modern cars. 
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5. TEXTILE 


Along with putting guns in the hands of a million U. S. 
males, shirts must also be put on their backs—plus coats, 
caps, shoes, etc. Hence the Textile industry assumes an 


extra production load 


CURRENT FEVERISH ACTIVITY in national defense plans, involving 
not only direct Government purchases of textiles but the indirect 
hoom effect, on textiles, from other industries even more vitally 
affected, would indicate a strong possibility of a new textile record 
being set in 1940. Government orders for men’s wear fabrics in the 
hands of mills at the end of June represented 53.7 per cent of all 
their unfilled orders. 

At the present stage, the Army is the big factor as the source of 
new business for the industry. Total appropriations for the purchase 
and manufacture of textiles for the fiscal year 1941 are $75,000,000. 
This includes an order for $27,234,460 worth of uniform cloth from 
about 60 manufacturers—enough to make 1,522,000 uniforms. 

But uniforms are only one small part of the vast amount of equip- 
age needed to outfit a soldier for duty. And aside from apparel there 
are a number of other important items such as tents, parachutes, etc., 
that are on order with various textile manufacturers. This means 
that practically every textile mill—woolen, worsted, underwear (cot- 
ton and cotton-wool mixed), half hose, blanket, cotton and narrow 
fabrie—will be more active than usual and in the market for addi- 
tional equipment and supplies. 

Of course the present authorized increases in man-power of the 
Army and Navy are not large enough to put any particular strain on 
the industry as a whole. It is estimated that a set of equipment for 
a million men would take about two days of the nation’s normal cot- 
ton consumption, and one month of wool. However, during the first 
World War, this country mobilized about 4,000,000 men, and antici- 
pated induction of millions more by producing equipage in such 
astronomical lots as 22,000,000 blankets, 800,000,000 sq. yd. of 
cotton textiles, 40,000,000 undershirts, 13,000,000 pairs of woolen 
breeches. 

The Government surveyed all important textile mills and filed 


dummy contracts for orders with them. Under the Industrial Mobil- 
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ization Plan these dummy contracts would become live orders on 
receipt of a telegram from the Munitions Board. Most of these mills 
are not waiting for such an emergency to hit but are checking equip- 
ment and supplies now so that the wheels can start rolling quickly. 

While it is a peculiarity of the textile industry that many mills 
frequently group together to utilize the services of a buying specialist, 
salesmen have learned over a period of years of working in close 
cooperation with these men that they are appreciative of the dis- 
tributor’s many services. And this feeling also prevails in those 
mills that do not buy through a specialist but delegate the task to the 
mill agent, manager or company p.a. 

Since most of these buyers are swamped with work, the supply 
salesmen can be of inestimable value by offering planned assistance. 
The success of such a program would depend not only upon the sales- 
men’s willingness and ability to deliver from stocks, replacement 
parts and supplies, but on their knowledge of the textile processes 
and where production bottlenecks might occur. 

In line with this program of preparedness the distributors’ sales- 
men would do well if he were to suggest that his services are available 
He could 


spend a day with the power plant superintendent going over the key 


to make a survey of the equipment of the entire mill. 


spots, listing items that are in need of replacement. There might be 
need for new pumps (gear, rotary or centrifugal) for handling the 
water supply or dyes, chemicals or humidifying plants. A new com- 
pressor may be wanted for cleaning looms and spindles; hose for 
steam, water or air. Or a checkup may lead to an order for pipe and 
fittings, valves, traps, pressure regulators or packing and gaskets. 

Another day spent with the plant superintendent and overseers in 
the various departments of a mill may disclose the need for new 
pulleys, hangers, couplings, bearings or belting, both flat and V. 
And, of course, the materials handling equipment in the plant should 
not be overlooked. Many of these mills use a surprisingly large 


number of trucks, both lift and hand. 
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showing the various kinds of textiles  re- 


quired for outfitting a soldier. 
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Key Defense Industries 


6. CHEMICAL 


Complete rebuilding of our chemical munitions indus- 
try on an unprecedented scale will be required to meet 


demands of the defense program 


FoR CHEMICAL WARFARE it is estimated that at least seven men are 
needed in the plants of chemical and process industries for every 
soldier on the firing line. But chemical manufacturers are finding 
out that the present conflict is a different sort of a war from what the 
military strategists had predicted. Result is a radical change in the 
concept and requirements for chemical munitions. Emphasis has 
shifted from gas and flames to smokeless powder and TNT. This 
means that military explosives rank at the top of all priority lists 
in the national defense program. 

(Above all, national defense demands that chemical manufacturing 
plants continue to function with promptness and efficiency. That the 
first World War’s smokeless powder plants, biggest known pro- 
ducers, should have been completely dismantled and the equipment 
junked is one mistake that the American public will have to charge 
up against pacifist thinking. However, a remedy is already in the 
making. At least a half billion dollars has been appropriated or 
earmarked for new plants and equipment. 

\ number of new plants must be built. Some will undoubtedly 
be built on government contracts. Here the supply salesmen can be 
of assistance to the contractors in speeding up essential equipment 
and supplies and rendering emergency service to them in order to 
get these plants finished in record time. Also, the existing 
chemical process industries inevitably will come in for a consider- 
able expansion as the defense program swings into high gear. And 
when the chemical industry begins to operate under forced draft, 
expanding in all directions, these salesmen will be right in the midst 
of the fight. Their stocks, services and knowledge of the problems 
within the industry will make them invaluable assistants to the plant 
~uperintendents and purchasing agents. 

Today, each plant executive in the chemical industry is face to 
lace with the inevitable consequences of this broad defense program 
and is striving to study it in relation to his own business. He realizes 


that he must anticipate the worst and be ready for it; that he must 
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plan for indefinite expansion of production, often with demands 
coming most unexpectedly; and, above all, that he must look to the 


industrial distributor for unusual maintenance and repair service. 


Most plant superintendents have had experience with the helpful 
services rendered them by the distributors’ salesmen during normal 
times. They have come to rely on the distributor to carry a large 
stock of items and consequently have reduced their own inventory 
to a minimum. However, faced with an emergency, they find them- 
This 


factor holds a promise for the distributors’ salesmen to gather profit- 


selves required to put in a fairly large storeroom inventory. 


able orders while setting the groundwork for some of the bigger 
equipment business needed as new operating units are added to exist- 
ing plants. Because the chemical industry must keep interruptions 
in production to a minimum, equipment is usually bought in dupli- 
cates, such as spare pumps, motors and controls. 

Although smokeless powder has received No. 1 priority in the 
program of the Ordnance Department, the chemical industry is going 
No. 2 


on the list is synthetic rubber. A tremendous plant expansion pro- 


to be called on for many other equally important products. 


gram is necessary for this country to obtain anything like complete 
independence of foreign supplies of natural rubber. Synthetic pro- 
duction in 1939 was only 1,700 tons as against 600,000 tons of 


Most striking proof of the part in 


dustry plays in modern war is con- 
veyed by this chart which shows that 
at least seven men are needed in the 
plants of chemical and process in 
dustries for every soldier in the field. 
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Missles of destruction, expertly packaged in 


a U. S. chemical plant, are loaded aboard 
one of the war birds in Uncle Sam’s Navy 
just before take-off. 
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natural rubber used. The industry is also being called upon, now, to 
develop substitutes for tin (plastics, glass and lacquer-lined paper 
containers, etc.) and to improve recovery processes for scrap metal. 

Many distributors’ salesmen who have never served a chemical 
plant may find one in their territory before long. The chemical 
industry is not quite so complicated as appearances might indicate. 
Chemical engineers have discovered how to systematize the indus- 
try’s activities by breaking down any given manufacturing sequence 
into unit operations and unit processes. 

A unit operation is a step in a process which results in a change 
in position or physical state of material, but no chemical change. 
And in a unit operation the equipment is likely to be of paramount 
importance. A unit process is a typical chemical reaction in which 
a chemical change takes place. The equipment in a unit process may 
often be of secondary importance. 

It is in the unit operations of the chemical plant that the distribu- 
tors’ salesmen will find the greatest demand for his equipment and 
services. These operations break down to about six types: handling 
of solids, liquids and gases; disintegration; heat transfer: mixing; 
separation and controlling. 

In the unit operations the handling equipment for solids, liquids 
and gases is in general quite similar to that practiced elsewhere in 
industry, as for example, solids require cranes, hoists, roller and belt 
conveyors, trucks; liquids and gases call for pumps, fans, compres- 
sors, pipe, valves, tanks. Much of the disintegration equipment is 


crushers, 





the same type used in mining and rock product industries 
grinders, pulverizers, shredders, nozzles. Heat transfer equipment 
differs little from that used in ice, power, ceramics and cement plants 
and calls for burners, furnaces, kilns. 

Most of the mixers and nearly all of the equipment used for the 
numerous types of separating operations was developed either in the 
chemical industry or closely allied groups and finds few counter- 
parts outside this industry. However, the dry separation equipment 
does have many similarities to the sieves, screens, magnetic separa- 
tors, cyclones and other air separators found in flour milling. rock 
crushing, coal pulverizing and cement manufacture. 

Control equipment in the chemical industry is a vital necessity 
and the distributors’ salesmen will find a familiar list of items in 
demand, such as: indicating and/or controlling thermometers. gages, 
level and flow meters, electrical meters, feeders, scales. 

Equipment for plant services is mostly standard throughout the 
industry with all the usual types of mechanical power transmission 
in use, requiring belting, chains, gears, bearings. couplings. 
speed changers, ete. Salesmen will find a ready market in these 
plants for unit heaters and coolers, fans, ducts along with such items 


as welding equipment, small tools and fire protection equipment. 
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Auxiliary 
Defense Industries 


Of vital importance to the defense program, even though they may 


not be primary producers of war materials, are the following indus- 


tries whose current status and outlook for the near future must be 


considered in any study of the Industrial Mobilization Program 


TRANSPORTATION 


RECOLLECTIONS of railroad congestion and gov- 
ernment operation during the World War period 
are still fresh. Today, however, the railroads are 
in much better position to handle a large increase 
in trafic than they were in 1917. By repairing 
equipment now on back tracks they can handle 50 
per cent more traffic than the present load, it is 
estimated. 

Even so, new equipment is being contracted for 
ata swift pace. Orders for 5,846 freight cars in 
July and 5,500 in August represent the best Sum- 
iner buying in more than ten years. It is pre- 
dicted that orders for freight cars should run be- 
tween 40,000 and 50,000 cars during the last half 
of 1940. 

Highway transportation limitations affect the 
railroad picture and offer problems of their own. 
‘The present system of paved roads, with its huge 
volume of highway freight trafic, was unknown in 
the days of 1917-18. However, connections be- 
tween any key centers are so clogged as to have 
little value in an emergency. Relief here can be 
obtained by more intensive use of rail lines in 
congested areas. In addition, the government 
may build some express roads between main 
centers. 

Heavier traffic will naturally call for a consid- 
erable increase in maintenance work, thrusting 


upon the distributor and salesman a bigger job 
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not only in the plants of equipment manufacturers 
but also in the maintenance departments of rail- 


ways and trucking companies. 


CONSTRUCTION 


REQUIREMENTS FOR DEFENSE will tax the con- 
struction industry’s facilities in three ways: (1) 
Buildings for industrial expansion; (2) canton- 
ments for the housing of troops, and, (3) high- 
ways and roads for the swift movement of goods. 
troops and mechanized pieces. 

To date the major activity has been seen in the 
tield of industrial expansion. In a single week 
during August, for example, such projects as these 
were announced: $34,000,000 for plants and sites 
flor an aireraft builder; $15,000,000 for expan- 
sion by another; $11,500,000 for a private utility 
project; $3,000,000 for steel mill coke ovens: 
$1,500,000 for a chemical plant. Three-quarters 
of a billion is needed for naval bases. 

Distributors familiar with the demands for 
speedy service peculiar to the contractors’ fra- 
lernity may expect to find these insistent customers 
more exacting than ever, for the essence of the 
defense program, particularly as it applies to the 
construction field, is haste and more haste. It is 
recommended that reports of new contracts let be 
watched with increased vigilance so that the con- 
tractor holding an award may be canvassed im- 


mediately and his needs checked. 
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Looks like a Big Bertha. this 130.000-lb. shaft for the 75.000 
hp. Bonneville hydroelectric generator being built at the 
General Electric shops. Schenectady, N. Y. 


POWER 


NOWHERE IS THERE EVIDENCE of an impending 
power shortage, except, says the magazine Power, 
“strangely enough, in the TVA area.” This pub- 
lication declares that present power capacity is 
adequate for 1940 and that new units under con- 
struction or contemplated should be sufficient to 
meet any load increases in 1941. 

Utilities, which must take over the major part 
of new manufacturing loads, began extensive 
ordering of new generating capacity a year or 
more ago. The utilities may be credited with 
foresight in cooperating with the original Power 
Defense Committee which pointed out possible 
local shortages in light of Army mobilization 
plans. Orders were advanced in date, construc- 
tion begun, and it now seems evident that new 
generating units will begin to operate even before 
industry is in dire need of them. 

Especially in plants which generate their own 
power is there a need now for checking up on 
present equipment. Salesmen can be of assist- 


ance in this and mavy even take the initiative in 
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getting such a survey under way, suggesting re- 
plenishment of replacement parts stocks and such 
new equipment as is obviously necessary, as well 
as assisting in the planning for expansion when 


and if the need arises. 


FOOD 


Foop COMPANY EXECUTIVES are giving close con- 
sideration to several factors. A few quick moves 
in the East Indies, they know, might result in the 
cutting of important tin resources which could 
easily result in harm for many a company. Con- 
cerns which have no packaging laboratory may 
install one in order to study the proper moves or 
substitutes for present materials. 

New food processing methods may need to be 
adopted, in case there is a demand for increased 
quantity and variety of dehydrated foods for the 
armed forces. If predictions of a_ general 
European famine next winter are warranted, the 
United States may be called on to supply quanti- 
ties of food in excess of present capacity. 

Present processing facilities for foods have a 
much greater capacity for turning out processed 
and manufactured foods than has ever been put 
to use in supplying the domestic and export mar- 
ket of the United States. Excess capacity varies 
from around 50 per cent in meat packing, milling 
and baking, through some 25 per cent in canning 
and preserving. 


MINING 


ALTHOUGH ALUMINUM and quick-silver opera- 
tions are expanding, there is no need seen for ex- 
pansion of other metals except, of course, iron 
ore. A situation “well in hand” is reported from 
most mining executives who also indicate that 
active purchases of supplies and heavy machinery 
are being made in line with a general program of 
modernizing facilities. 

Bituminous coal—the major source of indus- 
trial fuel—is in excellent shape to assume an 
additional demand for tonnage growing out of 
the defense program. Transportation was the 
real bottleneck in 1917-18, and the transportation 
picture has been greatly bettered since then. 
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Stocking for Defense 


Survey reveals no immediate delivery problem on 
standard items but manufacturers predict slower deliv- 
eries in fourth quarter and urge careful inventory 


increases to meet demand 


NOT ONLY WILL DEFENSE PREPARATIONS or an actual declaration of 
war affect the distributor through the creation of a heavy demand 
from his customers, but, based on past experience, they will tend to 
increase the delivery lag of materials from his sources of supply. 

The fagt that many distributors have already noted a slowing up 
in shipments is not surprising but a survey just completed among 72 
manufacturers of industrial supplies indicates that this condition has 
not reached serious proportions as yet. 

Among these manufacturers 65 per cent are making shipments as 
promptly as they did during the first quarter of 1940, 4 per cent 
have speeded up their service and only 30 per cent have slowed 
down. Retarded deliveries, ranging from one to thirty days are 
reported by manufacturers of electric tools (mostly heavy-duty ). 
multiple drill heads, grinders, vises, fine machinists’ tools, wrenches. 
twist drills, pliers, chain, pipe tools and machines, pumps, valves. 
bolts and nuts and aluminum paint. 


More serious, perhaps, is the fact that 47 per cent of the reporting 
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SHIPMENTS STILL PROMPT 










SHIPMENTS MADE 
FASTER THAN IN 
30% O] FIRST QUARTER 
SHIPMENTS SLIGHT- 
LY SLOWER, RANG- 
ING FROM 1 TO 30 
DAYS 


65% 


MAKING SHIPMENTS 
AS FAST NOW AS 
DURING FIRST 
QUARTER 





Majority of manufacturers are still making 
deliveries as fast as during first quarter. 
Increased demand has slowed shipments for 
others. Average for all manufacturers re- 
porting—4 days. 


SOME TROUBLE AHEAD 


53% 47% 


EXPECT TO CONTIN- 
UE PRESENT DELIV- 


ANTICIPATE LONGER 
SHIPPING DELAYS IN 


ERY RATE THROUGH FOURTH QUARTER 


FOURTH QUARTER 





A good many manufacturers look for de- 
livery delays in the fourth quarter. Predicted 
increased delays range from one day to a 
month. 
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manufacturers anticipate a longer delay between receipt of order and 
shipment during the last quarter of the year. Here the list lengthens 
to include: grinding wheels (2 to 4 days slower), electric tools, belt 
lacing (3 days), clutches (3-4 days), multiple drill heads (30 days), 
grinders, light machine tools (10-14 days), vises (10 days), hack 
saw (1-2 days), hand tools (12-30 days), machinists’ tools, wrenches 
(up to 30 days), files (10 to 14 days), shovels, pliers, chain (10 
days), pipe tools and machines, pumps (7 days), blow torches (3 
days), valves (3 days), bolts and nuts (up to 20 days), cap screws, 
brushes (3 days), solder (10 days). The figures in parentheses are 
individual manufacturers’ estimates of future possibilities. 

While a large majority of manufacturers feel quite sure that 
national defense priorities (if established) will seriously affect their 
supplies of raw materials, only 46 per cent of those reporting have 
been troubled so far. Among these are the makers of electric tools, 
power transmission equipment, light machine tools, socket screws, 
vises, hack saws, machinists’ tools, taps and dies, files, wrenches, 
tool holders, twist drills, chain hoists, pliers, chain, pipe tools and 
machines, pumps, blow torches, pressure gages, valves, oilers, gage 
glasses, nuts and bolts, shims, cap screws, brushes, aluminum paint 
and solder. Of course, most of these items are dependent on the 
very busy steel industry for raw material. 

Nearly all of these manufacturers reported that deliveries during 
the World War were quite slow, giving as their reasons: 1: difficulty 
in getting raw material, 2. unusual demand by Government agencies, 
3. production limitation caused by employing plant facilities to make 
war materials and 4. shortage of labor. 

Forty per cent of the reporting manufacturers feel that their dis- 
tributors should increase their inventories at this time, based on the 
delivery situation only and disregarding possible price changes. 
Fifteen per cent feel that inventories should be studied carefully and 
increased only so much as current demand requires. The remaining 
LS per cent see no immediate necessity for inventory increases. 

Among the products whose makers believe an immediate inven- 
tory investment is advisable are electric tools, power transmission 
equipment, anti-friction bearings, belt lacing, tapping attachments, 
grinders, vises, hack saws, machinists’ tools, Swiss pattern files, twist 
drills, wrenches, tool holders, pliers, blow torches, pumps. bolts and 
nuts, cap screws, brushes, paint and solder. 

This report, gathered during the month of August, is, of course, 
not complete nor does it give more than an estimate of what may 
happen. Many of the cooperating manufacturers, while definitely 
opposed to overstocking their distributors, feel that the increased 
tempo of industry plus the defense effort create a situation which 
calls for constant checking in order to insure continued deliveries 
from stock to industry. 


MILL SUPPLIES © SEPTEMBER, 1940 








HELP! HELP! THERE'S A GIMME THOSE REQUISITIONS! 
BOTTLENECK IN THE PLANT! 5 AN OSBORN DISTRIBUTOR CAN 
WE NEED BETTER BRUSHES! § —  § HELP US OUT OF THIS JAM 
WHERE CAN WE GET ‘EM? IN A HURRY! 


Veg “4 


needs more Osborn Brushes than ever before! 


Ree SRI 


sw 
4 


ss 





. * Many “peacetime plants” are now changing 
4 over, in part or in full, to “defense orders.” 
This boosts the demand for Osborn Brushes of 


all types from new customers and old ones. 


—— 


It’s a golden opportunity for Osborn Distrib- 
utors who are prepared with adequate stocks 
of Osborn Brushes to meet customers’ demands 
promptly. With the far-reaching Osborn line, 
every Osborn Distributor can be “Brush Head- 
quarters” in the area he serves. 


Are YOU prepared to get your share of 
this extra business? Make YOUR company 
BRUSH HEADQUARTERS in your area! 





> 


940 PAINT AND WIRE FIBRE FLOOR WINDOW BENCH OR UPRIGHT WIRE MANY OTHER 
VARNISH WHEEL WHEEL SWEEPING CLEANING COUNTER BASS SCRATCH TYPES OF 
BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BROOMS BRUSHES BRUSHES 





TREND OF SUPPLY SALES 
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Orders Orders 
Sales per | Volume | | per 
Areas Indi- Sales- | per | Average! Work- 
cator man _— Sales- | Order ing 
per Day = man | Day 
North June 141.2 14 “$7195 | | $19.20 78 


Atlantic July | 157.1 12 $7610 | $20.00! 75 
Southern June | 131.2 15 $7480 | $18.75 44 
July 147.3 15 $9040 | $19.95 96 


Middle June 135.0 16 $8500 $18.10 117 
West July 151.9 19 $9000 $20.50; 115 


Western June 129.9 8 $4240 | $26.60 ii 51 

July 1380, 9 $5360 | $23.65) 59 
Pacific June | 169.0; 11 | $6160 $23.60 | 43 
July | 168.2 12 | $5200 | $20.35| 49 





THE NUMBER of orders received by reporting dis- 
tributors dropped during July, but a sharp increase in 
their average size hoisted the month's volume higher 
than the best month in 1937. Although the history of 
this index does not go back farther than 1934, it is 
probable that the 151.9 registered for July is the high- 
est July since 1929. 


Note that the gains are relatively uniform through- 
out the country. The volume per salesman in all sec- 
tions excepting the Pacific Coast took a sharp rise. 
although the number of orders was down. 

This condition paints a healthy picture for profits 
and indicates a step forward in the campaign for con- 
solidation of more items on one order. 
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“He’s NOT Trying to Make Profits 
Today Selling Yesterday's Trans- 
Equipment! He’s Featuring 
Texrope . . . the Drive that Cuts 
Transmission Costs!” 


“MY BOSS is a smart man. He’s not just thinking 
| about extra profits ... he’s going out after them! 


“Take a look at that supply of Allis-Chalmers 
Texrope V-belts . .. modern and up-to-date, every 
| one of them... . just the transmission equipment 
our customers want. 


“Texrope Drives are tops in our district. That’s 
) because they’re doing a real job of saving money 
. for our customers. When we sell a set of Texrope 
| Drives, we don’t need to worry about their per- 
formance. 


“The boss tells me we have set new peaks for 
Sales and profits. I’m proud of that . . . for I’m 
the one that suggested we push Texrope Drives 
| when the boss suggested more business.” 


Ay 

os 
Vari-Piteh Speed Changers @ Texrope V-Belts @ Duro- 
Brace : teel Sheaves @ Vari-Pitch Sheaves @ Stand- 
ard Cast Iron Sheaves @ Adjustable Pitch Diameter 


Toa Sheaves e 2-3-4 Combination Sheaves e Para- 
“Weamatic Matas Racoe « Mil Field Deilling Rick 


That’s the right idea mill supply men are getting 
today. And it’s the idea that’s behind the sensa- 
tional rise of Texrope V-belt Drives to number 
one position as the most popular way to trans- 
mit power to a machine! 


Go After Extra Profits with Texrope! 


Texrope Drives are modern drives .. . the line is 
complete ... they’re priced right .. . they’re backed 
by wide-spread Allis-Chalmers advertising . . . and 
there’s a trained engineering staff to help you and 
your customers on drive problems. 


For complete details on Texrope Drives... 
and how you can go after extra profits selling 
them ... call the district office near you, or write 


Allis-Chalmers, Milwaukee. 
4 1216 





Go) ALLIS-CHALMERS 








It's just one of many pieces of equipment 
to be found in our laboratory .. . but it 
plays an important role in imparting to 
Powell products that inherent quality 
which assures an extra margin of service 
when the “going” gets tough. 


Only the finest moulds can assure sound, 
perfectly formed castings, and at Powell. 
we do everything within our power to see 
that this phase of our production is as 
nearly perfect as it is humanly possible 
to make it. Our constant experimentation, 
therefore, to develop compounds of su- 
perior moulding characteristics, may 
never become a visible feature of the fin- 
ished product, but it’s an ever-present 
quality, just the same ... one that war- 
rants added confidence in its ability to 
serve the buyer. 


* 








Surely, this evidence of underlying quality. 
originating within our walls long before 
the product itself materializes, is an im- 
portant buying consideration . . . and it is 
for that reason that we are running similar 
messages in leading trade journals this 
month. We want to remind your cus- 
tomers and prospects of this vital, but not 
always fully appreciated, superiority to be 
found in all Powell products. 


* * 


68 MILL SUPPLIES © SEPTEMBER, 1940 

















POWELL VALVES 


YOU NEED MORE THAN A 
PHOTOGRAPH OF THE FINISHED 
PRODUCT TO SEE ALL THE QUAL- 
ITIES THAT MAKE POWELL 
VALVES ... EASIER TO SELL 
... MORE PROFITABLE TO 
REPRESENT 


THE WM. POWELL COMPANY 
CINCINNATI, OHIO 
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Tyler Carlisle, Industry Leader 
Dies After Long Iliness 


Pyler Carlisle, president, 
Carlisle & Hammond Co., Cleveland, 
and vice-president for areas three and 
four, National Supply & Machinery 
Distributors’ \ssociation, 
Cleveland, August 14, after an ex 
tended illness. He was 34 years old 

lyler was born in Cleveland, gradu 
ated from the 
of lechnology 


Strong 


died in 


Massachusetts Institute 
After his graduation 
he served a three year apprentice ship 
at the American Tool Works, a 
Brown & Sharpe subsidiary. He 
joined the firm founded by his fathe1 
in 1913 as a salesman He 
sales manager in 1916, 

\s a member of the 107th Cavalry. 
Tyler went to the 


1916, 


became 


Mexican border in 


1917 


his desk in 


returned to 





TYLER W. CARLISLE 


mly to return to duty in two months 


He attained the rank of Major in the 
Ordnance before he re 
turned to Cleveland in June, 1919. He 


was elected vice president or 


Department 


Strong, 


Carlisle & Hammond in 1926, shortls 
after his father’s death, and president 
in May 1937 

Tyler Carlisle was a leader in the 


activities 
Machinery 


being 


4 


Dallas conventi 


the National Supply & 
Distributors’ Ass 


elected a. vice-pre sident at the 


clation, 
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Salesmen for Henry Disston & Sons, Inc., gathered in Philadelphia recently for a sales 
rally keynoted by the company's observance of its !00th anniversary. Here is the scene 
at the banquet when the sales force heard a radio recording of an interview between 
George E. Sokolsky, noted writer and lecturer, and S. Horace Disston, president of the 
company, in which Disston labor policies were discussed. 
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ABOVE—George Jasmine, inside salesman 
for Lindquist Hardware Co., Bridgeport, 
Conn., doubles in his spare time as the 
Lindquist window display artist. The above 
bit of George's handiwork attracted so 
much attention that he had this picture 
taken figuring that someone else might like 
to copy the arrangement. 


RIGHT—At the annual outing of the 
Osborn Manufacturing Co. last month Presi- 
dent Franklin G. Smith wore this broad 
smile in presenting gold watches to ten 
employees who have, during the past year, 
completed their 20th year of service. This 
brings the membership in Osborn's Twenty 
Year Club to a total of 76. 
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DON'T FORGET TO 


‘LINE UP 
win HEWITT’ 
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AMERICAN 
MACHINIST 


is read by the production executives who have buying authority 
in the metal-working industries. It has thousands more paid 
subscribers than any other publication serving this field. When 
manufacturers whom you represent advertise in American 


Machinist, they are giving you powerful sales assistance. 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 
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SKILLED HANDS DESERVE SKILLED TOOLS 














eae Spy | 
An adap- ' 3 Di: <INKERS, model makers, deheate-instrument 






magazine> ne column j 85 parts finishers can do their best work only when 
. in one- 378 
Ps tation. ‘l ilso appe@ Oe) there supplies of small tiles are right for the job—in 
2 . ¢ habe x Bs | 
size, Wl Lve- t -hapes, sizes. cuts and quality 





> turday 

“ he Satu th. : 

in T! Post, Oct. [at ote] Therefore, tis only logical that where speed and 
ing | 

. PO) ctheteney are the watchword. industrial managements 


should turn te the world’s largest file maker when 





stocking these moportant tool. For precision files 
require the precision manufacture which only long 
‘ pe rience and ample facilitic sean assure, 

Nicholson NOR. Swiss Pattern files are made to 
hiouhty exacting standards. Potnt- are ~matler. tapers 
ire longer and cuts are finer than in the conventional 

Amerean Pattern” tiles for similar purposes. Clean- 


ing out, burcong, enlarging small holes. -haping and 


- tushing extranarrow grooves, slots. notehes and kev- 
kite 
Padi : VT e wavs are more readily and aceuratels wecomplished 


ied The automotive, aircraft. dic-making and industrial- 
By arts industries use Nicholson \. BF. Swiss Pattern tiles 


extensively. Assortments are wide, designs are correct, 





satisfactory performance i* assured under Nic hel 


son's guarantee of Twelve perfect files in every dozen 


NICHOLSON FILE CO., PROVIDENCE, R. 1, U.S.A 
(Also Caredien Plant Port Hope Ont) 

FREE TECHNICAL BULLETIN and catalog information on 

\. F. Swiss Pattern, Die-cast, Aluminum, Brass, Foun- 

dry. Lathe, Shear-tvooth and other Nicholson or Black 


Diamond spec tal- purpose files. 


* In connection with the nation- managements—executives, purchas- 
wide industrial organization under __ ing agents, production heads. 


the great national defense program . . 

neice I . © With the entree Nicholson X. F. 

—and toward revitalized business ‘ > ; i 

ll 1 ine th ' Swiss Pattern files give you, the echnice 

g Pa ‘ ( e 

generally —orders are going through and other 
sae 2 - opportunity door also swings open 

: in increasing numbers for new dies, : i ' 

aye for pushing Nicholson or Black Dia- 

models and countless precision parts. 







help you sel 


mond general-purpose files — and Nicholson 


: , ’ , ‘ ‘ ality * 
© It’s a mill-supply man’s gold-mine such special-purpose items as Lathe, q'F Gwiss Pattern 
for Swiss Pattern file sales! The Foundry, Aluminum, Brass, Die-cast Giles. 
advertisement above recites only a —_ and Shear-tooth files. 


part of the story you have at your — weHoison FILE CO. PROVIDENCE, R. 1, U.S.A. 


command in visiting industrial (Alen Canadien Plant, Pest Naee, Cats 


WORLD'S LARGEST FILE MANUFACTURER 
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{photo shows Midwest Tools at work in the Aircraft Industry reaming 
Aluminum Alloy 





Fuel-Cock 
Bodies) 







You can INCREASE YOUR SALES in the metal 
working industries with MIDWEST’S 
Complete Line of Precision Metal Cutting 
Tools 


Your customers will ‘Buy Midwest’ because 

@ Midwest Tools are Nationally Advertised 

@ Midwest has Specialized in Precision Cutting Tools 
for 30 years 

@ Midwest Tools have Longer Tool Life 








Sizes '/,"" to 3" 
dia. in Stock 


HARDENED AND GROUND SLEEVES 
AND SOCKETS 


Outlast 10 — 15 ordinary soft steel sleeves 
. reduce costs .. . reduce tool misalign- 


Long Life EXPANSION REAMERS 
ment and drill breakage .. . scientifically 


equal the life of 6-24 Solid Reamers of the 
hardened and ground inside and out. Morse E 


same size. 
| 
and B. & S. Tapers. 


STANDARD MILLING CUTTERS—all styles 

















End Mills 
. 
Plain Mills 
. 
Side Mills 
. 
Angle Cutters 
. 
Keyway Cutters 
. 
Form Mills 
Rapid service on your customers’ requirements for special as well as standard cutting tools. 


Expert advice for the asking. A good profit margin. Make MIDWEST your cutting tool source. 
Write for Catalog +16. 


MIDWEST TOOL AND MFG. COMPANY 


2375 W. JEFFERSON AVE. DETROIT, MICH 
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Robbins & Myers Appoints Two 


Harvey Saas and the organization 
of John E. Williams and Son have 
been appointed sales agents by Rob- 
bins & Myers, Inc. The former will 
operate in the Syracuse, N. Y., terri- 
tory, while the latter will cover Bos- 
ton. Both are materials handling 
engineers. 


Jacobs Mfg. Co. Starts 
Construction of New Plant 


Construction of a new plant to cost 
more than $300,000 was begun in 
Hartford, Conn., last month by the 
Jacobs Mig. Co. It is expected that 
the new structure will be ready for 
use by January 1. 

The one-story factory with connect 
ing two-story office building will be 
located on nine acres of land near the 
present plant of the [lolo-Krom« 
Screw Corp. Construction is 
prompted, according to Louis B. 
Stoner, treasurer, partly by demands ot 
defense rearmament work and partly 
by obsolescence of the present struc 
ture. 


Smith-Courtney Opens 
Greensboro Branch Store 


Smith-Courtney Co., Richmond, Va.. 
ypened a branch store at 239-41 South 
Davie Street, Greensboro, N. C., on 
August 15. The branch is in charge 
of C. A. Hurst. The staff has been 
recruited largely from Greensboro 
people. 








John Kostecki, chief engineer, die casting 
division, Congress Tool and Die Co., De- 


| troit, inspects Gordon duplicating machine i 


and company's new plant. 
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SPARTANS 


Meet the battle against high cut- 


ane 


ting costs by selling Spartans for 
service and satisfaction. 

Win new and increased hack and 
band saw profits the Spartan way. 

Spartan’s salesmen and our fac- 
tory await your call to duty. We 
mobilize our efforts in your behalf! 

Make your orders for the day 
SPARTAN HACK and BAND 
SAWS. Spartan makes Six Special 
types of Hack Saws, and Band 


Saws for every cutting requirement. 


“SPARTANS CUT CUTTING COSTS” 


SPARTAN SAW WORKS, Inc., Springfield, Mass., U.S, A. 
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With industry on the march, jobs 
demanding SSF Ball and Roller 
Bearing Transmission Appliances are 
popping up all over the country... 
and putting many an SSF Distrib- 
utor in the front lines for Profits. It 
might be your luck to grab one, so 
get a good “bead” on Profits by 
writing in for an SSF franchise. 


SASF Industries, Inc., Phila., Pa. 


bot 





PILLOW BLOCKS 
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NEW LINES 
taken on by 


Distributors 


Hayoca Corp., with 26 branches along 
the seaboard, is now handling Jones 
é& Laughlin pipe. 


Lewis Suppty Co., MEMPHIS, TENN., 
is distributing products manufac- 
tured by the Paasche Airbrush Co., 
and the Walsh Refractories Corp. 
Lewis Supply Co., Helena, Ark., 
has been appointed a distributor for 
Ford farm tractors and power tools. 


IX. R. Crips, PHiLapELPHIA, ts 
handling portable electric tools made 
by the Independent Pneumatic Tool 


Co. 


COLUMBIA Suppty Co., CoLuMBIA, 
S. C., has been appointed exclusive 
agent for P & H welders and elec- 
trodes by the Harnischfeger Corp. 


NoLAND Company, INc., NEWPporRT 
News, LyNcuBuRG, ROANOKE, AND 
Rosstyn, Va., HAGERSTOWN, Mb., 
CHATTANOOGA, TENN., COLUMBIA, 
S. C., BIRMINGHAM AND Mont 
GOMERY, ALA., RALEIGH AND WIN 
STON-SALEM, N. C., has been ap- 
pointed a distributor by the General 
Refractories Co. 


James McGraw, INnc., RicttMonp, 
Va., is carrying in stock jacks and 
Porto-Power hydraulic — devices 
manufactured by the Blackhawk 
Manufacturing Co. 


J. G. CuristopHer Corp., JACKSON- 
VILLE, FLA., has taken on the Lubri- 
plate line, manufactured by Fiske 
Bros. Refining Co. 


GEORGE E, KEENAN Co., BAYONNE, 
N. J., AND Frank A. McBripeE 
Sates Co., Paterson, N. J. have 
been appointed stocking jobbers for 
Ashcroft gauges. 


Barctay, Ayers & Bertscu Co., 
GRAND Rapips, MICH., is now 
handling Manning, Maxwell & 
Moore Duragauges. 


Biue Ringe Harpware & SUPPLY 
Co., Inc., Bassett, Va., ts distrib- 
uting the Delta Manufacturing 
Company's line and electrical sup- 
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7 Now's the time to ally yourself 
ND e e . s . 
D., with industry in building up 
ia, 
r . 
; defense against corrosion and 
al contamination 

As more and more plants swing into higher rates of production, 
es the greater become the opportunities for corrosion and con- 
~ tamination to take their toll. Hence the greater necessity for 
wh combatting industry's corrosion and contamination problem. 

Distributors handling the Aloyco line of Stainless Steel Valves 
. and Pipe Fittings have an opportunity to render their customers 
ri a most valuable service and at the same time cash in on the 
ke pioneering work done by Aloyco engineers in developing 

products which meet the most exacting requirements of your 

industrial customers. 
iE, 
- Get in touch with Aloyco NOW and be prepared to capitalize 
ad on Aloyco’s industrial acceptance. 

Large stocks carried for prompt shipment. 
’ ALLOY STEEL PRODUCTS CO. 
a 1300 West Elizabeth Ave. 
ib- | Linden e¢ New Jersey 
ng ; 
iP 
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1. 


Remove Bonnet. 3. Lift out Seat Rings. 


31 






Valve Sales 


You can step-up your 


Valve sales by pushing the 


4. Insert new rings. Tapered lugs 
on rings fit into corresponding 
machined slots in valve body. 


Fairbanks line — just as 
scores of other distributors 
have done. 

They’re easy to sell because your customers can see quality 
in every one of their advanced, modern features. 

Take the Iron Body Gate Valve illustrated, for instance. 

The exclusive interrupted thread in the seat rings makes 
it possible to unlock worn rings and insert new ones in ten to 
thirty minutes, without removing the valve from the pipe 
line. That makes the valve as good as new at the small cost 
of new rings—saves paying for a whole new valve when only 
a small part is worn. 

The special high-test semi-steel alloy in these valves has an 
average tensile strength of 40,000 Ibs. per sq. in. Rolled 
Naval bronze stem, with full eut Aeme threads, makes Fair- 
banks Valves easy to operate at high temperatures, 

Bronze lined yoke gland and bronze bonnet bushing pre- 
vent corrosion and protect stem from scoring and cutting. 
Hinged bolts make it easy to repack the stuffing box. 

Talking points like these are what sell valves and satisfy 
users so they come back for more. 

Write for Catalog No. 21 and information regarding our 


selective distribution franchise. 


THE FAIRBANKS COMPANY 
Executive Offices: 
19 East 4th St., New York, N. Y. 


Boston, Pittsburgh 
Factories: Binghamton, N. Y., Rome, Ga. 


Caachi) 





Valves 
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plies made by the Clifton Conduit 
Co. 


Herr & Co., LANcAstER, Pa., las 
become a_ stocking distributor for 
Hancock valves. 


Ravucu Co., MemMpHis, TENN., is now 
handling the complete line of 
Thermoid industrial rubber  prod- 
ucts. 


Pie Ono Gear Co., CLEVELAND, Jias 
been appointed distributor for the 
products of the Browning Manufac- 
turing Co. A complete line of 
V-belts and sheaves will be main 
tained. 


Celebrate Leu's Birthday 


In accordance with an annual cus 
tom, the force of Harry P. Leu, Inc., 
Orlando, Kla., and friends, celebrated 
the boss’ birthday with a party at his 
home on June 1. 


These photographs would indicate 
enough shrimp for an army but we 
are assured Ly K. Welch Bremer of 
the Leu organization that they were 
well taken care of. 





Harry P. Leu (center) with L. S. Stokes, 
Republic Steel (left) and E. C. Bell, At- 
lantic Steel. 





L. J. Tyler superintends the shrimp depart- 
ment while Bill Gaillard (disguised as chef} 
boils corn. 
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CONGRESS DISTRIBUTORS 
HAVE A BIG RESPONSIBILITY 
TO HELP INDUSTRY SPEED UP 
PRODUCTION EFFICIENTLY 


: ; in 
; i ; ~ 
lr AND SAFELY .----° °° 
The national defense program added to the 
normal production schedules of manufacturing plants is going to place 
a responsibility on all Distributors—a responsibility which will defi- 
nitely work to their advantage. 
Many plants have equipment which has been idle and which will now 
have to be pressed into service. ases must 


cus 
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This equipment in many ¢ 
be modernized with new drives—auxiliary drives to bring it up to 
proper production efficiency. There's going +o be need for new 





drives in these plants. Congress Distributors can step right in and do 
a very necessary job. The modern improvements which have been 
added to Congress Drives from time to time have made them pre- 
ferred by many large industrials. For instance, the new F. H. P. pulley 
okes, —extra heavy bead and heavier side walls materially increases its life 


es 


and the finished groove will not wear out the belt. 





Our engineers can help your customers on transmission problems. All 
our facilities are at your disposal to give you the best Drives it is 
possible to offer industry. We have adequate stocks to help you give 
the kind of service that is so necessary Now. Use our new catalog to 
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THE HANDLE (Dresser Complete) 
Made of very fine castings ma- 
chined accurately and true and 
perfectly balanced. No. 0 in both 
regular and hooded types — larger 
sizes hooded only. Aluminum finish. 


(Hooded type shown) 


NEW TYPE HARDENED STEEL 
BUSHINGS are a new design to 
eliminate turning and wearing out 
the bushing holes in the dresser. 
Pin revolves freely in bushing and 
cutters revolve in pin, insuring con- 
stant changing of relativity of cut- 
ters to each other which makes for 
better dressing and truing. 


> AL 
=> “L, 








NON-BURRING CUTTERS all full 
sizes with 18 TEETH. Milled from 
high carbon tool steel, scientifically 
heat treated by the “Vincent Proc- 
ess” to a uniform hardness insuring 
long life. Vincent Cutters cannot 
burr or mesh even if washers are 
left out. 


THE VINCENT STEEL PROCESS CO. 
it A a a 


80 


PERFORMANCE 


are Very Important 


FROM GRIND 
TION SCHED 
DEFENSE 
PERFECT 
QUALITY WORK. 


PROGRAM. GRINDIN 


INDUSTRIAL USERS MUST GET THE UTMOST IN EFFICIENCY 
ING WHEELS BECAUSE OF INCREASED PRODUC- 
ULES MADE NECESSARY BY THE NATIONAL 
G WHEELS MUST BE KEPT IN 
CONDITION—READY FOR FAST, ACCURATE, 
IN THIS EMERGENCY DISTRIBUTORS CAN 
HELP THEIR CUSTOMERS TO GET THE BEST SERVICE WITH 
MP MAINTENANCE OUTLAY AS POSSIBLE BY 


VINCENT 


HUNTINGTON 


Improved 
GRINDING WHEEL 





DRESSERS 


AND 


CUTTERS 


The Improved Huntington Dressers 
have new type hardened steel! bush- 
ings that materially increase the life 
of these dressers and yet they cost 
no more. The milled high carbon tool 
steel cutters are heat treated to the 
proper degree of hardness and 
toughness by our exclusive "Vincent 
Process" so that they will cut fast 
and the teeth will not break. We 
operate the largest commercial heat 
treating plant in the country—we 
can handle orders for any amount— 
any time—supply your customers 
from stock without delay. Useful 
catalog sheets available for your 
sales binders. 











“IF IT’S A HUNTINGTON 
DRESSER OR CUTTER 
VINCENT MAKES IT” 





Detroit, Michigan 
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2434 Bellevue Ave. 


Norman J. Learned, vice-president, Le Val- 
ley, McLeod and Kincaid, Elmira, N. Y., 
(right) discusses distribution of his com- 
pany's new Donnelley-built, 750-page cata- 
log with Iver Johnson, his assistant. The new 
book covers industrial, contractor's, water 
works, oil and gas well supplies and contains 
a special engineering data section to in- 
crease its usefulness. 


Norton Appoints Bush 


A. Oakleigh Bush has been ap- 
pointed assistant chief sales engineer 
of the abrasive division of Norton 
Company, Worcester, Mass. Mr. Bush 
has been with Norton Company for 
about 16 years, first in the electric 
furnace plant at Niagara Falls and 
then in the research and sales engi- 
neering departments at Worcester. 

In 1937 he was transferred to the 
Norton London office and later to the 
English plant at Welwyn, becoming 
its acting general manager in 1939. 
He returned to Worcester about a 
month ago with other American 
members of Norton Company’s Euro- 
pean staff. 





Faie Hurd (Link-Belt) and H. F. Reck 
(Paasche Airbrush) pooh-pooh Medinah 
Country Club swimming pool in background. 
Both claim to be able to get in enough 
water, hot and wet, on the golf course. 
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In our advertising 
to consumers we 
are referring them 
>to the industrial 
) distributor for their 
) requirements. 





tA helping you lo dell 
Even if there are no shipbuilders among your customers, 
Disston advertising keeps building up acceptance for Di-Mol 
Hack Saw Blades by advertising how they help anyone 

engaged in metal cutting to make a better profit. 

You know why Disston Di-Mol Hack Saw Blades make men 
and machines more efficient. You know, too, how Disston 
High Speed Steel Hack Saw Blades give greater efficiency in 
cutting new alloys or metals of extreme hardness. Remind 
your customers! and you'll make more sales .. . easier. 
Henry Disston & Sons, Inc., Philadelphia, U. S. A. 
Branches: Boston, Chicago, Detroit, Memphis, New 
Orleans, Seattle, Portland, Ore., San Francisco, 
Vancouver, B. C. Canadian Factory: Toronto. Austra- 


lian Factory: Sydney, N.S. W. 


cOoUNDe, 








ROTARY PUMP MARKET. 
IS UNLIMITED 





WHEN YOU SELL THE 
COMPLETE ROPER LINE 


Here are just a few 
of your prospects: 


s 


FOR GENERAL USE 


eS 





Factories 

Public Buildings 
Municipalities 
Bottling Works 
Drug Companies 
Chemical Plants 





FOK HYDRAULIC POWER Laundries 


Cleaners & Dyers 
Sugar Refineries 
Food Warehouses 
Packing Plants 
Oil Refineries 


Tanneries 

Gas Plants 
Filling Stations 
Oil Bulk Plants 
Textile Plants 
Paint Works 





FOR HAND TRANSFER FOR MACHINE TOOLS 


—in fact, every place where 
liquids must be moved 


We will gladly provide you with 
complete information on the op- 
portunities for sales and profit 
we believe exist for you — just 
write to Geo. D. Roper Corp.— 
Rockford, Ill, 





FOR GAS AND OIL 


CEP ENOABLE- SINCE 1857 
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The new home of the W. O. Barnes Co.., 
Inc. in Detroit. It is a modern two-story 
plant equipped throughout with the last 


word in up-to-date machinery. This new 
plant now enables W. O. Barnes to expand 
their manufacturing facilities to meet the 
ever increasing demand for their products. 


Hajoca Issues Catalog 


Catalog No. 40, a 330-page book 
with the products completely rear- 


ranged in related groups to facilitate 
selection, has been issued by the Ha- 
joca Corporation for use by its 28 
branches along the Atlantic seaboard. 

In publicizing the new catalog, Ha- 
joca used its monthly — publication. 
“Hajoca Industrial Commentator.” 
Buyers and plant operating men were 





afforded the opportunity of being 
placed on the catalog mailing list q 
through signing a_ return postcard NY 
included with the last issue. h 

Neal Adds Healy 

John F. Healy, who for twelve 
vears was plant engineer for a large t 
3 


industrial plant in Buffalo, has joined 
1 1 


* sales 


of the R. C. Neal Co., 


torce 


West ESSEX Toot « Suepty Co. 


FACTORY SUPPLIES «TOOLS - EQUIPMENT 
PIPE VALVES ~ FITTINGS 






Exhibit of the West Essex Tool & Supply 


Co. at the “Know Your Town" exhibit in 


Bloomfield, N. J. 
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OE is an all around maintenance man for an industrial plant about 

a mile from this supply house and when he gets up against it 

and needs something in a hurry, Joe gets in his car and drives down 

to the supply house to pick out just what he needs. Later the Pur- 
chasing Agent sends in a confirmation. 


That's how Joe got started on buying brass fittings and tools for 
tubing connection work. One day this new Imperial merchandiser 
for fittings and tubing tools loomed up in front of Joe and from that 
day on he became a customer for a lot of miscellaneous tubing con- 
nection fittings that were needed in his plant. 


Gradually this plant and other plants started to buy a lot of such 
supplies locally and the supply house built a nice volume on these 
Imperial items. 


There is a moral in this little story that you can cash in on. Why 
not write for complete details on this Imperial Merchandiser 
and also ask for the booklets “Useful Information 
on Brass Fittings” and “Don't Struggle With 
Tubing Work”. 


IMPERIAL BRASS MFG. CO. gia crm, 
511 S. Racine Ave., Chicago, Ill. i! 
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ACTION program — not passive policy 


The positive side of Distributor sales-policy is plan-and- 
action to help the Distributor MAKE MORE MONEY. Whatever 
adds legitimately to your profit is open to manufacturer co- 
Operation; not assuming, of course, your recognized functions 
and duties in distribution. 


The responsibilities of the manufacturer (speaking for our- 
selves) are: first, to establish and expand the market for his 
product; second, to activate the potential demand through factory 
salesmen in the field; third, to focus the attention of prospects 
on their local supply-source, the Distributor; fourth, to supply 
the Distributor with high-grade promotional matter and fifth — 


To see that the Distributor gets all that is coming to him in 
the way of trade discounts on every order that leaves the factory 
for his territory! 


We accept this as the Distributor’s idea of sincere manu- 
facturer’s sales- policy, as jointly worked out for 30 years by the 
industry’s pioneers. Having initiated it, we more than accept it! 


THE ALLEN ,.MANUFACT URING COMPANY 


TFORD, CONNECTICUT U.S.A 
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James A. Kirkby, president of the Kirkby 
Machinery & Supply Co., Toledo, Ohio, 
stops to light his pipe while chatting with 
a customer just before signing up the order. 


Minneapolis House Celebrates 
its 79th Anniversary 


The Williams Hardware 
Minneapolis is celebrating 
birthday this year. 
tion with this celebration a special 
18-page bulletin has already been 
mailed out to all its customers. 

This bulletin describes the growth 
of the Williams company since its in- 
ception way back in 1861 when it was 
known as Chalmers & Williams. Fea- 
tured in the issue is a picture taken 
in 1888 when the firm was acquired 
in its entirety by one of the founders, 
Joshua Williams. Both of the present 
owners of the company L. H. Wil 
liams, president, and C. R. Williams, 
secretary-treasurer, appear in_ this 
print as lads in knee breeches and 
sailor hats. 

The firm name was changed in 1896 
to The Williams Hardware Co. when 
the company moved to its present ad 
dress at 110-112 Second Avenue 
North. Both of the Williams brothers 
spent a good many years on the road, 
in their early days, building up the 
goodwill and customer acceptance in 
the Northwest that has favored this 
during its 79 


Co. of 
its 79th 
And in conjunc- 


company 
existence. 


years of 


370 years of faithful service. That's the 
record of this group of men representing 
the Williams Hardware Co. President Louis 
H. Williams (third from left, front row) can 
boast of 49 while his brother, C. R. Wil- 
liams (on Louis’ left) has 47 to his credit. 
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Saye & 
seks 


Fulton Supply Company Finds Graton & Knight’s SPEED FOR 
1940 Plan Means Increased Sales And Profits On 












LEATHER BELTING 
BELT DRESSINGS 
BELT CEMENTS 
LEATHER PACKINGS 
TEXTILE LEATHERS 


Left to right, Front Row:—Mr. W. B. Botts, Mr. Joseph Winship, Mr. H. A. Kane, Mr 
George Winship, Mr. A. L. Chambers, Me. 7G Eubanks. Middle Rou Mr. G. F 

Vest, Mr. W. G. Archer, Mr. A. H. E dmis ton, Mr. R. H. Trammell, Mr. C. F. Coffee, Jr., 
Mr. E. C. Rae. Back Row:—Mr. W. A. ¢ ‘allaway, Mr. H. D. Watson, Mr. C. O. Tram 


mell, Mr. W. A. Spitlee. 


George Winship, President of the Fulton Supply Co., 
Atlanta, Georgia, one of the many G & K distributors who 
are enthusiastic over the SPEED for 1940 Plan, writes: 

“You have gone a long way in making the selling of 
these products easier and quicker. 

“Additions to your line, together with your broader mar- 
gin for distributors, mean more business and profit for us. 

“The new catalogs are among the best-arranged I’ve ever 
seen — the facts are in the open and logically presented 
for quick reference. Your new advertising campaigns — 
magazine and cooperative direct mail — give the distribu- 
tor a real break. And the various sales helps are planned 
from the distributor salesman’s angle, not just the manufac- 
turer’s — so they'll be used. 

“We are endeavoring to carry out our part of this SPEED 
for 1940 Plan with enthusiasm, because it is designed 
to get results fast.” 


SALESMEN HANDLING THE G & K LINE THIS MAY BE YOUR PROFIT OPPORTUNITY, TOO 
Be sure you're getting a//] the G & K sales aids — including new Distributors who are not handling our line are invited to 
catalogs and the handy Machine Drive Recommendation Tables. investigate a Graton & Knight franchise. Your territory 
And are you getting a copy each month of GRAKNIGHT LIFE? may be open. Get in touch with us right away. 


= GRATON & KNIGHT COMPANY 


V woRCESTER - - - - MASSACHUSETTS 


3 p 
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WAREHOUSES 


BALTIMORE 
BOs tT O N 
BUFFALO 
CHICAGO 
CINCINNATI 
CLEVELAND 
DETROIT 
E R | E 
MEMPHIS 
NEW YORK 
PHILADELPHIA 
PITTSBURGH 
ev. t-tets 
SAN FRANCISCO 


... to fill your orders quickly. 
Continental has fourteen well 
stocked warehouses located 
within telephone reach of 95% 
of the industrial and contract- 


ing markets of the United 





States. Some exclusive terri- 


tories still available. 
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Getting the story on Bethlehem Stee! 
products "'straight-from-the-feed-box" by 
visiting the plant itself is Jack Friedman 
(right) of Miller Supply Co., Chicago. His 
Bethlehem hosts are, left to right, C. R. 
Zimmerman, Jack Scanlon and Ed Buxton. 


Sales Promotion Committee 
Releases Third Bulletin 


The sales promotion literature com- 
inittee of the American Supply & 
Machinery Manufacturers’ Associa 
tion, headed by C. F. Conner, B. F 
(soodrich Co., has issued the third 
in a series of bulletins designed to 
increase the effectiveness of manufac 
turers’ promotion pieces. 

This bulletin, a 20-page letterpres- 
booklet, describes the sales promotion 
contest sponsored by this committee 
early this year, illustrates the winning 
pieces, and describes a selective sales 
promotion mailing plan for distribu 
tors. It is available from the office 
of the association’s secretary-man 
wer, IOS Clark Building, Pitts 
burgh. 


Trico Names Representatives 


Trico Fuse Manutacturing Co., 
Milwaukee, Wis., has appointed Huie 
Simmer Co., Dallas, Texas, as_ its 
representative in Oklahoma and L. W. 
Sloan, St. Louis, Mo., to cover St. 
Louis and vicinity. 





We hope Bob Hamilton, Dumore Co. 
noticed the ‘Fresh Paint’ sign we see in 


the background before he climbed aboard. 


8 
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WRENCH FEATURES 





HERE IS WHAT BLACKHAWK 
WRENCHES CAN DO FOR YOU, TOO 


There are plenty of reasons why Blackhawk 
Industrial Distributors have doubled their Black- 
hawk business this year —and one big reason 
is the Blackhawk Wrench Line! 


Blackhawk Distributors do more than merely sell 
wrenches to “turn down nuts on bolts,” ... they 
sell wrenches that are better looking, lighter, 
stronger, more efficient, durable and more eco- 
nomical in the long pull. It’sa line packed with 
exclusive sales points, that builds big volume 
and develops customers who give you constant 
repeat business. 


A Product of 
BLACKHAWK MFG. CO., Dept. W1790, Milwaukee, Wis. 








MAKE THIS CHECK-UP! 


Does your present wrench line give 
you these sales-building and sales 
holding features? 


‘a LOCK-ON with patented sure 

grip to prevent socket dropping 

—yet, easy “thumb-release” 
when desired. 


f DOUBLE DUTY 7/16” DRIVE 
\/ that replaces both 3%” and }/2” 
drives. 


SOCKETS in sizes from 3/16” 
to 31/,” with hot broached walls 
and polished chromium plating 
for durability. 


RATCHETS — 10 models, 6 
drives for sockets from 3/16” to 
31/2”. 


STUB-END BOX WRENCHES 
— 44 sizes in two styles. 15/16” 
to 314” range. 


SEVEN DRIVES, '\,", %”. 
7/16", Yo", %4" and 1” with 
COMPLETE line of sockets, 
handles and attachments in 
each series. 


HANDLES with comfortable 
easy-to-clean “Griplines” in- 
stead of ugly cross knurls. 


TORQUE INDICATORS, five 
models. Remarkable new 
wrenches of vital necessity to 
industry. 


PORTABLE WRENCH 
BENCHES and modern cases 
that promote big set sales for 
you. 











SALESMEN! 


Discuss this line with your sales manager 
and have him get the details on Black- 
hawk's SELECTIVE wrench distribution. 


If your house is already stocking Black- 
hawk wrenches-—-be sure your customers 
know about all the new items in catalog 
pea 240 and Bulletin No. 40-T. 


ee ey 
= os ol 
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DUPLEX HANDLE 


a “Wey Pe cmat These 7 Features 


POSITIONS 
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FOR STANLEY 
SAFETY SAWS! 





Stanley W8 Safety 
Saw. 234” capacity. 
Note exclusive two- 
grip handle with 
convenient switch 
triggers. 


These features combined mean lower costs on sawing jobs — 
and that’s what your customers are looking for! You can 
give them a Safety Saw exactly fitted to their work from 
the complete Stanley line. Point out these features as you 
demonstrate — they're the same features Stanley is stressing 
in the industrial advertising that’s working every month to 
help you sell. Stanley Electric Tool Division, The Stanley 
Works, New Britain, Connecticut. 


wk WE ARE REPRESENTED BY SELECTED DISTRIBUTORS & 


W60-17”" capacity W7-2\/2” capacity 


> 


W3-31%4,” capacity CC12-4” capacity 


STANLEY =“ *toors® 


A COMPLETE LINE FOR INDUSTRY — “’COST LESS PER YEAR’ 
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Down in Virginia there are lots of 
things to do on Saturday night, and 
on a balmy evening last May Sam 
Nunnally, Industrial Supply Corp., 
Richmond, was giving thought to the 
problem of selecting between these 
pleasurable activities offered by his 


SAM NUNNALLY 


hospitable state when his home tele- 
phone jangled. 

From a town 77 miles away one of 
Mr. Nunnally’s good industrial cus- 
tomers wailed of the predicament in 
which he had been placed due to the 
breaking of a large water line, which 
supplies water not only to his plant 
but also to the homes of some of his 
employees. 

“T want a large stock and die to 
thread three pieces of pipe... I want 
‘em pronto and what are you going to 
do about it?” he demanded. On cross- 
examination he softened to the point 
of admitting that delivery in time to 
start the repair job early Monday 
morning would be satisfactory. But 
the earliest train would not reach that 
destination until after 11 A.M. Mr 
Nunnally prescribed calm and rest, 
assuring his customer that, somehow 
he would effect a rescue. 

After hanging up, and despite th« 
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THIS MONTH’S SALES BOOSTER 


OS cual’ K ENDIEPESE R DISTRIBUTORS. 









Offering a Wide Variety of 
Throttling and Needle Point 
Types for Every Service +** 


 LUNKENHEIMER VALVES | 


FOR INSTRUMENT LINES, DRAINS AND BY-PASSES 


++ ARE “CORRECTLY ENGINEERED” FOR 
MAXIMUM ECONOMY ON THE sOB! 
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++*REACHING PRACTICALLY ALL THE 


INSTRUMENTS MEAN SAVINGS 

SPECIFYING AND BUYING AUTHORITIES 
IN MAJOR JINOUSTRIES FOR INDUSTRY...AND A REAL 
SALES OPPORTUNITY FOR YOU! 


R E M E M B E R. ee More and more, industry is turning to instrumentation 
to determine costs, detect losses, promote safety, and 
thereby improve the efficiency of its operations. Instru- 


ment boards, therefore, become the focal point for 





i 


i ’ countless pipe lines requiring accurate regulation and 
. Ms CAN USE IT WITH control of the liquids and gases involved . . . and only 
GREAT EFFECTIVENESS the finest of valves like those featured in our new 

WHEN YOU'RE SELLING Circular No. 568, can porform such exacting services as 

“a 7, these. Here, then, is a real sales opportunity for Lunken- 

CORRECTLY ENGINEERED heimer distributors . . . feature valves for instrument 


LUNKENHEIMER VALVES 


lines, drains, and Ly-passes and assure an extra share of 
business this month wherever you call. 
Profit from the experience of our own factory representa- 


tives who, year after year, have found that the surest ESTABLISHED 1662 
way to convince buyers of Lunkenheimer's ‘Engineered 


Superiority” is to take a Lunkenheimer valve apart and THE LUNKENH EIMER CO. 


i compare it point-for-point with whatever valve the pros- —wQUALITY’=— 
' pect has been using. Throughout the year, our advertis- CINCINNATI, OHIO. U.S.A. 
i ing will feature this visible proof of Lunkenheimer qual- NEW YORK, CHICAGO 
ity, so take full advantage of a proven sales strate BOSTON PHILADELPHIA 
. make point-for-point comparisons on every ca al. EXPORT DEPT. 316-322 HUDSON ST. NEW YORK 





SELL QUALITY-SELL LUNRENHEIMER 
The Line cf Correctly Engineered" Valves 
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Joe Doakes, Salesman 
By a Cleveland P. A 


Many purchasing agents have thei: 
likes and dislikes when it comes to 
salesmen and when asked point-blank 
just what constitutes a good salesman 
it had me stumped for a minute. Just 


then Joe Doakes walked into my of- 
fice, hat off, took a chair until I’d 
finished my conversation. I’m select- 
ing Joe for the ideal type of salesman. 
One of the first reasons—he doesn’t 
make me nervous. He doesn’t talk 
with his “body” sitting poised on the 
edge of the chair as if about to spring. 
He’s pleasant and although  soit- 
spoken speaks distinctly so that I do 
not have to “strain” to hear him. He 
has a certain amount of dignity and 
sincerity and invites my confidence. 
Although Joe is a good listener, he 
knows his product and can give you 
ae intelligent answers when you need in- 
pra tm e formation about a certain line. He 
= , a y never “butts in” when I'm talking. 
That point alone makes him liked. 
Joe never skips calling on me_ for 
months at a time merely because I’m 
“sold” but puts as much enthusiasm 
in his calls as though I were a fresh 
prospect. He never bores with long- 


YALE HAND CHAIN HOISTS winded sentences (gasp! gasp! for 


breath) but talks slow enough for me 


I] to digest it. He avoids digressions 
ARE vaeere S and isn’t afraid to stick up for him- 


self when he is right. I believe in 

ch / Joe’s firm and in Joe because he be- 
Gice. lieves in himself! 

He is never afraid to put his prod- 


? iia uct to the test. He even sticks around 
— => 










INDUSTRIES 





















to explain new angles and prove sat- 
os VO VALE DISTRIBUTORS ANS isfactorily points that were in doubt. 
. Ns SALESMEN He never knocks a competitor, a 
at aa ait 5 _ is No. 9 in a series of Yale Chain Hoist | point in his favor. But he knows 

He . act stories appearing in a large group of -f : . 
R| leading trade publications to help you sell. | enough to stick to his price. He knows 
Ww Vie + gh. Te... - Each ad is full of testified | the price is right before he leaves his 

J “sl —_ 3 — ; —— Se ae mill. He doesn’t haggle! 

an ‘i “\ There's a reason why industry chooses Yale Hoists Joe never gets personal, asks me 
] at © «==-¥ale builds hotels better. how “the little woman is”, nor does 


Yale pioneered the spur-geared hoist, the hoist he tell me his personal troubles, fam- 
that gives the greatest lifting efficiency ever ily history, his outlook on the war, 
achieved. Yale engineers incorporated into these politics, religion or how cute little 
hoists extra safety features such as: non-fracturing Florence is. (Dragging forth snap- 
load hooks, detachable shackles, friction-minimiz- : He's brief “per 
ing rust-resistant steel load chain, self-actuating shots *) es brief, to the point. 
load brakes, and many more. Joe remembers also that he’s not in 

And finally, every Yale Hoist is tested up to the show business. His job is not to 
150% of its rated capacity, must perform per- entertain; thrill his customers, but to 





METAL WORKING 


Pag <_ —e 
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THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA.. U.S.A. 


fectly at this overload, before it leaves the factory. 

That industry approves Yale safety construction 
is borne out by the fact that every year industry 
buys more Yale Hand Chain Hoists than all other 
hand hoists. 

Are you in the market for a hoist? Follow the 
lead of the leaders of industry . . . choose Yale 
Hoists for speed, safety, and economical opera- 
tion. Get in touch with your local Yale distributor 
today. Or write to us for catalog. 


Capacities 300 Ibs. to 40 tons. 





IN CANADA: ST. CATHARINES, ONT. 


Makers of Yale Hand Chain Hoists. Electric Hoists. Electric 


inspire confidence in himself and his 
firm; to build up a reputation; to sell 
goods—today and every day there- 
after. 

He thanks me for an order, gets up 
and goes out. He never overstays on 
a call, never fiddles with his pencil 
or snaps the rubber on his order book, 
for which I’m everlastingly grateful. 
That’s why Joe has been calling on 


| me for six years and that’s why Joe 


has been getting business from our 
firm for six years. 

What constitutes a good salesman? 
Je re Doakes !—M idwest Purchasing 
Agent. 
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So... Your Prospect 
Said "No" 


What are you going to do about it? 
Throw his name in the waste basket 
and forget about it? Wait a minute: 
hold everything! Did it ever occur 
to you that 

every one of the thirteen million 
washing machine owners of today 
persistently said “no” to every sales- 
man except one! : 
each of the twenty-five million auto 
mobile owners persistently said “no” 
to every salesman except one! 
all of the twenty-six million radio 
owners persistently said “no” to 
every salesman except one! 

The and half million oil 
burner owners of today persistently 
said “no” to every salesman except 


one! 


one one 


How many salesmen do you think 
these owners refused before they fin- 
ally said “yes” to that one salesman? 
How many times do you think they 
said “no” even to that one? No one 
knows exactly, but you can be sure 
of this . Some one salesman stayed 
on the job, continued digging for new 
facts, wasn’t discouraged by the first 
“no” or the second, or the next dozen 
for that matter, and finally walked 
away with the business. Take your- 
self for example. Think of the time 
you bought your car... your radio 

. your insurance and a dozen other 
things. How many salesmen did you 


turn down before you said “yes” to | 


that one salesman? 

Sure your prospect said “no” 
They all do... People say “no” to 
everybody. That is, everybody except 
that one salesman who keeps trying 
until they say “yes.” 
boil it all down, can you give even 
one good reason why you shouldn't 
be that one salesman? Let’s put that 
prospect’s name in the file! Some 
day he’ll say “yes” !—The 1940 “Push 
Book”. 


Salesman is Key 
to Distributor Success 


\s the man who makes contacts 
with the trade, stimulates interest in 
his company’s lines, creates good will 
and favor, and finally comes through 
with the all-important order, the sales- 
man occupies a key position in merch- 
andising. 

\ salesman’s efficiency is measured 
by the degree of his development of 
the success factors: personality, habits, 
attitudes, his reactions, his versatility, 
his warmth, his philosophy, resource- 

These 
vary of course with the individual 
salesman, but his success depends on 
how many 


fulness and general demeanor. 


And, when you | 


of them he has developed. | 
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THE CABLE KING 
HOIST BRINGS YOU ALL 


THESE FEATURES: 


8. One point lubrication 
9. Large diameter drum 


1. Air-cooling 

2. Lifetime gearing 

3. “Precision” type bearings 
4. Self-adjusting load brake 
5. Heavy duty motor brake 
6. Weather-proof motor 

7. 30 Minute motor rating 


10. Upper limit stop 


hook 
12. All-weather controllers 


TO YALE DISTRIBUTORS AND 
SALESMEN: 


This is No. 10 in a series of Yale Cable King 
fact stories appearing in a large group of 
leading trade publications to help you sell. 
Follow this series. Each ad is full of testified 
sales arguments. 


These features make the Cable King the electric 
hoist that meets all specifications engineers de- 
it's proved by ex- 


mand. A _ proved hoist... 
haustive laboratory and field tests, 


Air-cooling, an exclusive Cable King feature, 
and enables the 
Cable King to operate on a heavier duty cycle 
It accom- 
plishes more in a given operating hour, which 


eliminates excess brake heat, 
than any other hoist in the same class. 


means greater savings. 


Another Cable King feature is Yale precision 
All gears and pinions are drop- 
forged, chrome nickel steel, heat treated for maxi- 
And the bearings at al// 
friction points are ''precision’’ ball or roller type, 


construction. 
mum wear and long life. 


specially sheathed and shielded from dust. 


These are only a few of Cable King's exclusive 
features. Ask your Yale distributor to tell you 
about a// of them. Or write direct to us for 


descriptive catalog. 
Capacity '/4 to 6 tons. 


11. Safety bottom block & 


13. Ribbed steel hoist frame 
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PRECISION TYPE BEARINGS 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 


IN CANADA: ST. CATHARINES, ONT. 








fact that then and there he had a 


| bonafide order for a new stock, he 

did some thinking. “This fellow only 

needs to thread three pieces of pipe 

Wi to get his line back in use. After that, 
UY he may not have need for the stock for 


years, if ever. If [ borrow a stock 
for him, I can help him save almost 


$100." Perhaps not every salesman 
YOUR SALESMEN CALL would have been su considerate of his 
2 eg. 





customer, but Mr. Nunnally’s concep 
tion of “Service” is that it means 
genuine partnership with customers— 
and no holding back. Hence, before 
continuing with his Saturday night 
planning, he called a local heating 
contractor, told him of the problem 
and secured permission to borrow the 
stock. 

Next morning (Sunday) he picked 
up the stock. Arising at 4:30 A.M 
Monday, he reached the customer’s 
plant by 6:30, encountering a cordial 
and grateful reception. By 9:30 the 
pipe line was repaired, the plant back 
in operation and the stock and die on 
its way back to its owner. 


Knowing that the backbone oi 
growth and progress in distribution is 
service, Mitt Suppiies each month 
awards its Certificate of Distinguished 
Service, plus a $10 check, to the 
salesman who has performed the most 


outstanding act of service coming to 
the attention of this publication. [In 
this case, the Certificate of Distin 
guished Service is, perhaps a token 







































of reward to Mr. Nunnally for his 
efforts: the $10 check may be some 
compensation tor the commission he 
11 Bearing compensat st 
‘Screw Jac passed up. But in all probability. the 
ay ound customer, thus convinced that it pays 
i eer Sizes to rely on a conscientious salesman, 
@ Every customer on your Salesmen’s Lists ons. ; 
7 y 15 to 100% has already extended the greater re 
is a prospect for Jacks! And Duff-Norton ward through a continuing flow. of 
offers the most complete and highly developed orders 
line of jacks available today. From the more 
, This “Jack of 
than 300 Duff-Norton styles and sizes, your All Trades 
combines 
salesmen can pick the RIGHT Jack for every grein 
lifting, 
application. Built by the world’s oldest and chain, hook, 
: foot-lifting- 6 
largest manufacturers of jacks, Duff-Nortons 
are easier to sell because they are known and I 
accepted by buyers everywhere. i 
We shall be glad to have our representative 8 
suggest a stock that will enable you to build | is 
: , handy 
up a profitable jack business. bait Bearing t 
Jack Screws r 
are made | 
in 38 sizes. 
If you haven't any of these handy Duff- \ 5 to 30 tons 
Norton Jack Catalogs, send for a supply \ capacity: 
today. Ask for Catalog Number 113. | I 
. 
; ¢ 
THE DUFF-NORTON MANUFACTURING CO. 
| Robert G. Allen, newly elected president 
; PITTSBURGH, PA. of The Duff-Norton Manufacturing Co. 
CANADIAN PLANT foley Niletele) @umritli jis ss 
Pittsburgh. Mr. Allen was sales manager 
— as, 99 g g / 
The House that Jacks Built of the Walworth Co. at Greensburg, Pa. \ 
for many years. . 
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“Williams” and *‘Vulcan”’ are trade names 
known and accepted everywhere by critical 
industrial buyers. Dealers who stock and 
sell any of the above machine shop spec- 
ialties, which bear these well-advertised 
trade names, are taking the straight, sure 
road to easier profits. 


For more than 50 years, Williams have been 


H. WILLIAMS & CO. 
ENCHES TOOL HOLDERS LATHE DOGS 
OF ALL 


making top-quality. drop-forged tools and 
specialties. Any Williams’ brand on the 
goods you sell is your assurance of satis- 
factory performance in the hands of your 
customers. If you haven’t the full facts on 
the complete Williams’ line of industrial, 
automotive and aircraft tools, write for 
this information promptly. All Williams’ 


1-636 


tools are fully or 


HEADQUARTERS FoR @ - — an 
“C” CLAMPS PIPE VISES PIPE TONGS 


225 LAFAYETTE ST... NEW YORK 
yo geeky HOIST HOOKS = EVE BOLTS 


MILL SUPPLIES © SEPTEMBER, 1940 








i H . R ber — years, y back how every- | FIELD AND STREAM 
“First Airbrush In Our Plant se gees ial prs pong it eueiies and | 


apply materials faster and po Even then | or 
” it was the fastest, lightest and easiest to | : " , 
Was a Paasche operate and clean. Ever since, Paasche has The First Liar Hasn't 
been the highest standard for quality. A Chance 








Type CUB 
AIRBRUSH 


IS THE TALK OF 
EVERY PLANT TODAY 


Show this new Airbrush on your regular daily calls. You will find it your 
new best seller. Expose it— and you'll sell it. 

Your customers will quickly note the many new features such as the new 
calibrated control — features that do away with defective spray patterns, 
orange peel, streaks, rums and sags, air and fluid leaks, excessive mist. 
Difficult painting becomes routine and slow production painting a thing 
of the past. 


NEW FEATURES THAT MAKE EASY SALES 


1. New calibrated control of fan spray. 7. Shorter fluid passage increases coat- 
2. New knurled fluid lock control. ing speed, and prevents clogging. 
3. New larger easy pull trigger. 8. Shorter, stronger needle with most 
4. New easy-grip handle. efficient cone shaped point prevents 
5. New Larger Aircap—easily removed clogging. 

—quickest to clean. 9. Adjustable for any airpressure or 


o 


. Lighter in weight, easiest to handle. any airconsumption. 


A Paasche representative will help you check your actual market for this new airbrush. 
In every previous market survey, Mill Supply Distributors have found practically every 
call a prospect. 


Send now for sample Type CUB Airbrush and discounts. 


Bauch brash bo 
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Walter Meyer. Allis-Chalmers 














jinery 





ers 


es 








UMI 


ee 


T 
Vertical Ste@ 
Separator 











Air Relief Trap 





Airs el 


“Master” 
rap 


Bucket Steam 




















Type “T” 
Compressed 
Air purifier 
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Type “E” Horizontal 
Steam and Air 
Separator 
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Type _° 
Horizontal Steam 
Separator 
“Emergency 
Float type for 
varying pressures 


Intet 


“Standard 
Spe ” 
Steel a 








Separator 
i Cast Iron 
e “8” Exhaust head 
Oil Separator “Cy clone” 
galvanize 
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Electric Boiler ag automatically “Tuway — 
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Self Cleaning 
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OUR MESSAGE 
TO DISTRIBUTORS 


Plants engaged in National Defense work 
will call on you for quick deliveries of all 
types of hacksaws and bandsaws. 

Lenox quality and service will give your 
trade satisfaction. Lenox Stocking Distrib- 
utors will have full protection and co- 
operation of our service men. 

We do not want you to overstock but 
we strongly urge complete stocks properly 
balanced to fit the needs of your territory. 

The management and sales force pledge 
you our support in this time of national 
emergency. 


AMERICAN SAW & MFG. CO. 
Springfield, Mass. 


aeehaneeen hare t-- 


+ he hoe - 














Looking like advocates of the quiet life 
were Carter Bond (Chas. Bond Co., Phila- 
delphia); G. F. R, Bahnson and C. S. Mc- 
Elyea (Wm, H. Taylor Co., Allentown) re- 
cently snapped at a golf club outside 
Philadelphia. 


Duncan Blackboard 
Reminds Salesmen 


Saturday morning sales meetings at 
the R. C. Dunean Co., Minneapolis, 
may Or may not require the use of a 
blackboard. But atter each meeting a 
list of the products to be pushed dur- 
ing the following week is noted on 
the blackboard. This reminder is 
then placed in a conspicuous spot in 
the salesmen’s room. 

Thus from the time 
enters the office in the 
he leaves on his calls, he 
reminded of the 


the salesman 
morning till 
is constantly 
lines to be pushed 
that week. As an added spur, litera- 
ture pertaining to these products is 
spread out on a table in front of the 
blackboard. Supply of literature is 
eplenished daily. 

With the help of this simple black- 
hoard-reminder Duncan salesmen are 
ilways armed with plenty of facts and 
figures on the products featured in 
their weekly sales campaigns. 


Frank Gerold helps himself to some litera- 
ture before making his daily round of calls. 





FOR IMPROVED 
HOISTING 


12 


£2 anti-friction bear- 


ings—a bearing at every rotating point! 


Only the high speed Cyclone hoist gives you eight 
ball bearings and 4 roller bearings... 4 or 5 times as 
many as are used in any comparable hoist. The result: 
50% less friction, assuring easier and faster operation, 
longer life and increased production. 


Serving industry in countless applications, more 
than 100,000 Cyclones have proved the extra value 
of their many exclusive features including ... added 
safety from the smooth gyrating yoke action... inter- 
nal guides to prevent load chain slippage .. . accurate 
meshing of machine cut gears... shielded lift wheel 

. positive grease-bath lubrication. 

CM materials handling equipment includes hand 
power and electric hoists, cranes and trolleys—a type 
for every service. Ask your mill supply distributor, o1 
write us, for a complete, illustrated CM Catalog. 


CAISHOLM-MOORE 


(Division of Columbus-McKinnon Chain Corp.) 


120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 
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THIS CM ADVERTISEMENT IS ONE OF A SERIES APPEARING IN LEADING INDUSTRIAL PUBLICATIONS 


Every month the important specifying and buying powers among industrial operating executives are told about the 


advantages of CM products—sales messages that smooth the way for profitable distributor sales. Mill supply dis- 


tributors interested in tying up with an accepted and outstanding line are invited to write us for franchise details. 




















SIZES AND PRICES 





Length Teeth Price 
of per per 
Blade Inch Gross 
8” 18,24,32 $32.40 
10” 18,24,32 $40.32 
12” 14,18,24,32 $48.96 


Blades are 9/16” wide, .025” thick, 
packed in boxes of 1/2 gross each. 











SAW AND STEEL CO. - FITCHBURG, MASS. 


High-Speed Steel 
FDlenritle 


Red End Hand Hack Saws 





THE END OF HACK-SAW TROUBLES 


Here’s the blade that can take the toughest twist... and come out 


straight and unbroken, good as ever . . . good for many more hours of 
smooth, fast cutting. For the tooth-edge alone is hardened, leaving the body 
of the blade tough and flexible, fit to stand the severest strain. So next 
time you need hack saws, order this abuse-proof RED END BLADE. 
















1350 Columbia Rd. 520 First Ave., So. 311 S. W. First Ave. 
cea, Mass. — — 
228 First Sereet 127 So. Green St. 31 W. Treat Ave. 
Sao feeacece, Cal. i . Til. Spokane, Wash. 


190 
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Hubbard New President 
Of Greenfield Tap 


Recent personnel changes at Green- 
field Tap & Die Corp., include election 
of president Donald G. Millard to 
chairmanship of the board, replacing 
Col. Frederick H. Payne, who re- 
signed to devote his entire time to 
national defense work as chief of the 
Hartford Ordnance District. 

D. G. Millar was succeeded as 


| president by Howard M. Hubbard of 





H. M. HUBBARD 


Cleveland, Ohio. For the last 10 
years Mr. Hubbard has been asso- 
ciated with the Harris-Seybold-Potter 
Co., world’s largest manufacturer of 
offset printing presses and __ allied 
equipment, as secretary-treasurer ani 
He was also managing dli- 
company’s Seybold 
Division and of its Canadian Market- 
ing Division. 

Greentield has regretfully accepted 


| the resignation of Francis A. Smith, 


for several years vice-president and 
general manager. Smith has’ been 


| associated with the company in vari 


ous executive capacities for over 20) 
years. 


Quaker Rubber 
Announces Changes 


The Quaker Rubber Corp., Phila- 
delphia, Pa., has announced the fol- 
lowing personnel changes in its sales 
department: Elmer Asbridge, form- 
erly assistant manager, Chicago 
branch, will cover western Missouri 
and eastern Kansas; Gene H. Neupert 
will look after St. Louis and vicinity: 
and C. B. Close has been assigned the 
central and western Tennessee terri- 


| tory, operating from Nashville. 
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INDUSTRIAL MOBILIZATION 


ABRASIVE COMPANY DISTRIBUTORS stand ready 
to be of real service to metal-manufacturing indus- 
tries active under the National Defense Program! 
Major markets for Abrasive Company Grinding 
Wheel Sales including ALL metal-working com- 
panies—both those receiving government con- 
tracts and those supplying parts and materials to 
them. Abrasive Snagging Wheels, for example, 
are being used in increasing quantities by foun- 
dries, steel mills and all producers of mechanized 
equipment and war material. 


The quality and engineering service in back of 
Abrasive Company Grinding Wheels will enable 
you to offer your customers the means to IN- 
10 CREASE PRODUCTION. Wherever metal is 
1sso- worked—grinding is a factor; wherever grinding 
otter is involved—Abrasive Company Grinding Whee's 
r ot will provide the answer. You can personally 
llied \ tie-in with the National Defense Program by push- 
and : ing and selling ABRASIVE WHEELS. 

x «li 


‘bold i P Abrasive Bulletins issued for mill supply 
F ‘ , . salesmen provide basic sales data. 

rket a / Write for copies if you do not have 

, them. 

_pted p 


mith, 


“ Sore A < ABRASIVE 
been f m | P > 

= G . COMPANY 
r J 4 y . " . . 


Division of Simonds Saw and Steel Co. 


Tacony and Fraley Sts., Phila., 127 S. Green St., Chicago 
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Atkins Elects 
Two Officials 


Don H. Potter has been elected 
secretary and treasurer of E. C. At- 
kins & Co., Indianapolis, Ind. He 
succeeds the late Fred C. Gardner. 
Mr. Potter has been associated with 


D. H,. POTTER 


Atkins for over 25 years, having been 
employed during his summer vaca 
tion while in high school and college, 
and upon graduation becoming per 
manently employed in the financial 
control division of the business. 
Major M. Poole who has been pur- 
chasing agent for the Atkins Com 


M. M. POOLE 


pany since 1906 has been elected to 
the board of directors. He has also 
been very active in all phases of fac- 
tory production. Mr. Poole was first 
associated with the company October, 
1899, in the cost department. 
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“RED CAP” 


BRUSHES AND BROOMS 
ARE CALLED FOR 
OVER AND OVER AGAIN 


® CAPITAL “RED CAP” users are among 
the most satisfied in industry. Cleaning 
and brushing must be done constantly and 
users want brushes and brooms that will 
give them the ultimate in service for their 
money. Our Distributors enjoy steady sales 


and repeat business because users always 
repeat on CAPITAL “RED CAPS.” 





Sales possibilities are so numerous that we will cite just 
a few—factories, mills, warehouses, railroads, mines, 
foundries, steel plants, dairies, packing plants, public 
buildings of all kinds and we can supply you with the 
proper brush or broom to meet their individual needs 
—the CAPITAL line is complete. 


CAPITAL “RED CAPS” are honestly built to give service 
—no one has ever been dissatisfied with a CAPITAL 
purchase nor with CAPITAL performance. Our policy 
of doing business gives our distributors a fair deal and 
good opportunities for substantial, profit-continuing 
business. 
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For 136 years America has depended 
on Fitler Rope to always be on the job— 
whether it’s for keeping pace with peace- 
time industrial growth or the sudden 
emergency of National Defense—Fitler 
has never failed. 

Such time-proven worthiness is impor- 
tant to those mill suppliers who stock the 
Fitler line. Display the name “Fitler 
Rope”— it will serve as your business 
barometer of profits ahead. 

Complete stocks located everywhere 
insure prompt deliveries. 


THE EDWIN Hl. FITLER C0. 


PHILADELPHIA, PA. 


Est. 1804 
New York Chicago St. Louis 
Houston San Francisco Los Angeles 


Look for the Blue & Yellow Colored 
Trade-mark, Reg. No. 245091 
U. S. Patent Office 
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E. W. Thompson, president, Culbert Pipe 
and Fittings Co., Jersey City, N. J., is this 
year celebrating his organization's fifteenth 
year in the distribution field, specializing 
on pipe, valves and fittings. 


Clinic To Solve 
Industrial Paint Problems 


The Industrial Paint Clinic, a con- 
sultation service for the solution of 
industrial maintenance paint problems, 
has been founded in Chicago by 
Gromer M. Hermann, president of 
\merican-Marietta Company. 

Modern, scientific laboratories, staft- 
ed with 32 trained technicians, are 
equipped to study almost any paint 
problem. Industrialists who are puz- 
zled by painting difficulties are invited 
to utilize the free services of the 
clinic. 


\lthough it was founded primarily 
for the services of American- Marietta 
dealers, the Industrial Paint Clinic 
will handle inquires from any business 
that has industrial maintenance paint 
problems. 


Howard Kuhlman, Aufdemkampe Hardware 
Co., Cincinnati, (center) pays a visit to 
Jim Tate, vice-president (left), and Robert 
Melius, general sales manager, at the Delta 
Manufacturing Company's Milwaukee plant. 
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WV HETHER you sell a complete line of 
transmission products or whether 
you sell only a few items, you will find 
that the Jones organization will give you 
active support in your sales work. 
The Jones catalogs on all the various 
products in the Jones line, represent 
the accumulated knowledge of many 


years. They have been designed to 
make your selling job easier. 


We suggest that you look over the 
accompanying list of catalogs and write 
for any that you believe might be help- 
ful. We shall be glad to send you any, 
or all, of them. 


ANY, OR ALL, OF THESE JONES CATALOGS WILL BE SENT ON REQUEST 


NO. 70—Jones Herringbone Speed NO. 55—Jones Spur Gear Speed 
Redueer Units 
Reducers NO. 68—Jones Worm Gear Speed 
NO. 71}—Jones Cut and Molded Reducers 
Tooth Gears NO. 60—Jones Lemley Frictional 
Clutches 
NO. 75— Jones Worm Helical Speed NO. 58B and 7( Jones V-Belt 
Reducers Sheaves 


NO. 78 — Jones Flexible Coupling 


NO. 56—Jones Roller Bearing Pil- 
low Blocks 





NO. 69 —Jones Cast Iron Pulleys 


NO. 61 —Jones Power Transmission 
Equipment 


W. A. JONES FOUNDRY & MACHINE CO. 4411 Roosevelt Road, Chicago, Illinois 
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DEMAND 
CONTINUES TO GROW 
- « © « NUMBER OF 
DISTRIBUTORS 

KEEPS PACE -:--:- 





Type 4—Rivetted 
Malleable Hub 


MAU REY\/PU LLEYS 





Variable Pitch 


Type 3—Under 6 in Cast Iron Pulley 


USER GETS 
QUALITY 
PERFORMANCE 
LOW COST 


DISTRIBUTOR 
GETS SERVICE 
PROFIT 
PROTECTION 





Cast Tron V-Pulley 


@ The demand for V-pulleys that can stand up under constant 
day-after-day usage is a vital necessity today. Our long 
experience in designing and building V-pulleys and our com- 
plete understanding of their uses have made possible the 
V-pulleys which we offer to our Distributors to sell. Rigid 
inspection and tests all through every step of manufacture 
insures perfect pulleys that meet all industrial transmission prob- 
lems well. Heavy rolled edges give stamina—extra heavy steel 
or malleable hubs insure true running. The great demand has 
made them reasonable in cost and upkeep and they save many 
times their investment in plant operation. ; 


@ Our large stocks are always ready to give you service that 
insures customer satisfaction. Our list of distributors is grow- 
ing constantly because they find Maurey V-pulleys a fine source 
of dependable income. We give full territorial protection and 
do everything to make your selling easy and profitable. Let us 
send you information on markets, prices, etc. 


MAUREY MANUFACTURING CORP. 
2915 So. Wabash Ave. CHICAGO, ILL. 
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McCormac Keeps Sligo Men 
and Customers Informed 


Salesmen come and some oi them 
go, but John F. McCormac after 45 
years with Sligo Iron Store Co. of 
St. Louis still is a bear for work. Mr. 
McCormac heads up the advertising 





J. F. McCORMAC 


and sales promotion department oi 
the company. With three girls man- 
ning the machines, the amount anid 
variety of work that slides across his 
desk weekly in keeping Sligo sales- 
men and their customers well  in- 
formed is amazing. 

A weekly sales letter is mimeo- 
graphed and sent to all salesmen. Also, 
different lists which must go out in 
a hurry, and in not too large quanti 
ties, are mimeographed daily. A 
multigraph machine is kept busy 
printing all price pages and sales 
man’s literature. An addressograph 
machine is kept warm daily from 
mailing out manufacturers’ literature 
to Sligo customers and prospects. And 
a graphotype stands ready at all times 
to cut plates for the addressograph 
machine as new names are added to 
the mailing list. 

But the list of equipment doesn't 
stop there. There is also a_ foot 
power punch press and a hand-power 
press, which Mr. McCormac and his 
crew of three maintain at work con 
stantly in their campaign to keep 
Sligo salesmen and customers up-to 
the-minute on prices changes and 
abreast of the latest information 01 
new products. 


Goddard-Jackson To Move 


Gsoddard-Jackson Co., Los Angele- 
Calif., has purchased the building at 
935-937. Santa Fe Avenue. After 
redecorating and making necessary 
alterations, the move from the present 
building will be made by October 1. 


Perry E. Boyd has been electe: 
vice-president of Goddard-Jackso: 
and Muriel Watts is now secretar\ 


and treasurer. 
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HAS ANTICIPATED YOUR CUSTOMERS’ NEEDS 


8 
The preference for DIXON products . . . built up over a period 
of 25 years . . . didn't "just happen", but is the result of a 


definite attitude and policy. DIXON has always been alert to 
the progressive requirements of users of industrial hose, and has 
e LA M PS therefore kept a step ahead in developing products that have 


a ready market because of their direct benefit to the user. 


To distributors and their salesmen, DIXON not only offers all 
N i PPLES the advantages of handling a widely “yo and accepted 


line, but also the fullest cooperation in helping them realize 


maximum results from their sales efforts. 


Mi 7 iy D = 2B S With the present speed-up of industry, DIXON has stepped-up 


production, in anticipation of the demands that will be made 


on distributors for rush shipments. It's well to know that when 
VALVES et you're dealing with DIXON, you can always get what you want, 
4 C. in a hurry! 
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The new Donnelley-compiled catalog of the Hajoca Corporation is helping them 
to present most effectively to their trade enlarged industrial supply department. 


SALES HELP Available 


Which will give up-to-date information quickly about everything 


you handle. 
Which is not subject to army service or restrictions of any kind. 
Which will gladly work 168 hours a week—with no “overtime”. 


Which will penetrate every industrial plant and reach every man 
who originates requisitions. 


And—best of all—which will do all this for probably less than a 
2-cent stamp each week for each buyer with whom contact is 
maintained. 


For com plete information write— 


R. R. Donnelley & Sons Company 
350 EAST 22nd STREET CHICAGO, ILLINOIS 
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Frank D. Carter who was elected president 
and general manager of W. S. Nott Co., 
Minneapolis, the early part of this year. 
He succeeded E. M. Goldsborough, who 
is now chairman of the board. Since join- 
ing the firm in 1916, Mr. Carter has special- 
ized in sales to the industrial and railroad 
trade in the Twin Cities. 


Coast Manutacturer 
Builds Connecticut Plant 


Reversing the expansion procedure 
of eastern manufacturers who build 
branch plants on the Pacific coast, 
West coast electric motor manutac 
turer is building a new plant on the 
Atlantic coast. Construction has be 
gun on a complete production plant at 
Miltord, Conn., by U. S. Electrical 
Motors, Inc., a California concern. 


The site is on the main line of the 
New York, New Haven and Hartford 
Railroad, 63 miles out of New York 
City. The plant will be completed in 
November and will be equipped with 
new machinery for the production ot 
electrical motors, including horizontal. 


vertical, Varidrive and Syncrogear 
types, and aircraft testing auxiliary 
motors. 





Mac Hunt, William Grindall and Frank 
McIntyre of the Macklin Co. Hunt is head 
of the sales department of the Jackson 
office, Grindall is in the sales department 
and Mcintyre is vice-president and sales 
manager. 
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W HEN a dealer decides to 
stock Barnes Better Hack 
Saw Blades and Band Saws, he auto- 
matically associates himself with an 
organization that believes it's just 
good horse sense to help the dealer 
move his merchandise. 

For merchandise, no matter how 
high its quality, (there are no better 
blades and saws than Barnes), will not 
turn over in increasing and satisfac- 
tory volume unless the manufacturer 
and dealer clasp hands in friendly 
and intelligent co-operation. 

That's why every Barnes Blade and 
Saw is backed by a carefully planned 
selling campaign that includes attrac- 


tive, scientific and helpful packaging 


—full page, two-color trade paper 
advertising reaching more than 100,- 
000 dealer customers every month — 
the Barnes Metal Cutting Manual and 
other printed sales aids — the per- 
sonal assistance of trained field men 
who work with dealers’ salesmen on 
their toughest cases. 

Barnes Hack Saw Blades and Saws 
are better. They move because the 
leverage we place behind them makes 


the dealer's selling job easier. 


Just stock ‘em and see! 
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THAT STEAM! 


PACK WITH BELMONT 


That's the story we're send.ng jour cus 
tomers this month through leading bus ne.s 
publications right to their officos ri,h 
to the job. 









Suggested Belmont Packings 
For Steam Service 


BELMONT 30 


High Pressure Packing. Made of 
closely woven asbestos cloth 
frictioned with a heat-resisting 
rubber compound. Unique 
accordion-pleated center 
block. Rubber cushion re- 
mains resilient even under 
extreme temperatures. 
Comes lubricated and 
graphited unless 
otherwise speci- 
fied. (Rubber 
cushion omitted in packing 
space sizes smaller than ,,”.) 


We tell them of the features o{ Belmont 30 
How they keep pressures sealed. Rea! 
it and avail yourself of this forceful sale; 
ammunition. 












Belmont 30 offers a unique center con :truc 
tion. Center block is pleated upon it elf, 
accordian fashion, at an angle app oxi 
mately 90 degrees with the rod. shis 
provides high resiliency—abundance o! tcke 
up on the gland, and ultimate “edge wear” 
longer life) on the block. 



















All Belmont packings are constructed t> 
give maximum economical service undor 
the most rigorous conditions. No mater 
what the service may be, there is a Belm-n' 
packing for the job—made with the same 
fine care and attention to detail that dis- 
tinguishes Belmont 30. 





BELMONT 754 


Square Braided Pack. 
ing. Made of long fibre 
asbestos yarn, with a 
fine copper wire twisted 
with each strand. 
Braided, in same man- 
ner as square braided flax packings. Each 
strand of metallic yarn is thoroughly lubri- 
cated and graphited, resulting in a finished 
packing which lessens possibility of harden- 
ing in service 


The 1940 Belmont Catalog gives many ro-:e 
sales arguments for Belmont 30 as well as 
sales points for every packing in the Be!- 
mont line. It's desiqned to increase your 
sales. Use the catalog as your guide ani 
watch your sales go up! 










THERE’S A BELMONT PACKING FOR EVERY SERVICE 


BELMONT 


Yo - Sm a ee 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA. 
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Crane Appoints Harkness 
Manager of Wholesalers Dept. 


Crane Co. has announced the ap- 
pointment of John C. Harkness a- 
manager of its wholesalers’ depart- 
ment, with headquarters at the com- 
pany’s general office in Chicago. He 





J. C. HARKNESS 


succeeds William J. Pick, who ha- 
been made manager of the Crane 
branch in Detroit. 

Mr. Harkness is a graduate of the 
Carnegie Institute of Technology. For 
ten years before joining the Crane 
organization he acquired a very com 
prehensive experience in marketing 
building materials through wholesalet 
and dealer channels, being successivels 
salesman and district manager. Among 
his assignments by Crane Co. have 
been market research, general sales 
direction, and territorial studies. 


Convention Date Set 


The 1941 Triple Mill Supply Con 
vention will be held at the Palmet 
House, Chicago, on May 5, 6, 7 and 
possibly 8. The American Supply & 
Machinery Manutacturers’ Associa- 
tion has already voted in favor of the 
four day meeting, with business ses 
sions scheduled only in the morning 
The two distributor groups are now 
voting on this subject 

Friday, November 15, has been set 
as the date of the joint National and 
Southern executive committee’s meet- 
ing and of the Philadelphia zone meet- 
ing. A zone meeting in Denver on 
February 10 and one in San Francisco 
on February 18 have also been set. 

The Southern Association has ten 
tatively scheduled a zone meeting for 
Atlanta on November 18 or 19 and 
one for Memphis on November 20 o1 
21. 

The National Association has set 
a tentative date for a Boston meeting 

December 
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Sales Messages by the Million 


to the markets for 


Gondoz and MANHATTAN 


Industrial Rubber Products 


: WEST COAST 
-_===| Constant advertising through leading _LUMBERMAN 


industrial and commercial publications, is 3 
only one of the sales stimulants which put 
profit into the MANHATTAN franchise. 
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In addition to the millions of Manhattan 
advertisements in these magazines, count- 
less thousands of sales messages go out 
in the form of reprints, envelope stuffers, 
folders, bulletins, data books, catalogs, 
blotters, labels, instruction cards, cal- 
endars, illustrated letters and installation 
photographs. 





Here is a sales-creating force that goes 
to work for you, ‘‘softens’’ your prospects 
and conditions them for your salesmen. 





Hook up with Condor and MANHATTAN 
it’s a line that makes friends—and 


se profit. 
- a 


FACTORY 









Compensated Belts Fire Hose Water Hose 
Conveyor Belts Garden Hose Air Tubing 
Standard Belts Hydraulic Hose Dredge Sleeves 
V-Belts Oil and Gasoline Hose 


Chute Lining 





Agricultural Belting Packers Hose Piya 

Acid Hose Paper Mill Hose Launder Lining 

Air Hose Sand Blast Hose Industrial Brake Lining 
Brewers Hose Sand Suction Hose ond Brake Blocks 
Contractors Hose Spray Hose Molded Rubber Goods 
Creamery Hose Steam Hose Textile Mill Specialties 















OTHER MANHATTAN PRODUCTS 








Suction Hose Tubing Molded Hose for 
Oil Hose Wisteans Every Service 

Other Grades of Hose 

Packing Oilless Bearings 

Matting Belting of Every Abrasive Wheels 
Pump Valves Description Bowling Balls 


THE MANHATTAN RUBBER MFG.DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
EXECUTIVE OFFICES AND FACTORIES 
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, SPEED WITH SAFETY IS 
NEEDED TODAY TO HAN- 
DLE THE TREMENDOUS 
PRODUCTION LOAD OF 
DEFENSE MATERIAL 
WHICH HAS BEEN ADDED 
TO THE NORMAL PEACE 

TIME OUTPUT OF ALL 
MANUFACTURERS. GET 
THIS SPEED WITH— 
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CAR MOVERS 


Car Movers must be able to handle 
all jobs safely and efficiently and 
that's where the BADGER Distributor 
comes in. Badger Car Movers have 


proven themselves in actual work— 
they are easy to handle, strong, fast 
in action, constructed to stand hard 
day-after day usage with no mishaps, 


















and they are low in first cost. 





ADVANCE 
SLIP-PKOOF Thousands of satisfied users are going 
SAFE SP ' 

\FETY SPURS to buy BADGERS when they order re- 
Spurs are the vital pari 0s P 
of every car mover. Ad- placements and additions for the in- 
vance Slip-Proof Safety ; j i 
\ Spurs are made of finest creased load which is imminent. We 

steel, expecially treated are ready with stocks to meet any 

We have all sizes to fit ry 

any BADGER Car Mover emergency — make use of this = 
} or other make. Packed tunity to help industry and 


m sets of |, to 1 doz. 
yourself. 
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ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 
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In making the rounds of stockroom filling 
small orders Harold Guernsey of the Na- 
tional Supply Co., Toledo, Ohio, finds this 


homemade hand truck a valuable time-saver. 


Allen Joins Aftlas- 
Ansonia As Counsel 


Che  Atlas--Ansonia Company of 
New Haven, Conn., has announced 
that Walter A. Allen has been re- 
tained as counsel on product distri 
bution and sales policy. 

Mr. Allen will develop a plan of 
selective distribution through out 
standing jobbers in the hardware and 
mill supply trades. Products made 
by this company are oilers, pointing 
trowels, plastering trowels, putty 
knives, scrapers, hawks, wire coat 
and hat hooks, wire wardrobe hooks, 
and knife sharpeners. 





Here are five of the seven backdrivers in- 
stalled on a new paper machine at the 
West Virginia Pulp and Paper Co., Mechan- 
icville, N. Y., a nice piece of business for 
Sager Spuck Supply Co., Albany. The 
manufacturer, B. F. Goodrich Co., believes 
the installation is one of the finest examples 
of endless belt operation on which it has 
been able to cooperate. 
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ATIONAL preparedness of industry is de- 
manding more and better tools. That's why 
MOLY SHOVELS pave the way for increased 
shovel sales and profits for Jobber and Dealer. 
Be prepared for this extra business. Write today 
for “Moly” details. 


a 5 
can e 
\ 


. \ 





Workmen like them Salesmen like them Management likes 
because they move because they make them because MOLY 
more material with satisfied customers Shovels outwear 
less effort. and repeat sales. others and cost less 

er ton of materials 

andled — also be 

bd * cause they enable 

the men to do more 

and better work. 


THE WOOD SHOVEL an TOOL CO. 


PIQUA, OHIO 


B Wo0n's SHOVELS 
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Metal Stamping 
te 
Control Wedgtelt 
Drive has saved 
$1000 in 3 years in 


the elimination of 





excessive mainte- 


nance costs, alone. 


Flour Mill:"' A meri- 
can’ Tension- 
Control Motor Base 
triples belt life — 
savesits costs in only 


a few months 








THE AMERICAN PULLEY COMPANY T H F 
4220 Wissahickon Ave., Phila., Pa. 


WTAUeay 
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HOW MUCH CAN YOU SAVE IN 
OPERATING YOUR V-BELT DRIVES? 


(in maintenance economies . . . in production increases) 


To FIND the answer to this question 
costs nothing. To know the answer may 
save you plenty! 


Many drives that appear to be running per- 
fectly will reveal, under a careful tach- 
ometer check, an amazing extent of belt 
slip, premature belt and bearing wear, 
wasted power, speed lag under heavy load. 
Our Drive Selection Service Engineers will 
be glad to make this check for you. 

We want to show you how to get more 
power per power dollar—how you can 
double belt life. “American” Tension-Con- 
trol Motor Bases, on your V-belt drives, 
will give performance that can’t be equalled 
They automatically match belt tension to 
varying loads. The results: 


1. Machine speed maintained regardless of load. 
2. Production increased. 

3. Average belt tension reduced. 

4. Bearing pressures reduced. 


5. Maintenance and power costs reduced. 

The road is open to important savings in 
operating costs. The first step 1s to fill out 
and mail the coupon—now! 





AMERICAN 
DRIVE SELECTION 
SERVICE 





ty 


‘American’ Drive Selection Service is based on 
the principle that every plant has individual 
transmission problems that admit of no stand- 
ard solution. The “‘American”’ line, comprising 
a variety of types of drives, provides equipment 
best suited to each plant's particular needs. Get 
the value of unbiased recommendations backed 
by years of field experience—put your trans- 
mission problems up to “American” 
Selection Service! 


Drive 


In addition to Tension-Control Motor 
Bases, the “American” line includes: 


Steel Split Pulleys “Wedgbelt”’ Adjustable 


Diameter Pulleys 
"“Wedgbelts" — V-belts 


“Hi-Torque”’ Motor 
Pulleys 


*Wedgbelt” Pulleys 


(single and multiple grooves) 


Shaft Hangers and 
Set Collars 





The American Pulley Co. 

1220 Wissahickon Ave., Phila., Pa. 
Send your Drive Selection Service Engineer to check 
up on our present V-bele drives. If he can show us 


that we're losing money, we'll welcome his recom 
mendations 


Individual’s Name 
C 0 M p A N Y Street Addres 
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UNUSUAL FEATURE! 


Amco “All-Weather” Rope is a specialty item that brings 
new business and keeps old customers coming back. Amco 
is the original rot and waterproofed rope. The special 
cordage solution used contains neither tar, graphite, nor 
creosote. Impartial tests prove it to be far superior to any 
other rope, treated or untreated. Amco Rope retains high 
tensile strength longer and a greater resistance to the 
weathering of farm use and the 
abuse of marine and industrial 
work. But for all its extra value 
and longer life, Amco costs no 
more per pound nor weighs no 
more per foot. It’s no wonder 
dealers find it easy to increase 
their rope volume with Amco. 
Every dealer who has taken on 
AMCO ROPE has substantially 
increased his rope business. 
Write us for complete details. 


AMERICAN MANUFACTURING COMPANY 


NOBLE & WEST STREETS, BROOKLYN, N.Y. 
Western Factory: 


ST. LOUIS CORDAGE MILLS 








sT. Loutis. MO. 





ALL-WEATHER ROPE 
AMERICAN ‘SUPERIOR’? MANILA ROPE 
TWINE «© OAKUM ¢ PACKING 
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At last we know what Bruce P. Hetler, gen- 
eral sales manager of Blackmer Pump Co.., 
Grand Rapids, Mich., does after working 
hours. He's demonstrating his lawn-mowing 
prowess to the caretaker on the company’s 
front lawn. 


Hays Supply Publishes 
General Catalog 


The Hays Supply Co., Memphis, 
has issued its first general catalog. 
according to Dennis S. Hays, presi 
dent, who compiled it. The catalog 
is of the regulation size, with a yel 
low binder, lettering in’ black. The 
contents are fully illustrated, and con- 
tains information on how to order, 
and other data describing the lines 
of industrial and welding supplies. 
blacksmith supplies and tools, machine 
tools, agricultural supplies and repairs, 
and welding equipment. A list of thei 
nationally known manufacturers are 
given, and the contents arranged al 
phabetically 





Paul F. Froeb (left), chief of the power 
transmission division of the Ideal Commuta- 
tor Dresser Co., Sycamore, Ill., claps a 
friendly hand on the shoulder of the latest 
addition to Ideal’s sales force—John A. 
Hennessy. Mr. Hennessy, a qualified trans- 
mission engineer, will devote the major 
part of his time with distributors. 
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Progressive Distributors insist upon more than that a 
product "always has been good''—that consumer ac- 
ceptance is assured! 


Distributors want a product that “always has been good" 
backed by a Company Policy that is fair, an organization 
progressive and alert to the Distributor's needs. 


Billings Forged Wrenches and Shop Tools “always have 
been good" and more, Billings have the type of Policy 
—a real sincere Selective Distributor Policy which assures 
Billings Distributors substantial—profitable volumes. 


Billings Distributors receive more than just a stock of 
Billings Products—they are assured of intelligently di- 
rected missionary assistance, sales and advertising pro- 
motion aids directed through them to prospective users 
plus the repeat business produced from the fact— 
Mechanics say "'Billings always have been good". 


You'd better watch Billings! 


HARTFORD, CONN., 
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Your 35th Annual Buyer's Reference 
Guide Issue of MILL SUPPLIES will be sent to 
you December 15, 1940. 


@With two mew features added, the directory 
this year is even more valuable for everyday ref- 
erences. It will help speed. your activities, 
improve your service, assist you to keep pace 
with business as it speeds up under the impetus 
of the National Defense Program. 


Completely revised and corrected, the coming 

issue will be your most reliable “Buying Guide.” 
It will list only those items you sell or may 
have calls for. In addition it will offer you— 
almost exclusively—an opportunity of choosing 
sources of supply among manufacturers that 
recognize and sell through the distributor. 


Bigger and Better—Yes! But the most impor- 
tant fact to remember about the coming “Buyer's 
Guide” is that it is the same dependable directory 
that you have used profitably for many years— 
the directory that has been built for industrial 
distributors by industrial distributors. 


MILL SUPPLIES 


A McGraw-Hill Publication 





330 West 42nd Street 
New York, N. Y. 
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KEY GRAPHITE 
ae Pee 


NEW SALES 







OPPORTUNITY 4/ ¥« 
NOW... aan 


- ++ Mill Supplies Salesmen — here is a new 
opportunity to increase Key Graphite 
Paste Sales. 


The new 5 Ib. unit of Key Graphite 
Paste, with the brush applicator in the 
top, is winning favor throughout the 
country. This new package makes Key 
Graphite Paste even more efficient and 
economical to use than ever before. 


PLANT STOREKEEPERS 


... who must distribute sealing compound 
for oil service and high pressure steam 
service throughout industrial plants find 
that this new handy kit package gives 
them close control on requisitions. Many 
are ordering a dozen or acase at a single 
clip. 


Present Key Graphite Paste 
Along These Lines To Make 
Your Story Stick 


KEY GRAPHITE PASTE 


1 Is absolutely leak-proof against high 
pressure steam, gasoline, kerosene, etc. 


It expands under heat. 


it lubricates as it seals. 


2 
3 
4 Leaves joints easy to disconnect and 
clean. 

5 


Key Graphite Paste is economical... it 
requires only water for thinning. 


Over a quarter of a 
million messages on 
this new Key Graphite 
Package have been pre- 
sented to your custom- 
ers and prospects... 
national advertising 
makes Key Graphite 
Paste profitable to 
feature. 








2621 McCasland Ave., East St. Louis, Ill. 
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Representatives of Continental Rubber Works pictured as they gathered for the annua! 


sales conference at Erie, Pa. Back row: 


W. K. Wickersham (Chicago); C. McNary 


(Detroit); E. Crawford (Pittsburgh); A. N. Shea (New York); A. J. Marshall (Cincinnati) 
H. T. Fowler (sales manager); R. L. Woodward (Cleveland); E. N. Holley (Boston); J. H. 
Woodall (Erie); J. E. Trescher (Greensboro, N. C.). Front row: W. A. Bonnet (Phila 
delphia); F. H. Wallace (Erie); D. F. Brown (San Francisco); F. W. Korn (St. Louis): 
Coulter (Baltimore); S. W. Prince (Buffalo); W. L Zimmerman (Kansas City). 


Continental Rubber Holds 
Annual Sales Convention 


Branch managers of the Continental 
Rubber Works met for a sales confer- 
ence at the home office in Erie, Pa., 
\ugust 16-18. Among = scheduled 
events were a tour through the factory 
to inspect new equipment and im- 
proved methods of manufacture and a 
picnic at the farm of T. R. Palmer, 
president of the firm. 


New Philippine 
Supply House Formed 


Announcement comes from Manila 
that Mechanical Supplies, Inc., have 
purchased the business and stock of 
the Berry Engineering Co. 

Donald B. MacAfee is president and 
general manager of the new corpora- 
tion and is a machinery executive of 
many years experience in the Philip- 
pine Islands. As sales manager, Mr. 
MacAfee has visited most plants and 
has a comprehensive knowledge of the 
Far Kast mines and industrials. 

The new corporation intends to in 
rease its lines. Particular attention 
> given to marine engines, tice 
mill equipment, mining machinery. 
logging and lumber mill equipment, 
ichine shop tools, road and construc- 
tion machinery as well as hydraulic 
pumping machinery and specialized 
equipment. ’ 

\ complete stock of mill and me- 
chanical supplies will be on hand in 
the corporation’s warehouse at Manila. 

Mr. MacAfee states that his corpora- 
tion will willingly consider any new 
developments in mechanical equipment. 
Manufacturers are requested to write 
the corporation at its mail address in 
Manila, P. O. Box 1177, regarding 
lines of equipment available for export. 
Mechanical Supplies, Inc. in its loca- 
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tion at 320 13th Street, Port \rea, 
Manila has large display quarters and 
a well equipped warehouse. The cor 
poration has been organized by vari 
ous Manila business men and its cap'- 
talization is sufficient to permit 
tinual expansion. 


Cemented Carbide Tools 
Speed Production 


Germany and England through tli 
development of special machinery and 
use of carbide cutting tools have re 
duced time needed to machine 75 
mm. shells from 28 minutes to le-- 
than four minutes, according to avail 
able reports, the Columbus Chapter. 
American Society of Tool Engineer- 


was told by James R. Longwell. 
chief engineer, Carboloy Co., Inc 
Detroit. 


Speaking at Ohio State University. 
Longwell said that cutting tools mad 
of cemented carbides—man made dia 
monds—would probably play an in 
portant part in \merica’s 
ment program. 


rearin 


Jarrett Rejoins Blue 
Ridge Hardware & Supply 


Morton Jarrett, who formerly w 
employed by the Blue Ridge Hard 
ware & Supply Co., Bassett, Va., ha- 
returned to that company as a sales 


man. He has had five years of ex 
perience in industrial supplies and 
plumbing. 


The company has also added a pric 
and quotation clerk to its force. A 
new two-story, 60 by 80 warehous: 
has been constructed to i 
creased stocks. 


house 
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NLLIONS ON AIRS 
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Air wool 


controls prevent accidents, 


increase production. 


’am 
“berated. “Tip-toe’’ foot 


ERE are a few typical uses of Schrader Industrial 

Products for control of compressed air. 
Similar installations can be made in almost every 
manufacturing plant in the country. 


Present users of Schrader Products report in- 
creased efficiency and economy and complete satis- 
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S6GC US. PatLore 


INDUSTRIAL AIR PRODUCTS 














faction. asia egy “gee 
Thi , li d a I f Air “Knock-Out” Sets . . . Pneumatic Controls for 
active 2 op “es steady v fe . : : : 
wd “a — we a ) pie Sch bon Machines ... Blow Guns... Spray Guns... Blow 
pe my b ary _ ha "es aie - “id Valves . . . Pilot Valves . . . Couplers . . . Air 
] > write fo omplete sales ; msihegy ag 
procucts by aif micans a 5 COmpeete sare Line Fittings . . . Hydraulic Gauges. 
material now. . 
Schrader's policy includes attractive prices, terri- assistance of industrial air specialists for sales 


tory protection, advertising and printed help, the force education and other reasonable cooperation. 


A. SCHRADER'S SON Division of Scovill Manufacturing Company, Incorporated BROOKLYN, N. Y. 
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On any Shape or Material 


af for hand or poner cutting 


No matter what the type of work, VICTOR Hack Saw 
Blades—Tungsten and "Moly," Hand* and Power—break 
records for fast sales and repeat orders. 


In addition, the modern metal boxes* are preferred by 
users, are handier to stock, and make better 
display. 


VICTOR SAW WORKS, Inc. 


Middletown, New York 











A | VICTOR Frames 


=— VICTOR Hack Saw Frames are made in 

la four types, each strongly built and finely 

finished. Frames are easily and quickly 

adjustable to blades of varying lengths, 

and blades can be readily "faced" in 

directions required for intricate cutting. 
Sell both Blades and Frames. 
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Primed for the Forties 


he Barrett-Christie Co., Chicago, 
is priming its organization to meet 
the expanding demands of industry 
in the ’40’s. During the past few 
months things have really hummed 
around B-C headquarters. Larger 
quarters were acquired, sprinkler sys- 


tem installed throughout building. 
| process of streamlining stockroom 





New manager of steam specialties depart- 
ment, J. W. Hieronymus, is author of a 
series of articles on applications of steam 
traps in various industries. 


started, several new lines added, sales 
activities expanded, sales promotion 
and house advertising pitched higher 
by the addition of a new and separate, 
catalog and two organizational changes 
announced. 

A short-term lessee occupying part 
of the second floor vacated. Immedi- 


Robert D. ‘Bob’ Christie earned his spurs 
in machine shop of International Harvester 
Co. Is specializing in selling complete 
equipment for metal-cutting departments. 


ately work began on the installation 
of a sprinkler system throughout the 
two-story building. This progressive 
step reduced the hazard of fire and 
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AMERICA’S STAND-BY 
... for more than 


50 Years! 





fe win and hold leadership for 
fifty years — that’s something 
that can be said about comparatively 


few products. But it applies in every 


_way to Steel Pipe, the backbone of 


the nation’s piping systems. Other 
types of pipe may come and go, but 
Steel Pipe seems destined to go on and 
on as America’s Number One Pipe. 
Number One in value. Number One 
in usefulness. Number One in sales. 


During all these years, though still 


fundamentally the same strong steel 
pipe of fifty vears ago, NATIONAI 
Pipe has been constantly refined and 
improved to keep abreast of the 
changing needs of industry. It is to- 
day cleaner, stronger, more uniform, 
easiel to work. Higher quality steels, 
processes for removing scale and re- 
tarding corrosion, all have contrib- 
uted to give vou the greatest value 
per dollar of cost in NATIONAL Pipe 


lo serve your piping requirements 


with all possible speed and ctheteney, 
NATIONAL Pipe is made available to 
vou through a nation-wide system ot 
quality distributors. These distribu- 
tors, carefully selected for their ability 
to give you exactly the kind of service 
you require, are located strategically 
in every major commercial center. 
Chey are qualified to help you in 
every problem involving pipe. Get to 
know your NATIONAL Pipe distribu- 


tor. Enlist his aid onevery piping job. 


NATIONAL TUBE COMPANY 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 


PITTSBURGH, PA. 





United States Steel Export Company, New York 
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Only Shafer gives you all 
three features in one bearing 






Shafer concave roller design combines: 1. 
Integral self-alignment; 2. Generous ca- 
pacity for radial, thrust, and combined 
radial-thrust loads, 3. Simple adjustability. 
This simple and effective design provides a 
compact bearing with automatic compen- 
sation for misalignment, shaft deflection, 
and shock; with thrust capacity provided 
in the simplest way without auxiliary 
means; with adjustability that cuts re- 
placements; and overall performance that 
gets repeat orders. 


Investigate the complete Shafer line of 
stock mounted bearing units for all power 
transmission uses. Shafer Bearings give 
you something to sell and Shafer sales 
cooperation helps you to a consistent 
profit. Write for Catalog 15 and details of 
the Shafer agency arrangement for your 
territory. Do it today. 


SHAFER BEARING CORPORATION 
35 EAST WACKER DRIVE + CHICAGO 








Shafer Standard Duty 
Pillow Block 











Sectional View 


ay 


SHAFER kadial-thiusl 
ROLLER BEARINGS 
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incidentally, clipped a neat sum tre 
their insurance bill. 

With the addition of an experienced 
stockman to the staff the first step in 
streamlining the stockroom for speed- 
ier order-filling began. Wooden shelv- 
ing is being replaced by metal shelving 
throughout. Stock is being shifted 
and relocated according to a revise: 
layout. All small tools, such as twis: 
drills, have been placed in individua’ 
compartments within large steel cab 
inets, which are placed within eas) 
reach of the counter men. So wel! 
is the system functioning that a physi 
cal inventory taken daily by the stock- 
man has materially aided the purchas 
ing department in weeding out the 
non-moving items and jogged the sale- 
force into pushing lines that have 
lagged. 

But this program of priming didn’: 
stop below the executive line. Presi 
dent Harry Barrett. in charge of sales, 





John E. Banks, in charge of stock, points 


with pride to new all-metal shelving with 
compartments for small tools. 


added more punch and sparkle to the 
veekly sales meetings. And since th 
Dallas convention reaffirmed his opi 
ion as to the value of sales training 
for inside men, he is planning a seri 

£ meetings designed to give thes 
men more effective sales tools wit! 
which to work 

J. G. Christie, secretary-treasure 
dug in with renewed vigor to whi; 
into shape a new sales promotion 
weapon. He compiled a 28-page cata 
log covering the complete line of rub 
ber goods and accessories This cata 
log, used as an adjunct to the reguia 
b-C catalog, was placed in the hand- 
tf W. B. Hunt, rubber specialist, wh 
personally distributed copies to all 1- 
customers. 

For the past thirty years B-C have 
made steam specialties one of thei 
major lines — handling \rmstrong 
steam traps, Johnson instant heaters 
rotary joints and return traps, and 
Mason-Neilan regulators. J. W. Hic 
ronymus has been elevated to the pos: 
of manager of the steam specialtie- 
department. Mr. Hieronymus is wel 
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The Complete Line Means 
Extra Sales 


One advantage of stocking CARSON NEWTON FILES is the completeness of the line. 

























We are one of the very few file makers who can give you from one source a com- 
plete line of files and riffles (both American and Swiss Patterns) in all sizes, shapes 
and cuts for any filing job industry may hav>. Years of service have proven the 
satisfactory results. 


The National Defense Program is bringing a lot of file orders for all kinds of 
filing jobs. They must be right the first time, there is no time for trials or taking 
chances. 


\\ 


~~ 
_ 


ZZ With the complete CARSON NEWTON line shown here you can from one 


source obtain files that assure your trade service, results and economy. 


lst—ALLIGATOR” (Swiss Pattern). Swiss Pattern Files are used when it 
comes to real precision filing. Remember there are only a few Swiss Pattern 
Brands and none better than the CARSON NEWTON “ALLIGATOR.” 
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2nd—”DU-MORE” (Red Label). The highest grade commercial American 
pattern file. They can be put against any files on the market and will 
give satisfaction. 


\Y \\ 
\\ 
\ 
\ 


A 
\ \ 


\\ 


3rd—"KLEEN-KUT” (Blue Label). A first quality grade in the so called 
regular commercial files. They will stand right at the top with any 


\ 


make in the regular commercial line. 


Standardize on CARSON NEWTON—the complete line from one 
source. It is readily accepted, easy to sell, stays sold and it helps 


\\ 


te 


\ L 


build a reputation for you as a first class source of supply. 


In some sections we can accept distributors. Why not write us 







Z7”. today? 
i The franchise may be open in your territory. 
f __ ae BITE THAT Co 
: , sw UWrs.. 
¥ : = : : S 


“ARSON-NEWTON FY 


“DU-MORE" "“KLEEN-KUT" “ALLIGATOR” 
“THERE IS NOTHING BETTER” 


CARSON NEWTON CO. FILES BELLEVILLE,N. J. 
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PARKER 
VISES 


Made for 
Industrial Users — 
Sold through 


Industrial Distributors 


For 108 years and with castings always from our own 
foundry (recently greatly enlarged) we have been furnish- 
ing industry with vises that satisfy. Since Distributors were 
formed we have sold through them. The years of experi- 
ence, for which there is no substitute have enabled us to 
build vises with unusual features. Tell the story of these 
features for profits from satisfied customers. 


HERE’S THE STORY 














Our Jaws GRIP an macrrsacmetemeny, 

7 eee LIKE AGRIZZLY SR eee | | LOCK Arun. | 
ur HANDLES ¢ i ‘~ JAWS COVERTHE | SOLID STEEL | 
STAY PUT,/ =. : = ) ENTIRE TOP OF BAR SLIDE \ 
+ ae 4 THE VISE and ARE | STRENGTHENER | 

o PER IOR. } 
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WeE Mart 
OUR OWN 
CASTINGS of 
PARKO-METAL 


J WITH THE 
—< STRENGTH 
OF A SOLID} 
BACK Jaw 
= ) 


ur \S 
IMPROVED 
}), SAOOLE AND 
UNDER PORTION 


THE PARKER SALES POLICY 
100% SALES THRU THE DISTRIBUTOR 


Full protection to the distributor stocking PARKER VISES. 


THE CHARLES PARKER COMPANY 


MERIDEN, 





CONN., U. S. A. 


<r 
THEY GRIP LIKE A GRIZZLY 
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qualified to hold down his new post 
having spent ten years with the West- 
ern Electric Co., for a time acted as 
a consulting engineer and for the past 
six and half years has been associated 


with Barrett-Christie. Robert D. 
Christie, a new man out of college, 
put in his apprenticeship in the ma- 
chine shop of the International Har- 
vester Co. Bob is specializing on 
Wells Band Saws (new line) and ac- 
cessories with the idea of building up 
B-C as suppliers of equipment for the 
complete metal-cutting department of 
a plant. He also specializes on Coffing- 
Hoists. 

In addition to steam specialties Bar- 
rett-Christie have stocked and sold for 
a number of years representative lines 
of industrial tools, industrial equip- 
ment and a general line of machinist’s 
supplies and are now equipped to serve 
the industrial trade in a representative 
manner. 


Standards Fixed For 
Twist Drills 


Completion of an important sched 
ule has been announced by the Ameri 
can Standards Association. 

The newly completed standard, 
designated the American standard for 
twist drills, marks the solution of a 
controversy extending over a period 
of years between manufacturer and 
user groups as to drill sizes and 
lengths. Its three principal parts are: 
1. nomenclature and classification of 
drills, 2. a table of 116 American 
standard drill diameters ranging from 
9156 to .5000 inch, inclusive, with 
corresponding overall and flute 


lengths, and 3. an appendix giving the 
\merican standard series and the 
manutactured sizes still available fron 
manutacturers but not specified in the 


series. 


The veto power at the Machine Tool & 
Supply Co., Tulsa, Okla.—Mrs. Leo H. Gor- 


ton, the credit manager. 
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veriod for rugged performance. Marvels of mechanical 





perfection, Coffing Hoists have earned the respect 
and acceptance of users everywhere—in all in- 
dustries. Industrial users have come to rely on 
Coffing Hoists because they are strongly con- 
structed, easy performing, and dependable on 
any job for which the proper type hoist is em- 
ployed. Our entire resources are concentrated 
on giving users hoists that offer low-cost, safe 
performance. Every day users are realizing 
totally new conceptions of hoist performance 
and value. 
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Because of the wide variety of applications 
Coffing Distributors find ever increasing sales 
opportunities. The added responsibility which 
Mill Supply Distributors have toward industry 
today, and in cooperating with the national de- 
fense program makes it imperative that industrial 
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users have a dependable source of supply—a ; 
source from which they can get the best possible Q é 
service for their needs. We have facilities to take A h 
care of orders immediately. Our line is complete . y 5 
—our cooperation, sales helps, factory-trained ¢ 
salesmen, and user advertising backs up your 5 ih 3 
personal selling—now is the time to sell 5 
COFFING HOISTS. 
COFFING HOIST CO. } 
DANVILLE, ILLINOIS vw 
“cesicn” FLOISTS 
DESIGN 
RATCHET LEVER HOISTS LOAD BINDERS ELECTRIC HOISTS 
SPUR GEAR HOISTS TROLLEYS DIFFERENTIAL HOISTS 
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UNDER ALL CONDITIONS, 
JACKSON DISTRIBUTORS ARE 
PREPARED FOR FAST SERVICE 





Time out! It was mighty hot in Detroit when 


ON DEPENDABLE EQUIPMENT i che cian CoStar ak ee 


facturing Co., cooling off in front of his 


plant. 
WHEELBARROW S 
CONCRETE CARTS + DRAG E. C. Barrett Succumbs 
SCRAPERS * MORTAR MIXING lkdward ©. Barrett, 76 years old. 
BOXES - COAL & COKE WAGONS vice president of the Barrett Hard 


ware Co., Joliet, UL, with which he 
Was associated 59 vears, died of a 
heart attack on July 30. The son of 
the late William) Franklin” Barrett 
who founded the company in 1850), 
Mr. Barrett became associated with 
his father in the hardware firm in 
ISS], 

Mr. Barrett) served his time as 
ipprentice in the plumbing, heating 





Jackson Type M-11 with pneumatic jackson Type M302 M-4 ane and sheet metal workshop, gaining 
tire—the only b th M-8 Contractors arrows with gra etsee oon S90 39009 ‘ : . $ : 
ey, Fs SS ee ane fee practical training that fitted him for 
three thicknesses of steel at folds high carbon steel sheets, rein the partne rship formed in 1884 unde: 
Practical—Ruyged—Rigid. Avail forced with steel rods in edacs ; I alti. ~ 
able also with steel wheels pa gay BF B+ the name ot Barrett & Sons. Under 
stee . . - . . 
3'2, 4 and 41% cu.ft the leadership of E. C. Barrett and 
his son, W. Franklin Barrett, presi 
Prompt service and opportunities to meet all requirements, dent of the company, the Barrett 
ee ae Hardware Co. has grown into one ot 
under all conditions can be depended on by every distribu- ae = 


the largest hardware firms ino fh 
tor handling the Jackson line. 


Nols 


Regardless of the hard service to which it is put the Jack- 
son line will stand the gaff because it is designed right, built 
right and is right for the job. It's a quality line through 


and through—the result of more than 60 years specialized 
experience. 








Jackson Steel Mortar Mixing 
boxes—formed from single sheets 
—rigid. Made in three sizes from 
60 to 108 inches long, 32 to 48 
inches wide, It! inches deep 





Send for the new 
Jackson Type 4 Concrete Car wit 
drop axle. pneumatic tires and Jackson Catalog 40 M-S. 
oller 


bearing wheels Capactiy 
cu.ft. even full 





EST. 1876 At 12:30 each day president Wallace W. 
Cornell (center), Cornell Supply Co.. 


Toledo, gets together with L. H. Moll (left) 
JACKSON MFG. Co. HARRISBURG, PA. and Fred pbc to plan a sales program 


for the next day. 
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... DEPENDABLE IS RIGHT! 


There are 21 definite points of superiority that make the Wright the 
dependable hoist it is. Users soon discover these points and value them. 

Every Wright Improved High Speed Hoist is fast, smooth and posi- 
tive in action—because of Wright precision load wheel bearings. It is 
immune to corrosion—because of its full zinc coating. Its load chain 
always stays in the pocket, regardless of operating position—because 
of the Wright safety guard. These are only three of the 21 points. The 
others are equally important. 

Wright Trolleys are as dependable as Wright Hoists—made to give 
long, faultless service. 

Write for the Wright Catalog describing modern hoisting equipment 
in capacities from 14 to 50 tons. 


ne Of 


(i 





SELL ACCO QUALITY in Wright Hoists, Cranes and Trolleys; Tru-Lay Pre- 
formed Wire Rope; Reading-Pratt & Cady Valves; Campbell Abrasive Cutting 
Machines; American Chains; Page Welding Electrodes and Page Wire Fence. 


WRIGHT MANUFACTURING DIVISION ¢ YORK, PENNSYLVANIA 





AMERICAN CHAIN & CABLE COMPANY, Inc. 











AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION READING-PRATT & CADY DIVISION _In Canada: 
| (left) AMERICAN CABLE DIVISION MANLEY MANUFACTURING DIVISION — READING STEEL CASTING DIVISION pana t CHAIN COMPANY, LTD. 
n 3 
rogram ANDREW C. CAMPBELL DIVISION OWEN SILENT SPRING COMPANY, INC. | WRIGHT MANUFACTURING DIVISION —" apiTiSH WIRE PRODUCTS, LTD. 
FORD CHAIN BLOCK DIVISION PAGE STEEL AND WIRE DIVISION ° THE PARSONS CHAIN COMPANY, LTD. 
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A CATALOG 
YOU NEED 


1 Vite 


for your 


copy i 


PAWL BERG J 


Tue up-to-the minute 
data in this new 96 page 
Bearing manual should 
be in the hands of every 
Distributor, no matter 
what lines of bearings he 
sells. This manual gives 
valuable information on 
the selection and mainte- 
nance of all types in gen- 
eral use today. 


When you get a call for 
a type of bearing not nor- 
mally stocked—you'll find 
it listed in this fully illus- 
trated catalog and avail- 
able from any of our 25 
Branches. 


Write for a copy for your 
personal reference. 


AHLBERG BEARING COMPANY 


MANUFACTURERS OF (JB) MASTER BALL BEARINGS 
3026 WEST 47TH STREET, CHICAGO, ILLINOIS 
— Service from 25 Branch Offices —— 
= LACS Rl Tr 
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Strong, Carlisle 
Chairman Dies 


Lynn J. Hammond, 76, chairman of 
the board, Strong, Carlisle & Ham- 
mond Co., Cleveland, Ohio, died 
August 22, just eight days after the 
death of Tyler Carlisle, the firm's 
president. 

After eight years spent with the old 
Cleveland Rolling Mill, 1879-1887, 
Mr. Hammond became the first em- 
plovee of the Strong, Carlisle & 
Turney Co. Besides Mr. Hammond, 
the firm consisted of Edgar E. Strong, 
Robert H. Carlisle and William J. 
Turney. In succeeding years Mr. 
Hammond became a_ general office 
worker, sales manager, general man- 
ager and president. He had been 
chairman of the board for ten years. 


Tulsa Salesman Dies 


Ralph H. Urban, city salesman for 
the Machine Tool & Supply Co., 
Tulsa, Okla., died July 24 from a 
streptococci throat infection which 
developed into pneumonia. 

Mr. Urban covered accounts outside 
of Tulsa before being brought into 
the city. 


John C. Olsen Dead 


John C. Olsen for the past ten years 
vice-president of the Flexible Steel 
Lacing Co. of Chicago passed away 
on July 3. Mr. Olsen had been with 
the company for over 25 years and 
had been active in developing the 
present plant. He had patented sev- 
eral belt lacing methods used by 
Flexible during his long period of 
service. 





There's not much doubt left in a customer's 
mind about which pump will fit his needs 
after C. H. Hall (in shirt sleeves) pump 
specialist of Peden Co., Houston, Texas, gets 
on the job. 
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lo ENABLE its distributors to more 





fully assist industry in the proper selection and more 
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Cinder Bloc bei | 
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Cal Water Paints -- 
Concrete ( 


we 
, ep halg ‘ 
praintenanee pe 


whys 
WANDS a 






General) - 







This comprehensive 128-page Maintenance Painting Handbook, com 


economical use of industrial maintenance paints, the piled by the Industrial Paint Clinic, describes the proper painting pro- 
: , ‘ Te cedure on 72 different surfaces under 42 different conditions. 
American-Marietta Company, makers of VALDURA : i a diferent condition 


heavy duty paints, have established a nation-wide 
technical paint consultation service — the Industrial 
Paint Clinic. 














Staffed by 32 trained paint technicians, the Clinic 
is ready to provide a quick, authoritative and practical 
source of paint information without charge or obliga- 
tion to all users of maintenance paints. 

This Clinical service establishes the VALDURA 
distributor in his area as the outstanding source of 
information on maintenance paints. 

Special Industrial Paint Clinic reports, analyses, and 


product recommendations on prospective paint jobs, 


INVESTIGATE THE LOWER COST OF 
SQUARE-FOOT-PER-YEAR-OF-SERVICE OF Valduca Products 


American-Marietta Company 


Formerly American Asphalt Paint Company 


CRE ors @) illo Msi ic-1-1 om GuilletololoMmliitarel is 


MILL SUPPLIES © SEPTEMBER, 1940 


a monthly news bulletin describing new 
developments and findings of the Clinic 
and a comprehensive Maintenance 
Painting Handbook are available gratis 
for the exclusive use of VALDURA 


distributors and their trade. 





This amazing program will be forcetully pub- 
licized through full page advertisements in 
America’s leading industrial magazines, direct 
mail and descriptive literature. The resulting 
inquiries, available only to VALDURA 
distributors, can be converted into sales, not 
only for paint, but for other Mill Supplies as 
well. VALDURA DISTRIBUTORS 
CAN NOW SELL PAINT WITH NEW 
AUTHORITY—NEW CONFIDENCE 
AND IN GREATER VOLUME! 

If you are not already a VALDURA distributor 


send for complete details of the Industrial Paint 
Clinic and the material to put it into operation! 
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No. 200 Series 
Heavy Duty, 
Double Ball 
Bearing Swivel 
with Semi-Steel 
Hyatt Bearing 
Wheel. 


service. 


you call. 


and “freedom from costly breakdowns”. 


casters, such as the Faultless 200 Series. 
wont balk or stick 


There is an_ interest- 
ing explanation for the 
healthy volume increases 
Faultless distributors are 
enjoying. Customers who 
used to be difficult . . 

many of 


whom were 


never on the books be- 


fore... have been easy to sell with Faultless “lower mileage costs” 
to the maintenance of production schedules as reliable, trustworthy 
won't crack up under years of punishing 


Offered in a complete range of sizes and wheel construe- 


tions that provide a broader scope of sales opportunities wherever 


FAULTLESS CASTER CORPORATION 


DEPT. MS-9 
Evansville, Indiana 


Representatives in Principal Cities 


Canadian Factory: 


Stratford, Ontario 


Member of the American Supply & Machinery Manufacturers Association 


FAULTLESS CASTERS 


FOR INDUSTRY 
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For nothing is so essential 


Here are casters that 








Bill Rogers, manager, valve department, 
Fairbanks Co., does stay in New York once 
in a while. The proof is offered by this 
office snapshot. 


Chase, Parker Veteran Dead 


John K. Wiswell, 60, Chase, Parker 
& Co., Inc., Boston, died suddenly on 
August 11. Mr. Wiswell had been 


engaged in the hardware and mill 
supply business in Boston for more 


than 40 years. 


Show Dates Are Set 


The week of March 24 to 29 inclu- 
sive has been selected for the 1941 
Machine and Tool Progress Exhibi- 
tion according to an announcement 
from the American Society of Tool 
Engineers, Detroit. 

The exhibition will be held in con- 
junction with the A.S.T.E. annual 
convention in Detroit and will be 
held at Convention Hall, as were the 
1938 and 1939 shows. 





H. S. Wright, manager, electrical depart- 
ment, Riechman-Crosby Co., Memphis; Neil 
T. Witt, Jr., who has joined the company as 
a specialist on Birdseye lamps and T. H. 
Carr, Birdseye Electric Co. 
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CAST IRON PULLEYS 


There can be no uncertainty in 
predicting the performance of 
Wood's Pulleys. For into every one 
is bred the fruits of more than 80 years of 
engineering experience reflected in sound design, 
calculated strength, true-running and wobble-free 
characteristics. 










You can install no finer pulleys, none more accurately bal- 
anced and power thrifty. Wood's Cast Iron Pulleys insure 
long-lived, trouble-free drive economy. 


T. B. WOOD'S SONS COMPANY 
Vtaton, Me, Pitbagh Pe Novo Nd 
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FORECASTS 
GENERATIONS 
OF MORE 
EFFICIENT 
PERFORMANCE 


Note: Some good territory 
open to alert distributors! 


























































WISS 











Give your Metal-Working Customers 
Service promptly. ..on modern, fast- 
cutting, high-quality SNIPS... 


SNIP SERVICE—in quality performance, 
maximum value and ability to meet de- 
mands from your customers in any qual- 


ity, promptness is an advantage 


to dis- 


tributors which mean profitable business, 
satisfied customers and repeat orders in 


ever increasing volume. 


Remember—the WISS LINE has 
it 92 years of specialized effort 
ducing snips that are superior in 
and construction—in shape, 

edge, strength and long life. 


WISS METAL-MASTER 
Compound Action SNIPS 


Here are the Snips with which you 
can meet the exacting demands of 
aviation, air conditioning and all 
other plants involved in fabricating 
sheet metal. These modern, com- 
pound action Wiss Snips will cut 
circles, squares, and any irregular 
patterns on stainiess, Dural and 
Mone! metals with the greatest of 
ease. Made in matched patterns 
to cut ‘left’ or “right"’ hand. 






















Curved Blade 
Pattern 


Combination 
Pattern 





behind 
in pro- 
quality 
cutting 
















F. Schimpf is the paint specialist for the 
Alamo Iron Works, San Antonio, Texas, but 
this doesn't prevent him from doing a good 
job of selling V-belts when the customer 
demands them. 





























































Regular 
Pattern 


J. WISS & SONS CO 


AS FAMOUS IN 1940 AS IN 1848 


WISS offers a 
complete line of Snips 
for every purpose 


The complete WISS line in- 
cludes types and sizes for light 
and heavy duty service, Wher- 
ever a Snip can be used, 
there's a WISS to handle the 
job better. 


Send at once for the latest 
WISS Catalog giving a com- 
plete listing of sizes, and 
types. Investigate the WISS 
SALES FRANCHISE, NOW! 






Cunningham Issues 
Power Publication 








Cunningham Machinery  Corp., 
Shreveport, La., who recently issued a 
publication “Modern Miller”, designed 
for mailing to saw mills, have pub 
lished a second booklet, “The Power 
House”, which is being mailed to 5,000 
transmission users in Louisiana, Ar 
kansas and Texas. 

The 32-page magazine-size publica- 
tion contains descriptive articles and 
application photographs on the lines 
handled by Cunningham which find 
application in the generation and 
transmission of power. 
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C. B. Flanigan, newly appointed New York 
manager for Chain Belt Co. He succeeds 
W. H. Quinn, who died recently. Mr. Flani- 
gan has been with Chain Belt since 1925, 
has been Chicago manager since 1937. 











ys you, merely a bolt. .a 


common product used in thousands of places. 

To the trade . . perhaps a %x8-inch bolt of 
a type sold by the hundreds of thousands for 
industrial fastening. 


To us, however, it’s more than that. . it 
represents 95 years of bolt and nut manufac- 
ture, pioneering in methods and machines, 
development of tools and finish . . a product 
of pride, no matter how small. 


Have a look for yourself at this R B & W 
product. Check its accuracy of thread. See 
how easily a nut starts and spins down. Test 
its tensile strength, and even study micro- 
photographs of the flow of the metal. Note 
the accurately formed head, clean threads, 
















smooth finish and its outstanding appearance. ~~) 
You will find that this cold-headed bolt pos- ~~ 
sesses properties that are unique for a bolt Sa? 
of this size. 


RB& W pioneered the making of bolts ig 
and nuts almost a century ago, and today still 
leads in the production ‘of .a quality product. 
From a small beginning, three plants have 
grown at important locations . . facilities have __ 
been built for adequate stocks to meet all a 
needs . . a sales-engineering service has been ~ 
made available to advise on fastening recom 
mendations. There is no substitute for quality. 
. . especially when backed by the guaranteed | 
service and honest customer-relations for, 
which R B & W is outstanding. , 
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BOLT AND NUT COMPANY 








Jewell Heads 
Agency Sales 


MAKE MORE SALES 
throughout the year 










James H. Jewell has been appointed 
manager of agency sales by the West- 
inghouse Electric & Manufacturing 
Co. This department is responsible 
for the company’s apparatus products 
sold through distributors. 

Mr. Jewell was born in Chester- 
A. town, Md., and attended Pratt Institute 

and Temple University before enroll- 

ing in the Westinghouse graduate 
student course in 1920. His first as- 
signment, after completing the course 
in 1922, was in the small motor sec- 
tion at the East Pittsburgh works. 
He soon went to the Philadelphia 
| office as sales assistant, later became 
a salesman in the building section 
and, in 1930, was made manager of 
| the construction industry section. 
| After returning to East Pittsburgh 
in 1938 as manager of the public 
works and communications sections, 

Mr. Jewell was shortly transferred to 

Philadelphia as manager of agency 
| sales of the Middle Atlantic district 
In 1939 he came back to East Pitts 
burgh as assistant manager of the 


by pushing 
STAR 
Blades 
and 


Frames! 


agency sales department, the position 
he had held until now. 


STAR Hack Saw Blades have H : 
arper, Maloney Join 
stood for quality and leader- Greene, Tweed Force 
ship since 1849. The first mo- John N. Harper and Joseph H 


Maloney have been added to the sales 
lybdenum steel blades were | 2 °0"°% (Ave eck’ accme My tine sae 
force of Greene, Tweed & Co., pack 
pioneered by the famous i" manufacturer, ; 

Harper will be stationed in Pitts- 


STAR copper-finished "Moly." burgh and will cover western Pennsy] 


vania. Maloney will cover north- 
eastern Ohio trom Cleveland. 


The modern metal boxes for 
hack saws, lithographed in 
colors, were another STAR 
achievement. You'll make 
more sales by carrying a 
complete stock of STAR 
blades — and displaying the 





unique, outstanding boxes. 


STAR FRAMES HELP SALES, TOO 


There are four styles of STAR Hack Saw Frames to fit 


every metal-cutting need. Finely finished, properly de- 


signed and readily adjustable to blades of varying 
lengths—STAR Frames form a companion line to STAR | 
Blades. Add profits by selling both blades and frames. 





HAND* AND POWER=—TUNGSTEN AND “MOLY” 
*PACKED IN MODERN METAL BOXES Louis Busler and Bob West, inside salesmen, 


Riechman-Crosby Co., Memphis, T. H. Ab- 
biati, Stayput Clamp and Coupling Co. 


CLEMSON BROS., INC., MIDDLETOWN, N.Y. ee ee eee eee 


Riechman-Crosby, at a recent sales meeting 
on Mr. Abbiati's line. 
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rorks Make Ind -P d Prod 
orks ake Industry-Proved Products SOME 
ecame 
, s 
ction 
tion Like These EASY TO SELL Facts 
n. 
burgh ABOUT THE 
i LYON LINE 
“ed to 
gency 
hi @ Look at the typical shop equipment 
rigs . LYON STEEL BENCH LEGS WIDELY 
ave from Lyon's complete line shown here. Picture APPLICABLE — A “sure-fire” door 
sition opener. Improve the efficiency of both 
for yourself just how many of the plants in wood and steel bench tops. Pave the 
; ; way for a profitable follow through on 
your territory have an immediate need for other Lyon Products. 
such equipment. 
STOCK HANDLING CART—A fast- 
. . mover! Saves time in any stock- 
7 Lyon Shop Equipment is easy to sell... auti~-tie aie Vis ce 
alin ° ° away stock, replenishing stock on 
how gives you a new entering wedge to many i ago 
¥ plants and departments you've been unable 
itts 
insy! to “crack” heretofore. Forty years of Lyon 


orth 









sales, advertising and product performance 
STEEL SHOP BOXES—increase 
efficiency on parts handling. 
Give long, economical service. 
Many sizes and types. 


has built these sales-building advantages for 
mill supply salesmen pushing Lyon Products: 
A knowledge throughout Industry that Lyon 
Products incorporate every modern feature 
SHOP BENCHES 


—Top is one 
solid sheet of 
sturdy steel. 
Will not cut, 
splinter, dent or become oil-soaked. 
Heavy formed legs provide sturdy, yet 
flexible support. Bench drawer or vice 


to: (1) facilitate work; (2) effect space savings; 
(3) reduce handling costs on both tools and 
materials; (4) reduce fire hazards, and (5) in- 


crease general plant efficiency. 


LYON METAL PRODUCTS, Incorporated 


5309 River Street, Aurora, Illinois 


easily attached at any point under top. 


BAR RACKS — 


Will accommodate 





a large quantity of 


short pieces of 

»smen pipe, rods and 
1. Ab- @ bars. The arms are 
>. adjustable on 3” 

° SHOP EQUIPMENT (Je DUT acerca orl 


Cox 
: in two standard 
eeting 


heights, 79-5/16” 
LYON METAL PRODUCTS, INCORPORATED, Avrors Mhoors and 97-5/16". 
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GENTLEMEN: 





as easy fo sell as 
they are to look at! 


MORGAN 
sa VISES 


@ A quick inspection of Morgan Vises is all that is necessary 
to convince Distributors that these are vises well worth their 


sales effort. Modern design, depend- 
able strength, rigidity, precision (even 
after years of constant use), inter- 
changeable parts — these are sales 
features that get user acceptance. 


More than thirty years of practical 
experience in making Morgan Vises 
gives your customers genuine shop 
insurance. 


The Morgan franchise provides alert 
mill supply men a brand of protection 
that increases earnings and merits con- 
fidence. There may be an opening in 
your territory and we would like the 
privilege of explaining what we have 
to offer. 
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OUR LINE 
INCLUDES 
9 


Machinists 
Bench 
Combination 
Pipe 
Coachmakers 
« 
Chucking 


* 
Woodworking 
Solid Nut 
Continuous 
Screw 
Quick Action 
Lightning Grip 


Streamline 
Garage 


MORGAN VISE CO, zn serrersow sr. CHICAGO, ILL. 
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Paint Companies Merge 


Under a plan recently approved by 
the stockholders of the American 
\sphalt Paint Co. of Chicago and its 
subsidiary, The Marietta Paint & 
Color Co. of Marietta, Ohio, the two 
companies have been consolidated and 
are now operating as one corporation 
known as the American-Marietta 
Company. 

Grover M. Hermann, president of 
the new company, founded the Ameri- 
can Asphalt Paint Co. 27 years ago 
and under his direction the company 
has become one of the leading manu- 
facturers of heavy-duty industrial 
maintenance paints under the trade 
name “Valdura”. 

The Marietta Paint & Color Co 
was founded in 1897, and its presi- 
dent, George A. LaVallee, continues 
as a director of the American-Mari- 
etta Company. 

The plants operated by the company 
are located at Kankakee, Illinois: 
Marietta, Ohio; High Point, North 
Carolina; and Lincoln, New Jersey. 











Fosnight Heads Welder 


Company hove 

J. L. Fosnight has acquired com dMil 
plete control of the USL Electric raigh 
Welder Division and incorporated a Shank 
new company in the State of Ohio, Type 


to be known as the US Electric 
Welder Corp., 1224 W. Bancroft St., 
Toledo. 

The USL Welder will be sold under 
the trade name “US Welder”. Mr. 
Fosnight, who has been associated 
with the Electric Auto-Lite Co. for 
more than 24 years, is president and 
general manager. 


tr 





In the pipe yard of the Federal Supply Co., 
Oklahoma City, Okla., Jim Head loads a 
truck while N. F. Loeffler, purchasing agent, 
checks specifications. 





tronger, faster cutting, longer lived 
a .. . they cut milling costs! 
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Get steady, profitable business from replac- 
ing your customers’ old mills with these 
bove, cost-cutting spiral end mills and selling 
es —* , them as new equipment. 
*CTTIC 4 . 
ed a Shank Brown & Sharpe Mfg. Co.., 
hi + 
— Types Providence, R. |., U. S.A. 
ei 
St 
inder i BS 
Mr Above, Long Spiral | [BS 





iated End Mills, Single-End 


_ for and Double-End Types 


and 


Below, End Mills, 
Brown & Sharpe and 
Morse Taper Shank Types 


At right, End Mills, 
Milling Machine 
Standard Taper Shank 
Types. For use with 
Cam Lock Adapters 


Btrong Teeth 
Hollow Faces 


Double Angle Lands 


Most efficient helix 
and rake angles 


m™ BROWN & SHARPE 


a CIITTERG 











| Slezak President 
of Turner Brass 





The Turner Brass Works of Syca 
more, Ill., makers of liquid fuel heat- 
ing appliances, has announced the 


CUSTOMERS 
ACCEPT 
THIS NAME... # 





ie Oe le 











JOHN SLEZAK 


election of John Slezak to the presi 
lency of the company. 

Since Mr. Slezak’s appointment to 
the position of vice-president and gen- 
eral manager in 1931, many changes 
have been made. The line of blow 
torches and fire pots has been rede- 
signed and enlarged, and a completely 
equipped research and engineering 
laboratory has been set up. Many new 
| products have been developed and 
| marketed, including gasoline camp 

'p) | stoves and lanterns, water heaters, 
AS THE STANDAR 10) 5 DEPEND- furniture and office hardware, metal 
spray guns, refrigerant gas leak de 


ABILITY AND ECONOMY FOR fects, and special products, 
PACKINGS. THAT’S JUST ONE 

OF MANY REASONS WHY “seeaag sesrama 

\ll indicating pressure gauges and 
recording gauges previously merchan- 


dised under the trade name “Ashcroft 
\merican” are now known simply as 


* a 
“Ashcroft. 
+ In 1850 the American Steam Gauge 
y iA and Valve Co. manufactured the orig 


inal Ashcroft gauge. A few years later, 
Ashcroft Manufacturing Co. was or- 


ganized. When American and Ash 

WITH croft were merged in 1928, the trade 
name became “Ashcroft American.” 
Now, for the sake of simplification, 

the trade name has been changed back 

= to “Ashcroft” as made by Ashcroft 
Gauge Division, Manning, Maxwell & 


| Moore, Inc., Bridgeport, Conn. 


140 MILL SUPPLIES © SEPTEMBER, 1940 








Syca 
| heat- 
ds the 








nrect 
presi 


ent to 
d gen- 
langes 
blow 
rede- 
pletely 
eering 
y new 
1 and 
camp 
eaters, 
metal 


ik de 


‘s and 
rchan- 
heroft 
ply as 


Gauge 
orig 
later, 

is or- 
Ash 
trade 

ican.” 

‘ation, 

back 

heroft 
vel] & 








-UMI 


SELL BRISTO .. IT’S TODAY’S ANSWER 


TO MORE SOCKET SCREW SALES! 


AND HERE IS WHY .. With your own 
organization geared up to keep 
pace with American industry in its 
increased activity, your best bet for 
socket screw sales is the Bristo line. 

For then you sell socket screw 
speed ... to meet faster produc- 
tion needs. You sell socket screw 
strength ... to safeguard against 
breakage and delays. You sell 
socket screw safety ...to conserve 
labor. You sell socket screw hold- 
ing power...to promote stronger 


construction of equipment in which 
these superior screws are used. 

Your customer will welcome the 
benefits—the savings—that only 
Bristos know how to give. And 
your customer will welcome you, 
too. Result? More business. More 
sales. And more profits. 

It will pay you to find out if your 
territory for Bristo Socket Screws 
is still open. Write or wire today to: 
The Bristol Company, Mill Supply 


Division, Waterbury, Conn. 


eo, 
aay ae 
ee x +P 


SELL BRISTO 


speed, strength, economy for 
these and many other appli- 
cations and industries 


Aircraft Automatic Screw 
Shipbuilding Machines 
Automotive Miller Heads 
Machine Tools Punches 
Chemical Dies 

Rubber Fans 

Textiles Box Machines 
Utilities Pumps 


Construction Portable Electric 


Tools 


t) 


Turret Lathes 









aks aad 


Tr rm 


RISTO 


TRACE MARK AEG U.G PAT OFF 


SPLINED SOCKET SET AND CAP SCREWS 
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Do your men reeve 


-AND SAVE YOUR COMPANY'S MONEY? 


INCORRECT METHODS CAUSE UNNECESSARY 
STRAIN, FRICTION, AND WEAR ON YOUR ROPES 
—AND BLOCKS 








FOR EXAMPLE 3 
Nay, 
AN 
Set 
ve 
AVN yy, + 
“Ry, ¢ 
Uys, ato's 
Ss 
THE CORRECT = a 
; nee 
" : 
weight 
j, e” 











A WORD OF CAUTION 


In reeving tackle blocks, the tendeney 
to twist may be overcome by the follow- 
ing method 


In reeving a pair of tackle blocks one 
of which has more than 2 sheaves, the 
hoisting rope should lead from one of 
the center sheaves of the upper block. 
When so reeved, the hoisting strain 
comes on the center of the blocks and 
they are prevented from toppling, with 
consequent injury to the rope by cut- 
ting across the edges of the block shell. 
In order to reeve by this method, the 
2 blocks should be placed so that the 
sheaves in the upper block are at right 
angles to those in the lower one. 





Send for a copy of our new booklet 
“Lift it Safely” 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS AND WELLAND, CANADA 
Division Offices—New York, Chicago, San Francisco 
Warehouse Stocks—New York, Boston, Baltimore, Philadelphia, Clevel: nd, 
Chicago, Houston, San Francisco 


PLYMOUTH je; 


THE Kope YOu CAN TRUST B25 
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Falk Promotes Carpenter 


The Falk Corporation, Milwaukee, 
Wis. has announced the election 01 
M. A. Carpenter as executive vice 
president and as a director. 

Mr. Carpenter is a native of Mil 
waukee, receiving his early education 
there and higher training at the Uni 
versity of Wisconsin. He has been 
associated with the Falk Corporation 
ior the past 16 years, starting in the 
advertising department and succes 
sively serving as advertising manager, 
sales promotion manager, sales man 
ager, and, until his recent appoint 
ment, secretary and director of sales 

He will continue to be active as 
director of sales and advertising in 
addition to his duties as executive 


\ ice-president. 


Sterling Pump Acquires 
Roots-Connersville Pump Line 


Announcement has been made by 
the Roots-Connersville Blower Cor 
poration of Connersville, Indiana, of 
the sale, effective September Ist, of 
its Turbine Pump business consisting 
of water systems, condensate units and 
turbine pumps for general industrial 
applications to the Sterling Pump 
Corp. of Hamilton, Ohio, who will 
manufacture and sell this line of pumps 
in the future under their name. 


Federal Pipe Expands 


Federal Pipe & Supply Co., Fresno, 
Calif., has completed a new 60. by 
120-ft. warehouse which will house 
merchant bars and cold finished steel 
The main plant has been rearranged 
accordingly, the office enlarged and a 
sales office added. 


Cutler-Hammer Moves 
Atlanta Warehouse 


As a result of the increased business 
and industrial activity in the South, 
the Cutler-Hammer office and ware 
house in Atlanta, Ga. has moved to a 
new location at 134 Marietta St., N. 
W. 

Cutler-Hammer, Inc., with head 
quarters in Milwaukee, Wis., manu 
factures a line of electric motor con- 
trols and allied electrical equipment 
A larger stock of their apparatus in 
cluding motor control, safety switches 
and service control items will be cat 
ried at the new Atlanta quarters. 

This office is in charge of A. C 
Gibson who has had wide experienc: 
as a sales engineer in the applicatiot 
of Cutler-Hammer products in tl 
various industries of this territory. 
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Weather played such havoc 
with the flat belt drive formerly 
used on this tumbling barrel that 
it had to be replaced every 6 
months at a cost of $28. The Gates 
Vulco Rope Drive shown, which 
cost only $21.90, has been in this 
tough service for,3 years with no 
attention whatever—and is still in 
excellent condition. 





The 
Concave Side fe 
1S A GATES PATENT |! 





=—_ 


> = 


Y 


— 


Let this Simple Test 


Tell you its own story of 


“4 SAVING 


' in V-Belts and Power 


It’s a simple matter to learn tor yourself how a V-belt with a 
concave side saves your money. 






a, ~ 
x * a 


slain, 


Just take any V-belt and bend it (as illustrated in the photo 
above). As the belt bends, grip its sidewalls between your finger and 
thumb. You will feel those sides bulge outward. 


What Happens 
When a 


V; Belt Bends If the belt is a straight-sided belt this bulging gives it a shape 


like that shown in figure 1 (on the left). Clearly this shape does not 
fit the sheave groove. 

But when you bend a belt that is built with the 
patented Concave side, you find that the sides be- 
come perfectly straight-—as shown in figure 2. Here 
are the advantages: This shape exactly fits the 
sheave groove; this means uniform sidewall wear- 
longer life! Also, the full side of the belt is gripping 
the pulley; therefore less slippage and this saves 
belts as well as power. 

The Gates Vulco Rope is the only V-belt built 


with the Patented concave side. 


THE GATES RUBBER COMPANY 


Engineering Offices and Stocks in All Large Industrial Centers 


GATES “"%,: DRIVES 


CHICAGO. ILL.,!5% Seuh | HOBOKEN. N. J..femitel_ BIRMINGHAM. ALA.. °°! 's' LOS ANGELES, CAL.. atu. Biva. 


"Western Ave. Ave.. S. 
DENVER. COLO.,3*? Se4® DALLAS, TEX.,22!3,Sritie PORTLAND. ORE..3° %.\”° SAN FRANCISCO.CAL.. 7ith si. 


** Broadway 


V-Belt 





4 / 
It's the sides of a VBelt that 
do all the gripping and get all 
r. That's why longer 
ne sides means longe 
life Jor the belt 





MILL SUPPLIES © SEPTEMBER, 1940 143 













> WHEN YOUR 
QyHACK SAW 
\ Gs] PROSPECTS 

YAWN: - - 


Here’s The Answer! 


You're trying to crack into a rich hack 
saw blade market . . . those good pros- 
pects all around you. They're content to 
plug along with what they’re using... 
you make broad claims for your brand 

. they yawn in your face... and you 
can’t blame them. They hear the same 
kind of talk from everybody. 



















MILLERS FALLS 





How can you beat that 
situation? Easy! Stock 
Blu-Mol Modybdenum 
High Speed blades, and 
build your whole approach 
around an honest-to-Sam test— 
Blu-Mol against the field, 
under actual shop conditions, 
all control factors identical, and 
with careful records kept. Let 
your solicitation stand or fall on 
the outcome. 

Skeptical? Consider this; if we didn’t 
know that you'll come out on top in 
competition like this, we wouldn’t dare 
recommend this sales method. Blu-Mol is 
our prize baby . . . we'll never abandon it 
on your doorstep. Profitable territories are 
still open. Get in touch with Millers Falls 
Company today. 


MILLERS FALLS COMPANY 





GREENFIELD, MASSACHUSETTS 
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Allis-Chalmers Announces 
Sales and Engineering Changes 
Max W. Babb, president of 
Chalmers Manufacturing Co., 
announced the 
Geiger to the 


Allis- 

has 
appointment of F. J. 
position ot assistant 
manager of the electrical department, 
in which capacity he will be in com- 


plete charge of sales and engineering 
at the company’s Norwood, Ohio 
plant. 


Mr. Geiger entered the 


Tr. employ of 
\llis-Chalmers in 


1913 in its New 
York district office. During the World 
War he joined the Army and served 
with the air service in France. At 


the conclusion of the war he returned 
» Allis-Chalmers and since that time 
has been in the company’s employ. 

Frank R. Freyler, now in the com- 
pany’s Philadelphia office, will be 
transferred to the Norwood plant to 
take over Mr. Geiger’s former duties 
as assistant mnennges of sales. 

ae who has been acting 
as works manager of the Norwood 
plant and A. Thorsen, who has been 
acting as assistant works manager, 
have both been officially appointed to 
those respective positions. 


George, 


Ellfeldt Promotes Bauer 


Frank J. has been promoted 
from the shipping department to price 
clerk by Ellfeldt Hardware & Machin 
ists’ Supply Co., Kansas City, Mo. 


Bauer 


Smith Moves Office 


The Smith 
Co., Cleveland, 


Transmission 
moved its office 


Pr wer 
Ohio, 


ind factory to larger quarters at 1545 
Kast 23 St., on August 1. 





Emery S. Elliott (Barrett-Christie, Chicago) 
nails Jack Spain (Black and Decker) for a 
private demonstration on one of Spain's 
recent calls, 
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Sandpaper Is Sharp, 


The keen cutting edge of the surgical blade is precisely 
mirrored in Armour’s Electrocoated Alundum Cloth. 
Sharp—durable—capable of providing a longer period 
of satisfactory service, Electrocoated Alundum Cloth is 
perhaps the most efficient of all metal abrasives. 


Whether your customers work steel or brass, iron or 
alloys, they'll find a grit size and backing weight in 
Armour’s Electrocoated Alundum Cloth that will ex- 
actly fit their needs. 

Built to the same high standards and strict specifica- 


ARMOUR 


Too! 


tions as Armour’s Electrocoated Alundum Cloth are 
Armour’s Garalun, Crystolon, Garnet, and Flint sur- 
face coated abrasives. Each is outstandiny in its classi 
fication and in its ability to give your customers satis- 
faction. 

When your customers want expert advice in adapting 
the proper abrasives to their own particular processes, 
recommend Armour’s abrasive engineers. You, of 
course, know the distinct advantages—profits and good 
will—of selling the Armour line. 


SANDPAPER WORKS 


Division of ARMOUR AND COMPANY 
(CB 28 28. ©, oan OP ae oe 6 On 28 -bae On - @ On. UCTO® 


Warehouse stocks available in these cities 


BOSTON - NEW YORK’ BUFFALC PHILADELPHIA 


MILWAUKEE DETROIT PITTSBURGH CLEVELAND 


INDIANAPOLIS ST.LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT,N.C. CINCINNATI 
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TODAY'S BEST MARKETS 


Vises are so widely used that every industry uses one or more types. 
The Complete Columbian line covers ALL of these requirements for 
industry in general. Columbian also provides outstanding vises of each 
type for the production requirements of the leading markets. 


%*& %& METAL WORKING PLANTS... 


° * =" 

automotive 4 Columbian Malleable Iron 

aviation MACHINISTS’ Vises are 
° guaranteed unbreakable. 

railroads All standard types and 

shipbuilders sizes for production and 


general shop equipment. 





machine shops 


%& ¥*%& WOOD-FABRICATING PLANTS... 


furniture Columbian WOODWORK. 
sash & door ERS Vises made in both 
b | + Rapid-Acting and Continu- 
Ox pian s ous-Screw types—7"' and 


10° jaw widths both 4" 
deep. 





pattern shops 
school shops 


%& ¥%& REFINERIES AND POWER PLANTS... 


pipe lines 
oil-gas wells 
power plants 
utilities 
plumbing shops 


% ¥%& ROAD CONSTRUCTION AND MINES... 


Cag Columbian Forged Steel 
rl ges LEG VISES are indestruc- 
blacksmiths tible and used wherever 

° rough heavy work must be 
coal mines done. Sizes—4"' to 8"' jaw 
metal mines widths, 


Columbian Malleable Iron 
COMBINATION PIPE 
Vises embody all features 
of machinists’ vises plus 
convenience of reversible, 
interchangeable pipe jaws. 





All Columbian Vises are sold to the Industrial 
trade only thru Industrial Supply Distributors 


THE COLUMBIAN VISE & MFG. CO. 


9015 Bessemer Ave., Cleveland, Ohio 
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Jeffrey Appoints Mercier 
The Jeffrey Manufacturing Co. has 
appointed Stanley W. Mercier chief 
engineer of the conveyor division. He 


S. W. MERCIER 


will direct all conveyor engineering 
and sales activities. 

Mr. Mercier was born and educated 
in England and has had a wide ex- 
perience in industrial and construc- 
tion engineering, design and sales. 


Lewis, Jr., Moves Inside 


T. W. Lewis, Jr., secretary, Lewis 
Supply Co., Memphis, Tenn., has re- 
cently been transferred from a terri- 
tory to a key position in the office. 


Monthly Traveliers Meeting 
Features Golf Tournament 


The Southeastern Traveliers Club, 
organization of salesmen calling on 
hardware jobbers and mill supply dis- 
tributors, held a golf tournament at 
East Lake Country Club, Atlanta, Ga., 
July 26, in connection with its regular 
monthly meeting. 

T. B. Robertson, Columbian Rope 
Co., shot an 82 for the low round of 
the day. Robertson also tied for the 
blind bogey with T. W. McAllister, 
editor of “Southern Hardware” and 
secretary of the Southern Hardware 
Jobbers Association, who was a guest 
of the club for this tournament. Other 
prize winners were: George Stanley, 
Fayette R. Plumb Co.; Robert 5S. 
Martin, manufacturers’ agent; Wil- 
liam Burkitt, Lunkenheimer Valve 
Co.; John Goodwin, “Southern Hard- 
ware”; A. R. Kivette, American Can 
Co.; Frank B. Ross, Bird & Son, Inc.; 
and Otho Shipley, Curtis Publishing 
Co., who was a guest for the day. 
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...Equips you to meet 
EVERY DEMAND 








--» WHETHER IT BE TO FILL 
NORMAL INDUSTRIAL AND 
CONSTRUCTION NEEDS, OR THE 
SPECIAL REQUIREMENTS OF 
INDUSTRIAL MOBILIZATION! 








@ With the industrial mobilization program plac- 
ing an increasing strain on the nation's manu- 
facturing facilities . . . the building of new’ 

Bes - plants and the expansion of old plants . . . you 
no—this, operator USES artily 


ee arin coals Layenite Wire Honger service” will find the U-W line even more valuable to 
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—_ endorses it, saying it give you than ever before. 
ruc- ability. 
These pictures, of just a few applications, will 
ive you an idea of how the U-W line meets 
g y 
every construction and industrial demand . . . 
there's quality, strength, serviceability, and 
Fae long life built into every U-W product. 
erri- ° ° 
ice U-W manufactures a complete line of wire rope, 
’ -W 
wa consietent User Ofc hgs regular and "LAY-RITE" Preformed — water- 
Here's & coal bavia Rope, Blocks 
Wire Cable, Ma proofed manila — steel and wood tackle blocks 
' for wire or manila rope —turnbuckles, clips, 
and other wire rope fittings. 
-_ And, backing them up is "prompt service" and 
dis- a policy of co-operation and support to dis- 
ng tributors that means volume sales and profits — 
ular now and later. 
mile long: - - 
Rope This Tramyny <20Gat3 wire rope where Ask for the latest U-W catalog — today. 
d ot uses y u-w. an 
ished by 
the é pov oo 
ster, | : of the World's 
and Gir theme eyan "nage 
cote with, “Ww wire, rope economy. 
rues wte to 
ther 
nley, 
t 5S. MAIN OFFICE & FACTORY: 1168 W. 11th STREET 
Wil- 
valve CLEVELAND, OHIO 
lard- 
Can BRANCH WAREHOUSES 
Inc. ; NEW YORK, N. Y. CHICAGO, ILL. 
hing BUFFALO, N. Y. FT. WORTH, TEX. 
v. PITTSBURGH, PA. 
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WACO 


Safety Hopper Car Wrench 


==) ————}> 


The SWACO Hopper Car Wrench is designed for safety and 
speed in opening drop-bottom cars. The two-way pawl mechan- 
ism and ball-bearing reversible ratchet head (exclusive SWACO 
features) assure positive action under all working conditions. 











— your 
__. customers 
want 








SAFETY 
CAR MOVER 







Easy to MOVE CARS FOR 
Use. Safe, SATISFIED CUSTOMERS 
Sturdy and 


Slip Proof. AND MOVE PROFITS TO YOU 


This Swaco car mover is light in weight, 16 lbs., yet is powerful 
and rugged. The pressure is scientifically triangulated to throw 
entire weight on spurs which are so placed as to grip the corners 
of the rail . . . not a chance of slipping. 


This mover will get UNDER the load and place the handle high, 
enabling the operator to use full strength safely in starting the car. 


Mover "ratchets' easily once the car is started and the 
angle of spurs prevents any chance of mover leaving the rail 
accidentally. 


SPECIFICATIONS 
Handle—Selected white hickory, 53!/," long, waxed finish. Spurs—Special 


heat treated alloy steel with four sharp edges placed at extreme angle to grip 
the corners of the rail rather than the hard glazed top surface. 


SAFETY WRENCH & APPLIANCE CO. 


56 Commercial St. 


WORCESTER, MASS. 
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Oliver Brothers Elects 


Oliver Brothers, Inc., New York 
and Chicago, has elected the tfollow- 
ing new officers: Horace E. Dale, vice 
president; Jerome G, Oliver, secre- 
tary; Louis J. Woolf, assistant secre- 
tary. 

Charles O’Mera_ has joined the 
Oliver Brothers’ staff as manager of 
the Chicago office succeeding W. H. 
Haster, resigned. Mr. O’Mera had 
spent twenty years with Belknap Hard- 
ware and Mig. Co. and ten years with 
Smith Brothers Hardware Co. before 
joining the Oliver organization. 


Allis-Chalmers Opens New 
Branch in Charleston 


Allis-Chalmers Mig. Co., Milwau- 
kee, has announced the establishment 
of a new branch office in the Knight 
Suilding, Quarrier and Hale streets, 
Charleston, West Virginia. R. L. 
Halsted, formerly connected with the 
company’s Cincinnati district office, 
has been made branch office manager. 


Jingles That Make Sales 


A jingle or ditty on your delivery 
receipt today may help to clinch a 
sale tomorrow. At least that was the 
thought Russ Dunean, president ot 
R. C, Duncan Co., Minneapolis, had 
when he started such a campaign. In 
the upper left-hand corner of every 
delivery receipt there now appears in 
print an original ditty or rhyme about 
some product or service available at 
Duncan’s. Color of receipts are 
changed frequently and, of course, the 
message of the jingle is timed for 
the season. Customers got a big kick 
out of the first batch and began beg- 
ging for more. That was easily reme- 
died. The more orders a customer 
gave R. C. Duncan Co. during the 
month, the better chance he had of 
getting a fistful of jingles. 

Russ began composing these ditties 
himself at first but before long he 
found the well running dry. He called 
on his boys for help and succeeded 
in unearthing a wealth of talent. At 
two bits for exceptional jingles and 
a dime for those with lesser punch, 
Russ soon had a supply to last a long 
time. Below are two examples of 
jingles that clicked: 

Files that cut, 

Valves that seat, 

Duncan service 

Can't be beat. 


Alphabets are found in soup 

And in Chicago’s famous loop, 

And in our stock we find three 
letters. 

What are they ? 
guessers. 


Now, come on you 
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Step UY, Teitira 


You Distributors are the Guests of Honor 
at Our 30th cAnniversary (Celebration 


shen We're congratulating ourselves on our 30th Anniversary By working shoulder to shoulder with you distributors, we have 

for having made a wise decision years ago. We decided upon — become the world’s largest manufacturer of portable electric tools 
a 100% distributor policy. We've stuck to it, through thick and and you have gained the prestige and profits that come from being 
thin. And you distributors have made that policy pay identified with the leader. 


pay us and pay you. That’s real mutual cooperation! Thirty years ago this month two young men in theit 


Your splendid efforts have encouraged us to keep on twenties, S. Duncan Black and Alonzo G. Decker, 


pioneering—adding new improvements and sales features founded this business—on a “shoestring” but with a clear 
to older types of tools and developing entirely new elec- vision of the future industrial importance of portable 
tric tools and attachments to do new and different types electric tools. Now that future looms larger than ever. 


of work. That has meant broader sales opportunities for Step up, partners! Black & Decker and its distributors 





both of us. You have made it pay us to support your sales have come a long way together. Even though the world 


efforts with strong and consistent national advertising, isin a turmoil, there’s time to celebrate our 30th Anniver- 


with a coast-to-coast chain of 25 factory-manned service branches, sary with a hearty hand-clasp, a pat on the back, and a sincere 
and with the largest field sales staff in the electric tool industry. “THANKS!” Hats off to the past! Coats off to the future! Let's lick 
[his combination has steadily pushed up Black & Decker sales. this next big job... as always . . . together! 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Black’ Decker 


PORTABLE ELECTRIC TOOLS 





Tie up with B & D’s full page ad on “NEW TOOLS FOR NATIONAL DEFENSE” in the Saturday Evening Post, September 28th 
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From No. 1 
To 1 Inch Taps 
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Mars Retires From Active Duty 


After 50 years in the mill supply 
field, many of which were spent in an 
executive capacity with Marshall- 
Wells Co., W. P. Mars of W. P. & 
R. S. Mars Co., Duluth, has retired 
from active service Mr. Mars will 
still act in an advisory capacity in the 
business managed by his son, R. S. 
Mars. While he plans to keep up 
many of his old contacts, he hopes to 
find more time for leisurely travelling 
and more frequent indulgence in his 
favorite hobby—going to a good ball 
game. 


Linde Announces 
New Promotions 


The Linde Air Products Company 
has announced the election of T. D. 
Cartledge and L. A. Bliss as vice- 
presidents, and of E. J. Hayden as 
vice-president, Central division. 

Mr. Cartledge has been general 
sales manager and Mr. Bliss, works 
manager of the company. Mr. Hayden 
has been manager of the company’s 
Central division, 

E. B. Suydam, formerly assistant 
general sales manager, has been ap 
pointed general sales manager to suc 
ceed Mr. Cartledge; and P. B. Pew, 
formerly assistant works manager, has 
been appointed works manager to suc- 
ceed Mr. Bliss. 


Chicago Plant Enlarges 


Safety Socket Screw Corp., Chi- 
cago, is completing construction of an 
addition to their present plant. This 
step has been taken in order to pro- 
vide more floor space for manufactur 
ing facilities. 





The two men with Harry Strong (left) of 
Kirkby Machinery & Supply Co., Toledo, 
Ohio, were joshing him about fishing for 
golf balls at a recent tournament. With 
Harry are: Frank Sheeran (center), Manu- 
facturers Brush Co., Cleveland, and F. R. 
Kirkby, secretary of Kirkby Co. 
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WHO SELL HACK SAWS 


od ball 
For 60 years GRIFFIN has been making hack saws. If they 
were not good, dependable blades, the metal cutting boys 





Bl ea 


would have said, “No,” years ago and GRIFFIN would be 





pany 
. & 
$ vice- 
den as 


out of business. We are still in so the GRIFFIN quality stands 
TIME TESTED and TIME PROVEN. 


Now we are all into this NATIONAL DEFENSE PROGRAM 
and metal cutting satisfaction and service must be had. 


yeneral 

works 
Tayden 
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Here is where GRIFFIN HACK SAWS stand. The line is 


sistant complete—blades for every metal cutting job—every type 
en ap 
to suc 
. Pew, 
= - has 
to suc- 


made to perform its particular job well. The distributor carry- 
ing the GRIFFIN LINE knows that he is equipped to meet 
competitively every customer's metal cutting problem with 
blades that will stay sold and bring repeat business. 


ATTENTION DISTRIBUTORS 


It will pay you to check up on GRIFFIN’s hack saw story. 


Ss 


.. es 
1 of an 

This 
oO pro- 
factur 


The line is sold through distributors and in some sections 
we have open and exclusive franchise basis that will give 
distributors holding it a real opportunity to make profits. 
Write us today about the GRIFFIN PLAN for profits. 


General Sales Agents 


FOR PROFITS JOHN H. GRAHAM & CoO. INC. 
SELL 105 DUANE ST. NEW YORK CITY 


. Made by G. W. GRIFFIN CO. @® FRANKLIN, N. H. 


RIFFIN « 
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=| HACK SAWS 


HIGH SPEED STEEL—-SPECIAL ALLOY (MOLYBDENUM)—ALL HARD-—-SOFT-BACK—-NON-STRIP—SOFT-CENTER 
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( Here’s the Johnson No. 120 Furnace for | 
Heat-Treating Hi-Speed Steels 


They're going like, 129-5° 



















q hot cakes, at only 





Tell-and You'll Sell Your Customers 
these low-cost, efficient furnaces 


They reach 1500° F. in 4 minutes—-or 2450° in 30 minutes! Give 
speedy, clean-heating of all types of steels. An essential unit 
for general machine and tool shop use. Carborundum hearth is 
standard equipment, with burner flame below hearth. Front and 
rear openings for heating long bars and rods. Temperature 
regulations easy with air and gas adjustments. Johnson Blower 
has cast iron housing, cast aluminum wheels and General Elec- 
tric Motor. Firebox, 13'2"x7%4"x5", lined with 212” insulating 
refractory. Unusually economical in operation. Bench style, 





$104.50. 
FILL AND MAIL TODAY! YOU'LL PROFIT! 
ge sense seen ® 
: Ser i iture on Furnace N 120 and No. 790 
: wl h I h my ustomers 
Ea 
: cas No. 70 Furnace, same 
: “ity except firebox size 
: 2 7%" x 








Bench Style, 


GSHNSON GAS APPLIANCE = 
Cedar Rapids Fx TOWA CY; — 

521 E Ave. N. W. Established 1901 
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Distributor Suggests Change 
In Horse and Buggy Custom 


by F. G. HILLMAN 

It is really bewildering to those who 
have travelled life’s highway long 
enough to obtain a broad perspective, 
to pause and consider the astonishing 
changes which have taken place in all 
directions during the past 40 or 50 
years. To attempt to list them would 
be a weighty undertaking and it is 
not the purpose to do so in these few 
paragraphs, but in passing it may be 
mentioned that the writer recalls mak- 
ing his round of business calls on a 
bicycle, and, in order to qualify as an 
“early bird,’ would sometimes call 
upon mill buyers at 6 a.m.! 

Times certainly have changed, vet 
some practices still remain as they 
were “Since the memory of man run- 
neth not to the contrary.” 

One of these can be illustrated by a 
brief statement of fact and = circum- 
stance: we frequently have to make 
inquiries for prices in many lines, 
often for material which we seldom 
handle, and occasionally for merchan- 
dise which we have never bought or 
sold before. 

Usually it is obtain 
prices in the shortest possible time in 
order to submit bids before the date 
when purchases are to be made or 
contracts Accordingly we 
direct our inquiries to one or more 
sources which we believe to be good 
places from which to procure the de- 
sired material. 


necessary to 


closed. 


And how often the answers are ex 
pressed in about these words: “We 
are pleased to acknowledge your in- 
quiry of (date) and to advise that we 
have taken the liberty of referring it 
to (so and so) who are our represent 
atives in your section, from whom you 
will doubtless hear,” ete. 

Some days, more or less, after the 
goods have been purchased, and, of 
course, after the time for submitting 
prices to our customer has passed, a 
telephone call, letter, or personal call, 
from the territorial representative 
will put in an appearance, but almost 
always too late to do anything about 
the matter. 

When we consider the changes 
which have been made in business 
methods and practice it seems strange 
to some of us that concerns suppos- 
edly on the alert for business, do not 
appear to have a keener realization of 
the value of time in getting their 
prices before the customer. 

It would seem that arrangements 
might be made with regional repre- 
sentatives whereby prices and terms 
might be quoted directly from the 
main office to the inquiring concerns, 
and the territorial representatives 
then should be notified as to the 
correspondence. 

It further seems as if some such ar- 
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Ready sellers among quality screw 
drivers are those carrying the 
trade names “Stanloid,” “Victor,” 
“Hercules” and “100 Plus.” Made 
by Stanley Tools, New Britain, 
they represent thirty years of 
steady improvement in materials 
and methods of production. 


A WORD FROM YOU 

to purchasing agents and 
operating men can save time 
both for them and for you. Ex- 
plain to them, “This tool saves 
you money because it’s made 
from steel that’s strengthened 
and toughened with Nickel.” 
For helpful selling facts write 
for a copy of “Nickel Alloy 
Steels for Hand Tools”... no 
cost or obligation. 


THE INTERNATIONAL NICKEL COMPANY, INC. 




















What ruins screw drivers is their 
use on jobs for which they are not 
intended. But Stanley quality screw 
drivers withstand abuse. There are 
two reasons why: 1. Use of Nickel 
alloy steel, and, 2. careful produc- 
tion constantly checked by rigid in- 
spection tests similar to one illus- 
trated here. 








As the driver blade evolves by 
steps,so has manufacture itself 
progressed. First advance was 
cold rolling the carbon steel 
then employed. Next followed 
heat treatment of the whole 
blade, instead of only the tip. 
Finally material itself was 
made tougher and stronger... 
a Nickel-molybdenum alloy 
steel was adopted. 















No buyer of ‘“Stanloid,” 
“Victor,” “Hercules,” or “100 
Plus” screw drivers need worry 
about failure of the tool. One 
thing that prevents it is the in- 
herent toughness and strength 
of Nickel alloy steel, supple- 
mented and developed by suit- 
able heat treatment. Another is 
the fact that each tool is sub- 
jected to rigid inspection. 
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67 WALL STREET 
NEW YORK, N. Y. 








“YES, WE HAVE 
PACKING 
IN STOCK” 


You can afford to stock the six mem- 
bers of the Greene, Tweed line. They 
are fast movers because they are top 
quality and well known. These six 
brands will take care of practically all 
your inquiries for rod, stem and sheet 
packing. Sales from active stock mean 


quicker service, satisfied customers, | 


and 


greater earnings for salesmen 
more profits for the house. 


‘PALMETTO 


for steam and hot fluids 


‘parce 


for water 


pELAG 
for solvents, oils 
‘CUTNO 
for alkalis 


* PALMETTO 


a general all-purpose 
sheet packing 


# Reg. U. S. Pat. Off. 


GREENE, TWEED & CO. 
101 Park Avenue, New York, N. Y. 
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| far outweigh any disadvantage. 





rangement and practice as suggested 
might be profitable to all parties con- 
cerned and that the advantages would 
But 
we realize that the age old custom is 
deep rooted—perhaps too much so 
to be changed. 


Ohlen-Bishop 
Executives Change 


At a special meeting of the board of 
directors of the Ohlen-Bishop Com- 





pany, saw manufacturers, held at the | 
company’s principal offices, at Colum- | 


bus, Ohio, on Monday, July 8, H. K. 
Hauck was president, 
W. C. Horr 
entire time to other 
manding closer attention. Mr. Horr 
retains his seat on the board. The 
resignation of E. M. Holfelner, as a 
vice-president and general 
was also accepted, his former duties 
being absorbed by Mr. Hauck, who 


elected 


interests 


and | 
resigned to devote his | 


de- } 


manager, | 


will be assisted by L. Fisher, appointed | 


assistant to the president and manager 
if production. Other officers are H. J. 
Bradbury, vice-president, and FE. K. 
\llen, secretary and treasurer. The 
board of directors is made up of the 


executive officers together with R. V. | 
Mitchell of Cleveland, R. W. Loichot | 


f Canton, and Mrs. Elizabeth Ohlen 


Jones of Columbus. 


Allegheny Ludlum 
Appoints Boyne and Kumer 


M. Allen, 


Allegheny 


sales 


Steel 


Russell 


manager, 


general 
Ludlum 
Corp. has 


f C. B. Boyne, as manager of stain- 
less sales, with headquarters in the 
general office of the corporation, at 


Pittsburgh, Pa. J. R. Kumer, Jr., 
formerly assistant manager of sales, 
stainless bar and wire products, has 
taken Mr. soyne’s place as 
of that division. 


sales 


nanager 





Three who have learned the secret of how 
to relax and demonstrated it thoroughly at 
the W. S. Wilson golf outing in Roselle, 
N. J., were George Barenborg and Art 
Maltmann, both of Fafnir Bearing, and Ed 
Hirshon of Wilson. 
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DARNELL 


Casters & Wheels 





TURNING 


AND 
EARNING 


Nearly 4000 models 
from which your 
customer can select 
the exact type for 
his particular needs. 


Darnell Casters and 
Wheels keep turning 
and earning—for 
you as well as for 
your customers. 


Write for Free 192 Page 
Darnell Manual describ- 
ing nearly 4000 types 
of Casters and Wheels. 


DARNELL CORPORATION, LTD. 
STATION B., LONG BEACH, CALIFORNIA 
36 N. Clinton, CHICAGO — 24 E. 22nd, NEW YORK 








ee eRe REP. SD 


Te 





, LTD. 
IFORNIA 
EW YORK 











* Note comparative size of pencil point and Knurled Point Set Screw (on wrench) shown above 


In the Limelight 


Indicative of their worth and of their many extra advantages, “Unbrako" 
Screw Products have earned a predominant place in the spotlight of 
preference among industrial plants. 


Hence more than ever before, distributors are finding it decidedly 
profitable to represent "Unbrako" Products. 
The "“Unbrako" line is complete and ranges in size ‘from No. 4 to I!/ 


inches. Unique features such as the Knurled Heads on socket screws, 
which give the workman a non-slip grip that saves assembly time— 
and the Knurled Points on set screws that automatically lock into place 


SOCKET with a vibration-defying grip . .. these are selling points that give 
your salesmen something really different to talk about and to sell. 


To make your job still easier, "Unbrako" Products are constantly and 


SCREW extensively advertised . . . territories are uncrowded .. . profit margins 
fai resale prices maintained. 


Gir. 


PRODUCTS How about it? 


NOW is the time 
to investigate our MERU LUD Ma Std ee ad 


JENKINTOWN, PENNA Box 519 
— , 
distributors’ prop- saoncers 
BOSTON - DETROIT - INDIANAPOLIS - CHICAGO ST. LOWIS - SAN FRANCISCO 





osition! 
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DISTRIBUTORS! 


You profit by recommending and selling a Chuck line that needs 
no introduction to the man in the shop. 


For over fifty years Skinner Chucks have served industry which 
is one reason why a large number of the leading builders of 
machine tools in the United States equip their product with 
Skinner Chucks. 


They are “Best Sellers” 
versatile, accurate, durable. 
mation and prices. 


There is a SKINNER CHUCK For Every Job 


THE SKINNER CHUCK CO. 








CHUCKS 
That Sell By 


Performance 





in every sense—efficient, 
Write for full infor- 


NEW BRITAIN, CONN. 























industrial production 
demands continuous 
operation of equip- 
meeme « 2© © © & 


DAGGETT 


The increase in 








BALL BEARING LOOSE PULLEYS SAVE ON POWER 
LOSS BY rn, AND PREVENT SHUTDOWNS 


for machines .. . centers 
- mules... idlers.. 

clutches . . . countershafts 
. belt tighteners ... 

or to replace any ordinary 


loose pulley 


Build up your pulley busi- 
ness NOW—profit margin 
is good — best possible 
service on your customers’ 
orders. 





You can help every plant you call on to run 
at peak efficiency in order to meet increased 
DAGGETT Ball Bear- 


Pulleys save on daily oiling time— 


production schedules. 
ing Loose 
replacement costs 


cost of lubricant -time loss 


costly shutdowns. They are dustproof, sim- 
ple in construction, accurately machined, and 
will carry a belt at any speed without heating 
shaft. An 


satisfied users proves that this is a good line 


or wearing the immense list of 


for Distributors to cash in on. 


CHICAGO PULLEY G&G 
SHAFTING CO. 


21 WN. Des Plaines St 


CHICACO, ILL 
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N. B. Hess, president, and F. B. Shearer, ; 
treasurer, York Machinery and Supply Co., Z 
York, Pa., after a session on tool sales with 
C. N. Starrett, L. S. Starrett Co., and W. A. 
Banister, Delta Manufacturing Co. 
Bunting Places Sweeney 
In Charge on Coast 

The Bunting Brass & Bronze Co. 
announces the appointment of C. W. , 
Sweeney as head of operations on the | 
Pacific Coast. Mr. Sweeney will be / 


in entire charge of Bunting interests 
in the western coast area, supervising 
the activities of the Bunting sales of- 
fices and warehouses in Los Angeles, 
San Francisco, and Seattle. He will 
be assisted by Walter Gardner who 
has been in charge of the Bunting 
warehouse in San Francisco for the 
last seven years. Additions will be 
made to personnel in each of the cities. 
Comprehensive stocks of all Bunting 
products and a consulting service on 
special bearing requirements made 
readily available to all trade classes. 





Half-Million Expansion 
Program By Bettendorf 


To increase and speed up production 
at the Bettendorf Co. foundry, Betten 
dorf, Ia., has announced a $500,000 
expansion program. This activity fol 
lows closely on the heels of a thor 





ough modernization program com 
pleted recently. 


molding and shake-out 
rooms will be moved and re-equipped 
for assembly line operation. New 
furnaces will be built, conveyor sys- 
tems installed, chemical and 
lurgical laboratories erected. 

Work on the program has already 
been started. Plans call for comple- 
tion within the next 90 days. Present 
facilities will not be interrupted dur 
ing the changeover. The increase in 
production possible under the new ar- 
rangement will be between 30 and 35 
per cent, with a more complete check 
possible on all operations. 


Core rooms, 


metal- 
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More than 350 Walker-Turner Machine Tools 
purchased by one aircraft plant alone... 30 Walker 
Turner Band Saws bought for use on one job... more 
than 500 Walker-Turner Drill Presses put in use by 


one industrial plant within the past few years! 
Where are you in this profit picture? ... 


Are you getting your share of the big volume that comes 


when you concentrate on the Walker-Turner Line? 


YOUR MARKETS for Walker-Turner machines are as 


diversified as American Industry itself. 


YOUR PROFITS on sales of Walker-Turner machines 
are protected by a firm distributor policy that plays no 
favorites, and guarantees that all sales are made only 


through authorized distributors. 


YOUR SALES OPPORTUNITIES are increased by 
Walker-Turner industrial advertising which is designed 
to develop sales-producing inquiries to get you into fac- 


tories where you have a chance to sell other equipment. 


YOUR GUARANTEE to your customers of fair prices, 
high quality and prompt delivery is upheld by 
Walker-Turner because we build production machines 


by production methods. 


Write today for Distributor information. Walker- 
Turner Co., Inc., 2890 Berckman St., Plainfield, N. J. 


WALKER-TURVER MACHINE TOOLS 


WOOD AND PLASTICS 








THE DISTRIBUTOR’S PART 
IN PROTECTING INDUSTRY 


REDUCE FIRE HAZARDS 
CUT INSURANCE COSTS 





SAFETY CANS 


For safe handling of flam- 
mable liquids. Easier to use 
—safer to handle. Rounded 
dome ... large nozzles... 
APPROVED AND LABELED 
by Underwriters’ 
tories and Factory Mutual. 
Sizes | Pt. to 5 Gal. 





OILY WASTE CANS 


Also Approved and Labeled 
by Underwriters and Fac- 
tory Mutual. For safe stor- 
age of waste, 
Opens by foot 
closes automatically. 6, 8, 
10, 14, and 25° gallon 
capacities. 


lever— 





NEW “TWIN-BULB" ELECTRIC 
— SAFETY LANTERNS 


Eliminates fire hazards 
of flame lanterns. Helps 
prevent injury to watch- 
men and night forces. 
Underwriters and U. S. 
Bureau of Mines ap- 
proved models. 


Size: 12 in. high. 


JUSTRITE MFG. CO. 


2079 Southport Ave. 
Chicago, Ill. 


non-splash Pouring Lip... | 


rags, etc, | 
| days. 
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Vonnegut Building New, 
Modern Supply Quarters 


The wholesale and industrial supply 
division or Vonnegut Hardware Co., 
Indianapolis, Ind., will move about 
January 1 into a new, modern struc- 
ture now being built at Maryland and 
Missouri streets, in the heart of the 
Indianapolis industrial district. 

The new quarters will represent 
much research on the part of Vonne- 


gut officials who visited a number of | 


distributor organizations throughout 
the country and adapted teatures, 
plans and methods which might con- 
tribute to better, faster service. 
When the move is made Vonnegut 
will greet its industrial customers with 
an enlarged force of salesmen, techni- 
cal advisors and order takers. Order 
and information desks will be located 
close to the entrance, with department 
heads and = administrative — olficers 
nearby. Service will be aided by a 


- . | 
system of conveyors, tramrails, chutes, 


cranes and tubes, together with direct 
voice communication between all de- 
partments. There will be generous 
parking space surrounding the build- 
ing, selling and display space will be 
large and restrooms comfortable. 


Efficiency in Routing Saves 
Time and Money in Cleaning 


Through the medium of time and 
motion study the most efficient tools 
and methods have been 
the upkeep of processing 


devised for 
machines. 
In the past, oiling was a separate oper- 
ation, 

It has been found expedient to com 
bine oiling and cleaning in order to 
eliminate waste of oil and duplication 
of work. Standards have been set, a 
standard applying to all machines of 
a similar kind with allowance for un- 
iwoidable delays and inaccessibility of 
the machine. Belts and pulleys are 
brushed down on specific days with 
standard tools and by standard meth- 
ods. Bearings are oiled on specified 
This goes on right down the 
line and a complete chart of mainte- 
nance equipment can be checked from 
time to time. 


Chester Norton Moves Up 


Chester H. Norton, purchasing 
agent at Allis-Chalmers Boston works, 
has been appointed assistant general 
manager of purchases at Allis-Chal- 
Mig. Company. He has been 
transferred to the company’s main of- 


fices in the West Allis Works at Mil- | 


waukee, where he will assist Mr. Fred 
E. Haker, general manager of pur- 
chases for the company. H. W. Hau- 
ser, formerly with the company’s pur- 
chasing department in Milwaukee, will 
succeed Mr. Norton as_ purchasing 
agent at Allis-Chalmers Boston works. 
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JOB and 
ON YOUR 





DARTS 


consistently 


MAKE GOOD 


When you sell a Dart Union, you 
make more than just the profit on 
that one order. You assure yourself 
of sepeat sales that will build into a 
real volume, at worthwhile profits. 
The best proof of that statement is 
this: Darts consistently give the kind 
of service customers like. Permanent 
tightness on the job. Extra service 
in repeated installations. That's the 


sort of performance that makes 


friends, and profits, for you. 
to push Darts. 


It pays 


a 
E. M. DART MFG. CO., Providence, R.I. 


Sales Adgents 
The Pairbank« Company, New Veork, 
and all branches 
( anadian Pactory 
Dart Lnion Cempany. Lid... 
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“I sent for the Laughlin Catalog and Sales Helps. The 
dramatic story about the new Laughlin Drop-Forged 
Safety Clip began to work for me right away. My sales- 
men used the ‘Fist Grip’ approach. It worked! The 
Safety Clip has real user benefits which mean repeat 
orders — and pave the way to sell other wire rope and 
chain fittings.” 


For you, also, the split-second drama of a clenched fist 
can start the ball rolling for bigger sales of wire rope 
and chain fittings. Just clench your fist — show the 
Laughlin Safety Clip. Pinch your thumb and finger 
together — show the obvious disadvantages of the 
ordinary U-Bolt Clip. 


LAUGHLIN PROTECTS THE DISTRIBUTORS 


BRANCH SALES OFFICES 


1027 Magazine St., 
New Orleans, La. 
318 Penn. Ave. 
Pittsburgh, Pa. 
Lewis M. Gardner 
2223 Warner Road 
Fort Worth, Texas 
10 High Street 
Boston, Mass. 


The THOMAS LAUGHLIN CO. 


PORTLAND, MAINE 


as 
v) 


923 East Third St., 
Los Angeles, Cal. 
250 Perry Street 
San Francisco, Cal. 
605 Pioneer Bldg., 
Seattle, Wash. 
4000 York Street 
Denver, Colo. 


71 Warren Street 
New York, N. Y. 

P. O. Box 217 
Cortland, N. Y. 

564 W. Randolph St., 
Chicago, Ill. 

2921 E. Grand Blvd., 
Detroit, Mich. 






SHOULDER HUT RING BOLT 
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Write today for the Safety Clip Folder —- the complete 
story including user benefits and dramatic competitive 
tests. Consider Laughlin’s Distributor Policy. Take a 
look at the many effective advertisements and Sales 
Helps. You, too, will find that it pays to join the “Fist 
Grip” parade! Join now! Just mail the attached coupon. 


MONEY MAKING SALES POINTS 


No rope crushing ... saves rope breaks 


Easy to put on... saves time 


Can't be put on wrong ... saves accidents 


Much stronger ... saves clips 


MAIL COUPON TODAY FOR FREE FOLDER & CATALOG 


THE THOMAS LAUGHLIN CO. 
PORTLAND, MAINE 


Please send your new catalog and new Safety 
Clip Folder M-5 


NAME 
TITLE 
COMPANY 


ADDRESG........ 
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Carey Opens Office 
In Washington, D. C. 


Carey Machinery & Supply Co., 
Baltimore, Md., has opened a Wash 
ington office at 1409 S Street, N. W. 
It will be in charge of E. B. Amidon. 

| J. H. Bowen, a new addition to the 
Carey force will work out of this 
address. 


































































Ahiberg Announces Changes 


R. D. Jones, for the past twelve 
years branch manager at Akron, O. 
for the Ahlberg Bearing Co., has re- 
signed to go in business for himself. 
He will operate under the name of 
Akron Bearing Co., specializing in 


ball, roller and mounted bearings. He 
L & B SASH OPERATI NG D EVIC ES has been appointed exclusive industrial 











Distributors can render their industrial customers a distributor by Ahlberg for Akron and 
Here's An valuable service and CASH IN on their efforts by sell- vicinity. ae : : 
EXTRA SOURCE ing L & B Sash Operating Devices. C. M. MeCririe, former Detroit 

There is a big opportunity to make EXTRA PROFITS salesman, has been appointed branch 
OF PROFITS with the L & B line without stocking a single item. It's | manager at Akron, by the Ahlberg 
for YOU a simple matter to show prospects how easily and in- | Rearing Co . - 

° expensively they can convert present lines of indi- : - : 
INVESTIGATE vidually operated sash to mechanical operation. 
NOW! Available for control of center pivoted, top hung or 


Send for Bulletin No. S7. bottom hung wood or steel sash. 


giving complete detailed We handle special sash operating problems as well as 
specifications. standard. 


In Selling Hose 
Know Construction and Use 


L O R D &3 B U R N H A M c; O. Commonest industrially is the air 


hose, usually in several weights or 
IRVINGTON-ON-HUDSON, NEW YORK strengths and in braided construction 


in lengths up to 500 ft. For heavy 
duty service, as in mines or quarries, 
mandrel-cured types are available, 
with either braided or wrapped rein- 
forcement. 

For air or liquids under pressure. 
where there is no abrasive wear, the 


IN 1940 AS IN 1911... 
SERVING THE DISTRIBUTOR ca are ee 


ing, etc., the hose may have cloth = | 
sheeting inserted for greater strength. 
To insure safety, air hose is built to 
® For almost thirty years Mill withstand working pressures as high 








Supplies has been true to the prin- in some cases as 250 Ib. although nor- 
mal working pressures are much lower. 
Sizes range from } to 3-in. O.D. Types 
Wholehearted cooperation and for portable compressor service should 
have an oil-resistance tube which will 
not break up into small particles which 
abled us to put in these years of clog air tools. 


ciples on which it was founded. 


loyalty to the Distributor has en- 


ae Water hose is usually made in P 
4 ice . . . as . 
service. braided or combination construction ; 
now, although the older types were ‘ 
®We will continue this coopera- wrapped. Fewer plies are used than § 
fj in air hose, and working pressures 
tion and look forward to another are normally lower. Steam hose con- 
long period of service to the tain a heat-resisting rubber tube, with 
ale a non-expanding carcass of woven 
Distributor. fabric or wire reinforced braids to re- 





duce strain on the rubber. It usually 
has 4+ to 6 plies and is supplied only 
in 50-ft. lengths. Covers are normally 
oil and grease resistant, and the hose 


MILL SUPPLIES may be wrapped with wire. Some 


types have asbestos and wire rein- 


330 W. 42nd St. New York, N. Y. forcing instead of cotton, and will 


‘ . —— stand up to 20-Ib pressure, with equiva- 
A McGraw-Hill Publication lent temperatures. Stock diameters 


| run up to about 2}-in. 
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Use 


the ai 
‘ights o1 
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wr heavy \ 
quarries, 
available 
ped rein 


FILL ER UP. 
with a ot a tanborfull 


ty bt Whether it's a 34” hose filling your gas steam or water. But each must do its 
ve cloth tank at about ten gallons a minute... particular job superlatively before it is 
— or a husky twelve-incher pouring crude entrusted with the Thermoid name. 

as high | oil into a tanker at a 40,000-gallons- 
ugh nor 
ich lower 


D. Types utterly dependable and highly efficient. 


SLUTTY BERL OE ASE INE TI 


pressure, 
vear, the 


Make it your rule to turn first to Ther- 
per-minute clip... the hose has to be moid when the need for an Industrial 


| Rubber Product arises. In any problem 
-e shoul ; ‘ ‘ ia ; . , ; 
hich vill Thermoid recognizes this responsibility involving Hose, Belting, Packings or 


les which in making superior hose for these two Brake Linings of any type, (lea) 
i la 


~~ services and other types for every con- you can be assured of highest 


struction — | ceivable purpose. Some of it only has standards of product quality, 


vee wr to carry the whisper of a heart beat. well qualified recommenda- 
sec al 


pressures Others must control a tornado of air, tions and unusual service. 
nose con 
' t 

be, wit! ; 
7 oa ie THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 
ids to re : 
It usually Standard types of belting Standard types of hose 
lied only made by Thermoid made by Thermoid 
normally Transmission Belting Air Hose 


the hose Conveyor Belting Water Hose 

> Some Multiple V Belts Steam Hose 
ire rein Grader Belting Tank Truck Hose 
and will Canner elting Gasoline Hose 
; Bucket Elevator Belting . 


h equiva Ele Suction H 


— BELTING HOSE PACKINGS BRAKE LININGS 
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CUNEO 
Compiled and 




































Printed Catalogs 


Produce 








WHY? 


An experienced compiling, 
x f P 
copy and layout staff prepares your 
catalog to fit your requirements, 


2. The production of each cata- 
log is in the hands of skilled men 
who know how to produce the best 
merchandising volume from up-to- 
date unit plates. 


. | The most modern type setting 
and printing press equipment make 
it possible to present your mer- 
chandise illustrations and text in 
the most effective and original man- 
ner in order to maintain and in- 
crease your sales, 


4. From the planning to the 
finished printed product every cata- 
log is handled by only one organi- 
zation, thus we have undivided 
responsibility for all phases of pro- 
duction :—layout, copy compilatien, 
artwork, typography, paper stock, 








engravings, printing, binding and 
mailing. 














Complete Information on Request 
—No Obligation 


THE CUNEO PRESS, Inc. 


Catalog Service Dept. 


2242 Grove Street, Chicago, Ill. 
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Carboloy Head Refutes 
Monopoly Statements 


Speaking for the Carboloy Com- 
pany, after that organization was 
cited by the Federal Grand Jury, 
president W. G. Robbins said: 

“The alleged claim that we have 
‘secret covenants’ with Krupp’s is 
completely ridiculous. The only 
‘secret covenants’ Carboloy has en- 
tered into are with the U. S. Govern- 
ment and they consist of a pledge not 
to reveal the results of work our com- 
pany has been and is doing in build- 
ing up national defenses. 

“Furthermore, there is no. secret 
about the manner in which we secured 
to this country the continuous avail- 
ability of tungsten carbide. Details 
of the agreement were published by 
our company at the time. 

“Krupp has no control whatsoever 
over either manufacture or distribu- 
tion or prices of Carboloy metal or 
any other tungsten carbide produced 
in this country that we know of. This 
was specifically provided for in our 
license agreement. Furthermore, con- 
trary to the published statements, there 
are not two, but six separate and dis- 
tinct American licensees under these 
patents—of which Carboloy is just 
one, 

“Our relationship with Krupp is 
that of any manufacturer with any 
inventor. Carboloy metal happens to 
be originally a German invention, al- 
though it did not become generally 
practicable for use in this country 
until after the expenditure of hundreds 
of thousands of dollars for research 
and development by our organization. 

“In spite of this costly development 
work—in spite of the worst period of 
depression in the country’s history— 
Carboloy reduced prices—from 1930 
to 1939—not once, but five times. 

‘As to the question of possible short- 
age of tungsten carbide for national 
defense, Carboloy’s new plant alone 
has a metal production capacity that 
can fill all conceivable industrial and 
defense demands—a capacity many 
times the present consumption of all 
tungsten carbides by industry—and 
from sources of raw material owned 
by us in the United States. 

“One more thing about ‘prices.’ 
Published statements refer to such 
prices on a ‘per pound’ basis. No one 
buys a ‘pound’ of Carboloy, as they 
would steel or other metals. If they 
did they couldn't use it. Tungsten 
carbide is fabricated mainly in small 
pieces, sold on a ‘per gram’ basis, 
which are then built into other prod- 
ucts such as cutting tools, just as an 
automobile is fabricated from steel, 
rubber, iron, etc 


“Furthermore the average price in- 
dustry pays for Carholoy today is less 
than half the amount alleged in the 
published statement.” 
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SHOP EQUIPMENT 


™ Sells! 


“HALLOWELL" STEEL BENCHES 






. Pending 
Drawer is extra. 


Buyers are quick to recognize the many ad- 
vantages offered by “Hallowell” Benches. 
The fact that you can supply them with a 
bench that will exactly fill their need right 
from stock is usually a deciding factor. 
“Hallowell'’ Benches have smooth steel tops 
—rigid flanged legs—ample shelf space and 
pilfer-proof drawer if desired. 


“HALLOWELL" STEEL STOOLS 





Fig. 1334 
Pat. Applied For 


Fig. 1249 


The exceptional and lasting rigidity of these 
all welded stools makes repeat sales a cer- 
tainty. ‘‘Hallowell'' Stools are made in a 
complete selection of styles and will more 
than satisfy your most discriminating cus- 
tomers. 


“HALLOWELL" 
STEEL 
TOOL STANDS 
Fig. 705 


An easy stand to 
sell, Moves easily 
wherever it's need- 
ed. Made in a va- 
riety of types tor 
all purposes. 





“HALLOWELL" SHOP EQUIP- 
MENT ALSO INCLUDES: 
@ Steel Trucks 
@ Steel Lift Truck Platforms 
@ Steel Shaft Collars 
@ "Pioneer" Steel Shaft 
Hangers 
Write for Literature 
and our Proposition 


STANDARD 
PRESSED STEEL CO. 


JENKINTOWN, PENNA. 


Boston Chicago 
Detroit Box 519 St. Louis 
Indianapolis San Francisco 




















st] | FROM THE BUTTON 
s!|| SHOE DAYS of 


: to 

THE NATIONAL DEFENSE 
DAYS OF ‘40 

Benches LOWELL'S HAVE STEPPED 


| with a 
ed right 
factor, 


sol fon AHEAD WITH PROGRESS 









OLS 


The name LOWELL represents the LARGEST and 
OLDEST COMPANY devoting its entire time 
to the manufacture of REVERSIBLE RATCHET 
WRENCHES. 


During our 71 years, as TIME MARCHED ON to 
better tools, so did LOWELL, giving users BETTER, 
STRONGER, and more DURABLE wrenches. 








en We went from 20 tooth gears to 16 tooth, giving 

RP age LONGER LIFE, and from curved to straight pawls, 

Ag making STRONGER and SAFER tools. We now, as 
in the past, have a STRONGER and SAFER construc- 
tion than any other similar tool on the market. 

LOWELL REVERSIBLE RATCHET WRENCHES 

are giving SATISFACTION and SERVICE in hundreds 

of jobs today, the same as they always have. 

While the National Defense Program will call for large 
>UIP- quantities of our wrenches, we want to assure our dis- 
ES: tributors that we will at all times be prepared to give 

them the Lowell Quality and Service. 
rms 

LOWELL 
ire 
on 


WRENCH 
COMPANY 


WORCESTER, MASS. 


Chicago 
+. Louis 
‘ancisco 
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Reelite 


REG. U.S. PAT. Ore. 
AUTOMATIC TAKE-UP REEL FOR 
ELECTRIC CABLE 


PORTABLE TYPE 
THE 


HANDY LIGHT 
ON A REEL 


Help your customers 
to increase produc- 
tion efficiency. Show 
them how Reelites 
keep light cords and 
conductor cables 
out of the way, pre- 
venting slack and 
snares that retard pro- 
duction. 





Cash in yourself on the 
tremendously large 
market that is avail- 
able. Thousands of 
manufacturers of all 
types today need spe- 
cialized light on ma- 
chine operations, as- 
sembly lines, in tool 
rooms, etc. There is a 
Reelite adapted to 
every one of them. 


REELITES are made in 


Portable Type 

Drop Cord Types 

Cloth Cutting Ma- 
chines Types 

Machine Tool Types 





Recommend _ Reelites 
for economy. They pay 
for themselves in con- 
venience, reduced cost 
of cord maintenance, 
increased production, 
and elimination of ac- 
cidents. 


Today—with the many 
increased needs of 
manufacturers who are 
participating in de- 
fense work, there is an 
attractive and profit- 
able opportunity for 
you to add Reelites to 
your sales, 


Get the Data 
and You'll See Why! 


APPLETON 
ELECTRIC 
COMPANY 


1706 Wellington Ave. 
CHICAGO, ILL. 














KEEPING UP WITH BUSINESS 





ACTIVITY 


Business activity 
Automobile production 


104.9 
27,642 


trend 
volume of 


with the 
and 
dropping to the lowest 
to $8310—highest 
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total in 
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1939 





(As of August 31, 1940) 


shown by 


ORDERS PER SALESMAN PER DAY 


JEMAMJJASONDJFMAMVJVASOND 





Volume per salesman in July—$8310 


FIGURES 


Steel activity 91.3 
Carloadings 761,002 
the Sales Indicator (Page 66) 


for July reacted oddly, orders 
two years and volume climbing 
in at least two years. 


1940 








War Goods Seen As 
Long-Sought New Industry 


Businessmen generally are slowly 
awakening to the fact that the build- 
ing of armaments has opened up a 
industry in the United 
possibly the long-sought new 
industry that was to lead us back te 
le, prosperous days. 
Heretotore this 


regarded each War 


major 


states 


new 


. + | 
more stap 


country has al 


] 


as the last 


the 


Waves 


me without reckoning on possi- 
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However, re- 
cent developments have brought home 
the realization for constant prepared- 
ness. To achieve this, we must build 
a complete new system of arms plants 
—on a permanent basis. Creation of 
an armament industry will naturally 
divert a portion of national income 
from the satisfaction of real wants. 
However, in its formative stage, the 
new industry will provide an import- 
ant stimulant to business as a whole 

Thus far national defense orders 
have been placed almost entirely with 


bilities of future wars. 
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IF ITS A 





IT HOLDS! 


RESPONSIBILITY 


In every walk of life, in every profession, 
responsibility goes to those who can take 
it. 

In industry, it’s the JACOBS CHUCK 
, which is honored with the responsibility 
sell (\' of functioning at the business end of al- 
epares most all drilling and tapping machines 
ist build AY and portable tool equipment. 

s plants 


: A ' ' % i IF IT’S A JACOBS IT HOLDS! 
ation ol : ‘ , 


. \' . 
aturally ; f The Jacobs Manufacturing Co. 
income ‘ 4 Hartford, Conn., U.S.A. 


ver. Fe 


it home 


want 
age, the 
import 
1 whole 
ordet : 


‘ly wit! 


MILL SUPPLIES © SEPTEMBER, 1940 





SHARE IN 


MECHANICAL RUBBER ORDERED TO 


SPECIFICATIONS 


* FEDERAL * ARMY * NAVY * AIRCRAFT 


* 


SHEET PACKING 


standard fractional  thick- 
nesses; with or without cloth 
insertion 


MOLDED 


supplementary governmental 


activities 
GASKETS 


die-cut from Neoprene, rub- 
ber, or cloth-inserted sheet 


GOODS 


can manufacture necessary 
molds, then produce finished 
material from them 


PUMP VALVES 

soft, medium, and hard 
standard grades; other qual- 
ities for special uses 


DIAPHRAGMS 

duck insertion to give re- 
quired strength; rubber 
cover to resist action of fluid 


ELKHART RUBBER WORKS 
Elkhart, Ind. 


GOULDS DISTRIBUTORS 
GET 


The right silicon content makes pump 
castings strong and hard; much 
makes them brittle. For better control 
of this tricky element, GOULDS engi- 
neers and metallurgists recently devel 
oped an unique portable mixing ladle 
for use in GOULDS big foundry. With 
this new device, silicon control is more 
accurate than ever before, the steel 
is more uniform, the castings in 
GOULDS Pumps are harder, stronger, 


too 





A NEW SALES POINT 


but never brittle in any part. And 
GOULDS distributors have a new 
sales point to help them sell the 


GOULDS quality built GOULDS line. 


But typical is this of GOULDS con- 
stant effort to improve quality—an ef- 
fort so successful that twice as many 
industrial distributors carry GOULDS 
as carry the second choice make. 
Room for more, too. 


GOULDS PUMPS Inc. 
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existing plants, the capacity of which 


is limited. To step up output huge 
new plants must be erected, a large 
personnel hired and workers trained 


for highly specialized tasks. Some 
forward-looking industrialists envis- 


age at least 60 major plants to be 
located inland, west of the Alleghenies 
and probably, for the most part, east 
of the Mississippi. Not only will 
they create entirely new industrial 
areas but their construction alone may 
represent an ultimate outlay well in 
excess of a billion dollars. 


Purchasers Urge Wary 
Buying of Domestics 


With the building, steel and auto- 
mobile industries all operating on a 
satisfactory basis and a continued high 
level of operations seemingly assured 
over the next few months at least, the 
business structure of this country and 
Canada represents an improvement 
over the status of a month ago, ac- 
cording to the August report of the 
business survey committee of the Na- 
tional Association of Purchasing 
Agents. 

The total of persons gainfully em- 
ployed is higher in all parts of the 
country and “relief rolls should be 
reduced this winter to the lowest 
levels of the past decade.” 

“Domestic orders for materials and 
equipment to be used in the arma- 
ment program are definitely making 
themselves felt,” said the report. ‘Lo- 
calities where these defense require- 
ments are not putting in an appear- 
ance are dull spots in the industrial 
picture. Overshadowing the whole 
situation, however, is the apprehen- 
sion felt regarding the outcome of 
the struggle in England and the more 
immediate possibility of an adverse 
result, with consequent shutting off of 
export volume in several important 
markets. In procurement circles it 
seems precarious to be long on 
materials at this time, while it is also 
dangerous to take a short position 
because of the uncertainties at home 
and abroad; therefore a conservative 
buying policy is now being followed 
on practically all sides.” 


Textile Shortages 
Begin to Appear 
The first Ww idespread 


influence on commercial trading re- 
sulting from 


instances of 


fear of 
buying 


shortages or 
shortages caused by defense 
last month in several 
sions of the textile markets 
pronounced shortages uncovered thus 


occurred divi- 


The most 


far have been in the wool goods 
market, where some mills making 
voolens have committed themselve- 
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New Levieury,y Docesr 


CHECK AND PASS on 


© eH 
: Ww vom ny 


TRUCK CASTERS 


Bassick’s long record of consistent advertising 
steps up again in °40 with a broader, more 
powerful schedule. Every message is aimed at 
building even greater acceptance and making 
Bassick Casters easier for you to sell. 


INDUSTRIAL 
DISTRIBUTORS 


know Bassick Industrial 
Casters as the outstanding 
quality line—the complete 
line, with the correct size 
and type of caster to meet 
every customer’s specific 
needs—at prices that are 
right. 


YOU CAN “BUILD BETTER BUSINESS WITH BASSICK” 
THE BASSICK COMPANY © Bridgeport, Connecticu: 


Canadian Factory: 


Division of the Stewart-Warner Corp. Chicago, HL. 


Stewart-Warner-Alemite Corporation of Canada. Lid.. Belleville, Outario 
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DEALERS WANTED 


INDUSTRIAL EQUIPMENT 


Mining Machinery 

Industrial Conveyors 

Disintegrators (Wet & Dry) 

Paint Mixers (Retail and Industrial Users) 
Saw Mill Machinery 

Grain Elevator Equipment 

Power Transmission Apparatus 

Special Machinery 


Diamond products are well established nationally, in various 
industries and will prove profitable to firms who have industrial 
recognition. 


FACILITIES FOR QUICK DELIVERIES NOW! 


Write TODAY for full information 


DIAMOND IRON WORKS Inc. 


AND MAHR MFG. CO. DIVISION 
Minneapolis, Minnesota 
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“The Master Insulation 
for Heating Systems” 


CAREYCEL—the patented insulation for low <> Fe 
pressure steam and hot-water heating systems ee 


(for temperatures up to 300° F.)— 


CUTS HEAT LOSSES 30% 


Impartial tests at Mellon Institute proved the 
rate of heat loss through Careycel to be 30% 
less than through an equal thickness of aircell C4AREYCEL assures ut- 
. . P ° , . most satisfaction for users 
insulation. Shrinkage is only 1/10th that of air- ”°" easier sales amd good 
cell. Eliminates heat-wasting cracks at joints;  ?7fts for distributors 

° : : 7 Write for interesting data 
makes a better looking job; increases efficiency ad details of Distributor 


: P Franchise—addre: Dept. 
of heating equipment; saves fuel. ee ae ee 











THE PHILIP CAREY COMPANY - Lockland, Cincinnati, Ohio 


Since If 


BRANCHES IN PRINCIPAL CITIES 
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on government contracts to such an 
extent that they will omit formal 
showings on spring lines scheduled for 
this month. 

On two instances the Army Quart- 
ermasters found it necessary to ad- 
vertise for bids to make up defi- 
ciencies in offerings against earlier 
invitations. 


Office Equipment Orders 
Spurred By Arms Buying 


[Improvement in the office equipment 
industry as a result of foreign war 
orders and the defense program in 
this country is being noticed. The 
National Defense Advisory Commis- 
sion had cleared $1,961,541,000 of 
contracts up to August 10, and awards 
amounting to $25,000 or more each 
since July 1 occupied more than a full 
page of newspaper space. 

“It seems obvious,” says Fitch In- 
vestors Service, “that to keep the 
complicated records required by the 
government for such a vast amount of 
business, a very considerable volume 
of new office equipment will be 
needed. When it is considered that 
the United States government has al- 
ready appropriated more than $5,000,- 
000,000 for defense, and probably 
double that sum is to be spent in the 
next few years, to say nothing of 
$2,000,000,000 of orders now on hand 
from the British government, the 
office equipment industry should get 
a substantial volume of new business, 
both directly and indirectly.” 


Defense Orders Cause 
General Electric boom 


National defense orders totaling 
millions of dollars have impelled part 
of the General Motors Company plant 
at Schenectady, N. Y., to operate on 
a 24-hour-a-day basis. To speed tur- 
bine construction, employees are 
foregoing their vacations for an 
equivalent bonus in pay. 

Within the last six months orders 
have been received for marine pro- 
pulsion equipment for a super-battle- 
ship, a mine layer and several light 
cruisers, destroyers and submarines. 
Government contracts for $4,671,000 
worth of anti-aircraft equipment and 


ment have come to the company. 
Turbine generators under construc- 
tion include two 60,000-kilowatt units 
ordered by TVA for a steam plant 
near Chattanooga. Additions are 
being made to buildings at the Gen- 
eral Electric plant in Erie, Pa., where 
$553,834 worth of howitzers have been 
ordered. Gears for turbines and sup- 
erchargers for airplanes are being 
constructed at the Lynn, Mass., plant. 
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METAL WORKING INDUSTRIES 





Today’s stepped up operating loads and 
speeds in the important metal working industries demand 
a truly modern lubricant! 

That’s why literally hundreds of manufacturers—faced 
with urgent production demands— switched to Lubriplate 
Lubricants. Because they knew Lubriplate possessed exclu- 
sive advantages that arrest progressive wear... reduce fric- 
tion and power loss to a minimum .. . retard pitting and 
corrosion ... slash labor, lubricant and replacement costs. 

Whatever your lubrication problem—whether for preci- 
sion instruments or heavy duty steel mill bearings—it will 
pay you to investigate Lubriplate. For full information to- 
gether with name of your nearest dealer, write: 


FISKE BROTHERS REFINING CO. NEWARK, N. J. + TOLEDO, O. 











AIR TRANSPORT LINE -"We have very succes+- CAN MANUFACTURER “Among the many ap- AUTOMOBILE MANUFACTURER—"Lubriplate 
fully used Lubriplate No. 110 in assembly of air- plications in our plant Lubriplate No. 100 applied is used on guide pins of presses... on this opera- 
plane parts. We find Lubriplate not only facili- to guides of our punch presses is doing a remark- tion one pound goes as far as 8 pounds of former 
tates our assembly work, but also affords protec- able job. In addition to better lubrication at lower lubricant. Since using Lubriplate, there has been 
tion against rust and corresion.”” cost. Lubriplate <tays put and does not drip.” no galling of pins or pulling of bushing- 





TOOL STEEL MANUFACTURER —“Since adopt- SIGNAL MANUFACTURER— “On our high speed BLOWER MANUFACTURER “Since adopting 
ing Lubriplate for electric motor bearings. consump- erinder spindles. Lubriplate No. 2 lasts longer and Ball Bearing Lubriplate several years ago. our ball 
tion of lubricant has been reduced 90°, while saves bearing wear as compared to lubricant which bearing replacement expense has actually been 
temperatures have decreased as much as 40° F.”* was previously used.”* reduced upwards of 50%." 








Dealers from Coast to Coast 


LUB heres ATE 


TRANSMISSION OF POWER WITH LESS LOSS_LESS WEAR LESS COST 
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Points out the 11 “‘star’’ features of Simplex Screw Jacks—the Jack that 
gives your customers greater safety; faster, easier lifting and a guarantee 
to lift their full rated capacities for the cost of ordinary jacks without these 
features. Ties you in with the fast-moving line of Simplex Jacks for every 
industry. Write today for your display kit! 


TEMPLETON, KENLY & CO., Chicago, Ill. 


Better, Safer Jacks Since 1899 


SIMPLEX Jacks 


Awarded the Gold Medal for Safety 








Wanted! 


Hoists in all sizes—hoists that stand 
up under every condition—keeping 
material moving with the minimum 
of time and effort—safely, quickly 
and economically. Now is the time 
to sell 





PEERLESS HOISTS 


All-steel for endurance. Made with 
exclusive features that eliminate 
breakdown and repair bills. Yours 
is a friendly, helpful service when 
you sell Peerless Hoists. 

The Harrington Company 


17th & Callowhill Sts. — Phila., Pa. 
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IPS 


FROM THE TRADE PRESS 


Because of space limitations, most items ap- 
pearing jn this department have been reduced 
to their elemental facts through digesting. Where 
the reader's interest is particularly great, we 
recommend that the article be sought out and 
read in detail in the paper where it originally 


appeared. 


Let's Brush the Cobwebs 
Off Selling 


\ great deal of what passes for 
sales training in American business 
today is an effort to improve some- 
thing that isn’t worth improving. 

Stunt selling, high pressuring, pep 
talks, contests, drives and the like 
represent one extreme. The other is 
made up of psychological hokum; the 
abstract study of factors having no 
real relation to or effect on sales 
except, in too many instances, to cur- 
tail them. 

\ vast middle ground of simple, 
common sense measurement lies be- 
tween these two practices. 

1. Every sales force in every line 
of commerce or service needs continu- 
ous training in the practical methods 
of making sales now. 

2. Every force so trained sells more 
good or services than the force with- 
out training. 

Real sales training takes nothing 
for granted, has no shibboleths, insists 
on tangible gains, and then holds those 
gains. The type of training I have in 
mind nearly always reduces the 
umount of time salesmen are rejuired 
to spend in the study of sales manuals, 
catalogs, advertising. 

Testing is the first step in modern, 
scientific sales training. The method 
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IT 1s Sagy 10 DO BUSINESS WITH LAMSON 


A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve 
as a drift pin. Lamson stock cotters conform to all 
Government specifications. Cotters made to order 
from brass, bronze, aluminum and stainless steel. 





As one of the largest producers of nuts, we supply 
Semi-Finished, Castle, Slotted, Cold Punched, Hot 
Pressed, Cold Forged, Stove Bolt and Machine 
Screw Nuts in any quantity from stocks. We make 
nuts from non-ferrous alloys to specifications. 


® We've made it easy for you to do business with 
Lamson & Sessions from every point of view. First — you 
can get every fastening you need because we make 
the most complete line of bolt and nut products in this 
country. Second—back of every Lamson jobber's stock 
are five Lamson plants supplying them with clean, new 
products regularly. Third—the bolts, nuts, cotters, cap 
screws and all the other products we make are packaged 

















Lamson full finished Cap Screws of SAE 1020 steel 
have approximately 90,000 Ibs. per sq. in. minimum 
tensile strength. Our high carbon cap screws of SAE 
1035 steel, heat treated, have approximately 150,000 
Ibs. minimum tensile strength. 


Round Head, Flat Head, Oval Head, Oven Head and 
Binding Head Stove Bolts are made in a full range 
of sizes. Pointed, knurled, ribbed and slotted Hinge 
Pins, threaded Rods and Wires, Crating Rods and 


Hook Bolts are made to specifications. 


carefully and attractively so that our cartons hold their 
shape, and make inventory a cinch with their legible 
labels. And then we go a step further—and tell you 
exactly what proportion of sizes you should stock to 
get your money out of your inventory most quickly. 
Finally, more than a million advertisements are 75% 
published this year to make your selling job easier 

ANNIVERSARY 
1865 -1940 


THE LAMSON & SESSIONS COMPANY « Cleveland, Ohio 





LAMSON & SESSIONS 
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Craps. 1. .£ R 2 
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Saleh 


for YOU 





when 
you 


sell 


VALLEY GRINDERS 


% Low upkeep cost 
*% Economical, efficient performance 
*% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 
by the Valley Guarantee. Specifications include heavy shafts, oversize ball bearings, 


wide wheels, and adjustable tool rests. Sizes from 14 h. p. Bench to 5 h. p. Pedestal 
models. 


Let us give you prices and details on special profit-making franchise 
for Valley Distributors. 



























@ MODERN PACKAGED SHIM STOCK more than 
pays its own woy. Calls for shim stock no longer 
a nuisance! Instead, you give your trade better 
“service and accommodation”. . . that means 
valuable good will. 

Look into this packaged precision shim stock. It affords 
you bigger units of sale... less handling ... steady “fill-in” 
repeat orders without any effort. 


The line is complete—to take care of your customers’ 
every need. Write for catalog and dealer merchandisin 
plan. LAMINATED SHIM CO., INC., 58 Union St.. Glenbrook 
Conn 
. 
c 
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is simple enough. In the nature of 
things, men within a business, close 
to and responsible for its everyday 
routine, take many things for granted. 
Or else they let their judgment be 
colored by what they call “experience” 
—which is often merely another word 
for “prejudice.” They simply will not 
make detached, impersonal studies of 
all the factors affecting sales. 

Selling is one place where it is often 
quite true that “everybody's out ot 
step but John.” The majority of any 
sales force is usually wrong, because 
it is sticking to traditional selling 
methods which either have become 
obsolete or else never were any good. 

\ meat packer operating in one 
city, for instance, ran his sales up 
many thousands of dollars when he 
convinced 64 of his 70 salesmen that 
they should use the selling methods 
if the other six men. 

In every business some specific sell- 
ing methods work better than other 
methods do in that particular business. 
Phe sales manager's job is to see that 
as Wanv ats possible of his salesmen 
use those methods as often as possible 
To do that. he must determine det- 
nitely, and not by guess work. what 
the best methods are. 

Sales management in the mass today 
is about as far advanced as production 
management was in 1880. About that 
time, production managers began to 
learn that every operation could be 
measured to determine the right speed 
for machine tools, the time required 
for human movements in handling 
parts, and other factors that could 
limit or increase output. Relatively 
few sales managers have vet begun to 
study selling and merchandising in 
this fashion. 

By Carroll VY. Belknap. 
Nation's Business. 


Incentives for Jobbers' 


Salesmen 


Practically all incentive  proposi 


tions for jobbers’ salesmen are rim 
either on a short-term basis or as a 
permanent fixture, with the short-tern 
plans very much in the majority. 


The short-term plan involves either 
a contest or a set of rewards which 
the salesman, in effect competing with 
himself rather than others, may earn 


Dy specified sales performance. The 


nora casn 


rewards may be in the tor 
percentage, customarily known as 


“POM.” or a selection of merchandise 


prizes. 

One month is the usual minimua 
duration for short-term plans. Some 
run two or three months \ four- 


month period is relatively Tare Many 
manufacturers are coming to favor the 
six-week period, on the basis that it 
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Are you prepared 





to meet emergency demands 
for PRECISION FILES in your territory? 





The very large assorted stock of American Swiss 
Pattern Files available in our stock room will 
help you meet emergencies in supplying tool and 
die makers and machinists on production of ma- 
chine tools, aeroplanes, ordnance, and special 
machinery and equipment for defense. 


More than 2500 Shapes, Cuts and Sizes 


Cuts Nos. 00, 0, 1, 2, 3, 4 and 6 


Hand Pippin Mill 
Mill (2 Round Edges 


Pillar (Regular) Crochet 

Pillar (Narrow) Round Finishing 
Pillar (Extra Narrow) Square Taper Saw 
Half Round Three Square Slim Taper Saw 


Slim Half Round Metal Saw Round Edge Joint 
Half Round Ring Slitting Square Edge Joint 
Crossing Checkering Die Sinkers 

Knife Parallel Round Needle 

Warding Spark Plug Escapement 
Equaling Half Round (Coarse Cut) Machine 

Barrette Flat (Coarse Cut) Die Sinkers’ Rifflers 


Cant Silversmiths’ Rifflers 


American 


The American Swiss slogan “Only the 
best is good enough” applies with 
special force to America’s defense 
program. By standardizing on “Ameri- 
can Swiss” Swiss-Pattern Files, you 
can furnish your trade with tools that 
will help to speed up production, re- 
duce filing costs, and provide a suit- 
able file for every need in precision 
work, 


Our 100% Distributor sales policy pro- 
tects the Distributor on every trans- 





action. 

Swiss Made 
Pattern THE BEST in 

Files Oot U.S.A. 


American Swiss File & Tool Co., Elizabeth, N. J. 


WwIss 
Siles of Precision 
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Safety Belt Hooks and Lacers 
Give You More Profit! 





Let us explain, 
quote you and 
outline our sales 
co-operation. 












See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 





SAFETY 
Portable Lacer 


The Best 
Belt-Lacing 
System 
with the 


wi 
i nan 


Hooks are easily 


Largest nae a the 
Profit surface of belt 
ee You! Full 6” Capacity 


Stouter These ~—o 
Stronger per % 
mechanics. 


Sales ore easy/ 

















CLINCH THE SALE BY BEING ABLE TO 
PROMISE “IMMEDIATE SHIPMENT” 


Your customers USE Blast Gates 


Wherever a plant in your territory uses low-pressure 


air and gas you have a live prospect for Rockwell 
Blast Gates, 


C Plant expansion and modernization to meet the de- 

| mands of national defense give you many oppor- 

K tunities for an additional source of profits when you 

handle the Rockwell line—the complete line nationally 

recognized for its highly effective modern design and 

W for the high standards it sets in economy and effi- 
ciency. 


All sizes and all types available for prompt shiprnent. 
Send at once for the Rockwell Catalog. 


W. S. ROCKWELL COMPANY 


| 50 CHURCH ST. NEW YORK, N. Y. 








L | |BLAST GATES 
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provides two weeks for the salesmat 
to familiarize himself with the pro- 
gram and get up momentum, two 
weeks for peak effort, and a final two 
weeks to round up the many odds and 
ends. 

These short-term activities are de- 
signed to provide a special stimulus 
which will cause the salesman to 
single out the line from the hundreds 
or even thousands he may represent 
and give it a little extra push. A 
period of concentrated effort may be 
just the thing which will enable the 
line to forge ahead. Moreover. the 
salesmen’s future efforts may be mort 
thorough and intelligent as a result o! 
a better understanding of the sales 
points of the line and its volume and 
profit possibilities. 

In the nature of things, the contest 
or reward plan is usually employed as 
a special stimulus. If prolonged over 
too lengthy a period, the salesman 
naturally becomes immune to the 
effects of the stimulant, and the activ- 
itv defeats its own purpose. 

In general, a plan that runs six 
months or a year is for this reason 
undesirable. An additional element ot 
disadvantage is the fact that the sales- 
man comes to expect the added in- 
ducement as an accepted part of his 
compensation. This is particularly 
true in the case of the cash bonus or 
P.M. 

\ permanent incentive plan is the 
one exception to the short-tern 
that experience has proved feasible. 





In certain situations, the manutacturer 
may adopt a set of rewards for the 
jobbers’ salesmen as an integral and 
continuing part of his distributive pic 
ture. Here the potential element 
dissatisfaction at discontinuance 
the inducement, of course, disappears 
and by skilful handling the manura: 
turer may be able to keep the ince: 
tive angle alive and effective 

The permanent plan is customarily 
based on a merchandise reward setup 
offering a wide assortment of prizes 
for which the salesman may qualify 
at any time in accordance with a 
schedule of points based on quantita 
tive sales performance. A continuous 
contest involving actual competitive 
effort among salesmen is not feasible 
for numerous obvious reasons. A 
continuous P.M. plan involving cash 
entails the serious drawback that. the 
jobber may discontinue giving hits 
men their regular commission on the 
line, or at least reduce the amount 
\s a result, any semblance of added 
incentive is lost, and the manufacture 
is simply paying part of the salesman’: 
egular compensation, with the jobber 
pocketing the difference 

The continuing svstem is necessar- 
ily applicable only where the line 
unusually well established and oceu 








| ARMSTRONG 


Everybody uses tools 
— everybody buys them 















There is always a market for 
ARMSTRONG TOOLS, because 
over 96% of the machine 
shops and tool rooms use 
ARMSTRONG TOOL HOLD- 
ERS daily, and the acceptance 
of all ARMSTRONG TOOLS 


is universal. 













There are many reasons for this: 
(ist) Tool users themselves pre- 
fer and cherish ARMSTRONG 
TOOLS, for each is the finest 
tool obtainable—better in de- 
sign, stronger and exactly suited 
to its purpose; (2nd) Fifty 
years of continuous advertising 
and abundant sales helps have 
educated tool users to the su- 
perior quality of ARMSTRONG 
TOOLS; (3rd) Completeness 
and uniform quality of lines— 
is aRustRONG each ARMSTRONG TOOL sells 
rly weap Senped Ge other ARMSTRONG TOOLS; 
; Pacer) (4th) 50 years of selling thru 




























































- the industrial distributor has 
, put buyers in the habit of going 
: é to their Mill Supply House for 
a ) their ARMSTRONG TOOLS. 
ible 
are Everybody uses tools, every- 
+] body buys them—if you are 
r looking for quality sales, push 
p tools; ARMSTRONG TOOLS 
they all prefer. We have sev- 
eral studies of Mill Suppliers 
who greatly increased their tool 
sales and profits by “going 
. ARMSTRONG all the way”. 
, We will gladly show you how 
you can do the same. 
Write for new C-39 Catalog 
1Z¢ 
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ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People 
305 N. Francisco Ave., Chicago, U.S.A. 

Eastern Warehouse & Sales: 

199 Lafayette St., New York 
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FEATURES THAT SELL THEMSELVES | 

































































This illustration shows 
Chicago Rawhide renew 
thle faces for hammers 
which fit accurately in the 
malleable heads and pre 
vide tough, safe, striking 


surfaces 


176 








(Above) The paw! 





mechanism which 


new stand- 


set a 
ard in the 
industry, 


and pioneer 


lever Jack. 


Jack 


(Left) The original 
No. 
2028 20-ton ratchet 





Ilere sare matchless tools—the hest there 
are for the work they do—protecting sur 
fuees and materials whieh must not be 
marred when being struck. Chicago Raw 
hide Tlammers and Mallets are made from 
genuine Java Water Buffalo hide, treated 
and compressed into teugh, accurate strik 
ing heads which outhist all others 















Here is a complete line to sell a size for 
every industrial use-—a selection of weights 
in both hammers and mallets which pro 
vides the right tool for every job. Chicago 
Rawhide Hammers have permanent malle 
able iron heads using replaceable faces 
which give vou steady, repeat business 
from every sale. 








Here is a profitable line because Chicago 
Rawhide tools are nationally advertised, 
are sold only thru regular trade channels 
with a fully protected margin—a main 
tained policy of merchandising and selling 
through jobbers which means much easier, 


faster profitable sales. 


CHICAGO RAWALAE MFC.CO. 


1290 ELSTON AVE- CHICAGO -U-S-A- 
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pies a major volume position in the 
jobber’s sales total—Printer’s Ink, 
April 19, 1940. 


Wire Rope 
At a Zinc-Lead Mine 


A certain zince-lead mining con 
pany used performed wire rope for a 
number of years on two shait hoists 
and in one case where the fleet angle 
was bad obtained four times the life 
from preformed rope that was had 
with the conventional type. This rope 
was j-in. in diameter, 6x 19 improved 
blow steel with hemp center. Depth 
of shaft 580-ft. and load hoisted was 
about 6,500-Ib. at 600-ft per minute. 
The company usually hoisted from 
100 to 125 tons of zine-lead ore in 
two 8 hour shifts in addition to con- 
siderable timber and from 30 to 30 
tons of waste between different levels 
for filling. 

In one shaft where water was pres- 
ent and where a faulty and damaged 
sheave caused excessive wear on the 
only preformed rope tried out, the 
company did not get exceptional life 
as measured in the first case; but the 
management states that even here, the 
longer lite more than paid for the 
extra cost of the preformed rope. 
Engineering and Alining 
July, 1940, 


Journal, 


Calculating Horsepower 
Delivery of Angle Belts 


Practically all engineering text and 
handbooks on  power-transmission 
problems contain tables and formulas 
for calculating horsepower delivered 
by horizontal belt drives. However, 
many drives are at an angle of 45 deg. 
and at the vertical and no formulas 
are available for such installations, 
states Paul C. Ziemke, Milwaukee, 
Wis., or at least he has found none to 
date. 

To find the capacity of a vertical 
or inclined belt drive the angle of 
which is greater than 40 deg., deduct 
the angle of inclination from 140. The 
result will be the percentage of capac- 
ity of the belt as compared with a 
horizontal belt of the same size. A 
case in point: When the angle of in- 
clination is 45 we have _ then 
140—45—95, which figure indicates 
that 50 per cent of the capacity of a 
horizontal drive is possible with a 
belt driving at this inclination. 

At first glance this appears to be 
somewhat too high a figure but after 
checking angle drives over a period 
of vears Mr. Ziemke believes it to be 
approximately correct. — Coal Age 
Anaqust, 1940 
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These Low-Cost DRILL PRESSES 
can help you NOW/ © 


annette 






Immediate delivery on these 


es 
a, cost-cutting quality machines 























a 

r = Today more than ever—many of your cus- 
aa \ \er ee ) tomers are in a sweat to break through 
en “bottle necks” and speed up production. 
==: \ Today—more than ever—it will pay you to 
tell them the story of Delta low cost drill 
presses—to tell them how these remark- 
ably efficient and flexible machines can end 
their headaches—and increase output. 
Most important of all—you can give them 
immediate delivery—right now—when they 

need it! 


Other Low-Cost 
is carrying the message of ; pa 
Delta tools to every plant in Delta Machine Tools 
this country. Tie in with this 
timely copy and get Abrasive Cut-Off Ma- 
e ? chine cuts speedily 
your share of oa and te exact lengths 
profitable Delta 4 A Ml pn 
business — half ; the te 
cost of machines of 
this type 










Metal Cutting Band 
17 Inch Two 
















Saw cuts almost any- 

7 3 Spindle’ ‘Slo- thing in metals and 

Morse Taper Speed” Drill plastics from jig and 
Spindle and Press, No. 2 me bases 1 va 

tandard Tilting Morse Ta by 2” thick to draw 


tie segments 6” thick 


Table, without 


per 
Spindles. PAvailable in High 
motor or switch. 


Speed or with % Inch Jacobs 
Chuck. 





4 Bench and Pedestal 
Grinders ‘‘that never 
a fornet. their goggles’’ 
the afest, most 





accurate and efficient 

No. 1855-17 grinders made, 

Inch Four Spin- 

die ’’Slo-Speed” 

Drill Press, No. 
2 Morse Taper Spindles. Belt and Disc Sand- 
Availablein Figh eeeter pained or ideal 
with 42 Inch Jacobs Chuck. for ‘sanding, polish 


ng, finishing fin 
ning metals, wood, 
and plastic 


MANUFACTURING CO. 


(industrial Division) 
600-634 EAST VIENNA AVENUE 


MILWAUKEE, WISCONSIN 
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PRODUCT 


PAGE NO. 





MAIN FEATURE 


MANUFACTURER 











\ 

Sench grinders 178 Quiet running, no vibration Independent Pneumatic Tool Co. \ 
Multiple-Length Rotary Hoss 178 Solves replacement problem Hewitt Rubber Corp. \ 
soiler Feed Systems 180 Fully automatic, easily installed Micro-Westco, Ine. 4 
15-In. Drill 182 (nti-friction bearing construction skilsaw, Ine. 
Adjustable Wrenches 182 Fully chrome plated Bonnev Forge & Tool Works 
Bench Lathe 184 Has 1-in. collet capacity South Rend Lathe Works 
Lift Jack Is4 Locks in an instant Bond Foundry & Machine Co. 
Crinder 185 Precision built, smooth operation Baldor Electric Co. | 
Toggle Bolt Clamp 185 Saves time on installation The Paine Co. o?* 
Airbrush 186 Shorter fluid passage Paasche Airbrush Co. 90>> 
Sorting Rack 186 Adjustable shelves Lyon Metal Products. Inc 
Electric Eteher 187 Permanently engraves iron, steel, alloys Ideal Commutator Dresser Co oe 
\cetylene Generators 187 Portable, convenient, economical Marquette Mfg. Co. ee 
Oiler 188 Finished with heavy pigmented lacquer Eagle Manufacturing Co. 
Electric Hoist 188 Simplicity of design, operation Yale & Towne Mfg. Co. 

maintenance 
Hydraulic Pump 189 Delivers up to 50 tons power Blackhawk Manufacturing Co. 
Goggle 189 Comfortable, light in weight Dockson Corp. 
Electric Pipe Cleaning Machine 191 Mounted on castors Oster Manufacturing Co 
\ngle-Head 191 Compact case features stow Manufacturing Co. 
Cast [ron V-Pulley 192 Oval spokes for balance Maurey Manufacturing Corp. 
Vertical Turbine Pumps 192 Efficiency and performance Pomona Pump Co. 
Drill Press 195 Completely enclosed drive Boice-Crane Co 
Car Ladder 193 Can be tilted at any angle J. R. Claney, Ine 
Sealing Compound 194 For thread and gasket connection Key Company 
\ir Compressors 194 Stationary mountings Schramm, Inc 
Dust Pan On Wheels 195 Simplifies rubbish handling Palmer Shile Co 
Portable Lamp 195 Low operating cost U-C-Lite Mig. Co 3 
Portable Fan 195 Drafts are eliminated Truflo Fan Co U 
Clamp 195 Provides a positive grip Grand Specialties Co ( 
Gear-Shift Motor . 197 eliminates belt shifting Lima Electric Motor Co AL 
lapping Machine 198 Chucking jaws, complete dial can be L.. J. Kaufman Mig. Co 

changed 
Valve 19s Resistant to erosive and corrosive MeWKenna Metals Co 

action 




















NEW PRODUCTS \ 
WITH SALES POSSIBILITIES 





ae 
Bench Grinders duty (B-66), 6-in. heavy duty (B-6), Multiple-Length Rotary Hose 
7-in. heavy duty (B-7) have motors mi 
Quiet Rurning, No Vibration completely enclosed. All sizes are Solves Replacement Problem ro 
provided with adjustable tool rests : 
und are arranged so that safety glass F 
eve shields can be attached. The ¥, 
vheel guards are extra heavy and on 
sizes B-6 and B-7 of the enclosed type abl 
with chutes. Size B-66 and B-6 are \ 
% the split-phase start, induction-run fat 
type and B-7 is of the capacitor-start, ?- 
capacitor-run type, with oil-filled con- a 
lenser in base. The latter, having no 11 
centritugal starting switch, commuta- rill: 
or or brushes, is best adapted to . 
heavier duty service and will with a 
sult tor all-around service in grind stand adverse conditions without i 
ing, butting and wire wheel work are burning out Independent Pneumatic \ great many rotary hose failure: o WW 
the three new “Thor” electric bench Fool Co., Chicago, TiL—Mtti Svup- result from accidental injuries an¢ a 
nders he three sizes, 6-in. light PLIES, September 1940 with — the levelopment of  built-1 - 
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Fou paubst 1 too! 


MILL SUPPLIES 
AUGUST ISSUE 











* Standardize on 


HOLO-KROME 


Action! 


a letter will bring the reason why 
HOLO-KROME DISTRIBUTORS 
are 100% for the 
HOLO-KROME POLICY 











ORSE FULL LINE 


Full Market Coverage 





The M 
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“You can 
bank on 


FAIRBANKS" 

















to sell em 


construction of Fairbanks Hand Trucks. 


straps, which makes replacement easy, 


are set flush into the top of wooden 


in the handles. 


appeal to buyers. 


furnished with iron or rubber-tired wheels, 


Write for our special proposition to 
eatalog No. 51-52. 


THE FAIRBANKS COMPANY 
19 EAST 4TH ST., NEW YORK, N. Y. 


Boston, Pittsburgh. 
F actorie Binghamton, N. Y., Rome, ¢ 





















> Hand and Platform 
Fairban Trucks, Wheel- 


barrows, Casters 
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MORSE CHAIN COMPANY : Ithaca, N. Y. 


You dont have to tell ‘em 


You don’t have to take time to point out the superior 


Your customers 
ean see that they have steel straps on both front and back 
of frame, providing extra strength, rigidity and durability. 


They can see that the nose iron goes over the handle 


They will quickly note that the pressed steel cross bars 
frame and rigidly 
bolted, eliminating the weakening mortises usually found 
750 h.p. and 200-Ib. 


There are at least a half dozen other super features that new automatic boiler 


Both the Fairbanks Hand and Platform Trucks are made 
in types for practically every requirement. And both can be 


distributors and 


with a “Westco” turbine-type 
having patented, renewable liners. An- 
other feature i 

water level 





couplings and longer hose lengths this 
problem becomes of greater impor- 
tance because this type coupling can- 
not be reset. After months of actual 
tests, the manufacturer has succeeded 
in overcoming this problem by devel- 
oping an extra-strength built-in coup- 
ling construction which permits the 
use of two short lengths of hose—25 
to 30 feet each—rather than one con- 
tinuous length. <A hose failure, re- 
sulting from either wear or accident, 
with this multiple-length type of in- 
stallation involves the replacement of 
only one piece, half the usual length, at 
half the usual cost. The couplings 
used in this new hose are built into 
the hose wall, reinforced with multiple 
layers of high tensile spring steel wire 
securely clamped and bolted with steel 
bands. The entire inner surface of 
the coupling is rubber covered. There 
is no metal exposed to wear and the 
inside diameter is the same as the rest 
of the hose, fuli sized with no flow- 
retarding obstructions —Hewitt Rub- 
ber Corp., Buffalo, N. V.—M ut Sup- 
PLIES, September 1940, 
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momiappears if on eerer, when You sell ¢ Boiler Feed Systems 
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Planned espec! illv tor boilers up to 


pressure, these 


return systems 


incorporate a number of features de 
signed to help operators 
consumption, cut labor costs and 
crease plant efficiency. These 
pact systems automatically return all 
condensate to boiler, 


reduce fuel 
in- 


com- 


from both high 


and low pressure equipment; add 
make-up water as needed to compen- 
sate for loss of live 


steam: maintain 


a uniform water level in boiler; keep 
return lines constantly open; eliminate 
pressure on return lines; 


feature low 


cost operation and maximum reliabil- 
itv. Each combination 


is equipped 
pump 


is the automatic boiler 


contro vnich pertorms 
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Cutting points 
of genuine 
18% Tungsten 
Hiah Speed 
Steel. 





UMI 


Point your sales with the complete 

MARVEL line of hack sawing equip- 
ment. Here are modern machines to sell, with exclusive 
features—production units with automatic feed for high 
speed delivery—versatile machines for all cutting-off 
work from hand saw frames to giant saws with hydraulic 
feed. 
Todays demands on industrial production means many 
an opportunity for sales where old methods and machines 
need replacement. 
Here is a complete line you have perhaps overlooked, 
which your sales contacts can develop into profitable 
business. 


We maintain a MARVEL metal-cutting engineer in all 


large industrial centers who is available to you for assist- 


ance at all times. 


MARVEL Hack Saw ma- 
chines are made in 9 sizes 
—different types to meet 
every “cutting-off” prob- 


Tough Alloy 
Steel Back 


MARVEL hack saw blades with their three 
points of construction are the only positively 
unbreakable blades and they cost no more 


than other high speed blades. 


2 ARMSTRONG-BLUM MFG.CO. 


Electric Welded we . 
by patented "The Hack Saw People” 


process 
5700 Bloomingdale Ave. Chicago, U. S. A. 


Fastern Sales Office 199 Lafayette St., New York 
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pranocrarnenp CATALOGS 








This well-known, progressive distributor 
is commanding a “lion’s share” of busi- 
ness in his territory, stimulated by the 


Weinberg & McKee catalog. 


W. F. Barrett, Pres. 
——Barrett Hardware Co. 
Joliet, Ill. 





——d 


Let us help you make more money. A 
Weinberg & McKee catalog, with HIGH 
SPEED TOOLS PRICED IN RED, repro- 
duction of manufacturers’ trade-marks, 
action illustrations and other modern 
features, will do a maximum job of sell- 
ing for you. 


For Details Write Today to: 








610 W. VAN BUREN ST. 





WELLS SAWS 


"THOSE plans your 
customers have 
made for stepping up 
production — Wells 
Saws can help put 
teeth in them — help 
carry them out and 
according to sched- 
ule. The Wells Metal 
Cutting Band Saw is 
one of the handiest all- 
around tools a plant can 


have for continuous pro- Built in two sizes: 






duction or the hundreds of No. 5 No. 8 
odd jobs—cuts bars, tubes, 5'' diameter 8'' diameter 
angles, plates—is fast, accu- round or round or 
rate portable and dependable. 5" x 10" 8" x 16" 
It puts ifs teeth in metal and flat flat 










bites through in a hurry—helps in a 
hundred ways to keep things hum- 
ming. 


Also the new No. 9 Upright 
Saw, a recent addition to the 
Wells line. 


You can cash in on the increased industrial activity by being ready to supply money-making Wells 


Saws. Write for details NOW, 





Wells Manufacturing Corp. 


Three Rivers 





Michigan 


U. S. preparedness program, with a 





CHICAGO, ILLINOIS 
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three duties; First, it starts and stops 
the boiler feed pump to maintain the 
water level in the boiler within a 
j-in. range. Second, it cuts off the 
oil burner or stoker if the water in 
the boiler should reach a dangerously 
low level. Third, it can be wired to 
sound an alarm when the low water 
cut-otf point is reached. — Micro- 
Westco, Inc., Bettendorf, lowa— 
MILL Supplies, September 1940. 


VY2-In. Drill 


Anti-Friction Bearing Construction 





Model No. 80, the new 4-in. special 
duty dril!, offers eye-appeal and per- 
formance. The overall length is 115- 
in., it weighs 8-lbs., and its compact 
design permits use in many tight 
places where no other }-in. drill can 
get in. This compactness and lighter 
weight make for easy handling of this 
sturdy tool.—Skilsaw, — ng 
Iil—MILL SupPLiEs, September 1940. 


Adjustable Wrenches 


Fully Chrome Plated With Polished 
Jaws 

















eM MET ® 
See at 4} 
a tt SE Z_ 





A complete line of open end adjust 
able wrenches has recently been intro- 
duced in 4-in., 6-in., 8-in., 10-in. and 
12-in. lengths with capacities of 4-in 
to lis-in. They are drop forged ot 
high grade alloy steel. Four tempered 
meshing in the forged jaw 
permit great pressure on the handle. 
They will not break or wear in the 
gear teeth and allow play, thus elimin- 
ating possibility of the jaw slipping 
ff the nut. Jaws are designed to fit 
hexagon nuts and are unus- 
ually thin, permitting use of these 
normally 
places. They will meet every nut 
turning need, where a fixed opening 


threads 


wrenches in inaccessible 








— 














HOME PRODUCTS 


Belting 


Transmission Conveyor 

Elevator 

Hose . f j q 
scum Spray Sener customers satistied, NEW 
uction Air Sandblast 
Garden Chemical Fire 
Water Gasoline B USINESS ° ° 

. is easier to get— 

Packing 
Sheet and Rod W ater 
Hoc and Cold Steam 


Air and Acids 





Repeat order business is the order of the day with Home 
Rubber Distributors. And only satisfied customers will 


repeat and recommend. 


Belting, Hose & Packing—like every other product used 
in industry is bought largely because some one has had 
experience with it and is ready to put an O.K.” on it 


based on satisfactory results. 


Home Rubber customers know that Home Rubber 
Products are right and pass the word along. That's 
something well worth remembering because it is the basis 


for new business from old and new customers alike. 





Worthwhile sales op- 


portunities are avail- 





UMI 


able. Investigate 


them! 


MILL SUPPLIES e SEPTEMBER, 1940 













RELIABLE— 
FOR EVERY 
FIELD AND USE 


INCLUDING 


Pile Driver 
Hoisting 
Hammerfall 
Transmission 
Drilling Cable 
Bolt Rope 
Shovel Rope 
General Contracting 
Structural Requirements 
Marine 
Stevedoring 
Dredging 
Oil & Water-Well 
General Hardware 


WALL CORDAGE is particularly worthy of Mill Supply distribu- 
tion. Specialized constructions catering to a variety of uses enable 
Distributors to supply the proper rope for the particular job. 


WALL ROPE WORKS, INC. 


48 South Street, New York City—Factory: Beverly, N. J. 


Boston, Philadelphia, Chicago, San Francisco, Houston, Tulsa, Baltimore, New Orleans, 
Norfolk, Pittsburgh 


LONGEST ROPE WALK IN THE WORLD 








BUCHAN BINDERS 


MAKE SALES EFFORTS 
MORE EFFECTIVE... 





] 
"A Complete Catalog Binder Service” 


CATALOG COVERS FOR DIS- 
A TRIBUTION TO YOUR CUS- 
TOMERS —for selected accounts you 
may wish a durably constructed, 
attractive Loose Leaf Binder to 
house your catalog or the catalogs 
of the manufacturers you represent 
—or for general distribution you 
may desire an attractive but less 
expensive Loose Leaf Binder. Buch- 
an Binders are made to order for 
your particular requirements. 





CATALOG EQUIPMENT FOR 
SALESMEN AND OFFICE USE— 
making it possible to organize 
price and catalog data into in- 
stantly available, convenient and 
easily handled form. Available 
with or without indexes in styles 
for every individual need. 


Buchan Trade Catalog Binders, 
Salesmen's Binders and Zipper 
Cases and Counter Units are all 
equipped with outstanding mecha- 


nisms featuring sheet changing 
simplicity. 
Buchan Index Sheets are durably 


constructed to stand up under the 
hardest usage. Write for details. 








INVESTIGATE TODAY 


oy wvwire wr om om BUCHAN LOOSE LEAF RECORDS CO. 
CATALOG CLIFTON HEIGHTS PENNSYLVANIA 
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wrench of the proper size is not avail- 
able-—Bonney Forge & Tool IV orks, 
Allentown, Pa.— Mitt SvupPties, 
September 1940. 


Bench Lathe 
Has l-in. Collet Capacity 





An efficient tool for precision opera- 
tions on small work is the new 10-in. 


swing l-in. collet capacity series “S 


tool room bench lathe. Mounted on 
sturdy steel bench, this lathe 
has the rigidity and stability of a floor 
type lathe. To simplify use and to 
prevent operator fatigue, the hand 
wheels have been made large in diam- 
eter, the 
easy to 
veniently 
tion-free 
speeds is 


belt 


welded 


clear-cut, 


controls 


graduations 
read, and the 


arranged. 


are 
con- 
Smooth vibra- 
operation at high spindle 
! ‘ s ic 
achieved by using a direct 
carefully balanced 
cone pulley and spindle assembly. This 


drive to the 


lathe is made in 3-it., 34-ft.. 4-it., and 
43-tt. bed lengths, providing center 
distances of 163-in., 21}-in., 27 3-in. 
and 343-in. respectively. It comes 


mounted on a tubular steel bench, as 


illustrated The telescopic taper at- 
tachinent, included as standard equip- 
ment, makes it possible to change 
quickly from straight to taper turning 
or boring without disengaging the 
cross feed nut.—South Rend Lathe 
Works, South Bend, Ind.—MI.u Sup- 
PLIES, September 1940), 


Lift Jack 
Locks In An Instant 





The 
“Bond 


unbreakable grip of the ne 
DeLuxe” lift tack is safe and 














Satis 


Nee 
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sure. 
won't 


When it takes hold of a load it 
loosen regardless of bumps, 
jars, changes of floor level or any 
other conditions. The locking flange 
of this new model snaps in place at a 
touch, with no fuss or bother. An- 
other push of the foot against the 
upper part of the same pedal and the 
lift jack lets go. By raising the 


tongue handle, the load can be lowered | 


to storage position, gently and safely 


with no jolts or jars.—Bond Foundry 


& Machine Co., Manheim, Pa—MIu 
SupPLiEs, September 1940. 


Grinder 


Precision Built, Smooth Operation 





Designated as No. 724, this deluxe 
model 7-in. grinder is powered with a 4 
h.p., 3400 r.p.m. motor, and is equipped 
with 7-in. x l-in. Aloxite wheels. An 


outstanding feature of this grinder is | 


the shatter 


pro yf glass eye 
which 


accommodate tubular 
which throws a ray of light on either 


side, and in front of the wheel without | 


STEELGRIP 


creating any annoying shadows. 
Other features include spark breakers, 
a water pot attached to the grinder, 
and an adjustable tool rest—Baldor 
Electric Co., St. Louis, Mo—Muiu1 
SUPPLIES, September 1940. 


Toggle Bolt Clamp 


Saves Time On Toggle Bolt 
Installation 





=O 














This handy gadget is made of high 
quality spring steel, with die-sunk re- 
cesses on opposite sides of the slots 
providing a positive female threading 
iction. Follow ordinary toggle bolt 
installation and when toggle bolt is 


shields | 
light, | 





ARMSTRONG-BRAY FOR 
BOTH TYPES 


from one manufacturer 


FLEXIBLE STEEL LACING 


8 sizes, in convenient boxes or long 
lengths. 2-piece hinged rocker pins 
that add to flexibility and prevent 
wear. Correctly formed teeth pene- 
trate all types of belting easily and 
clinch smoothly giving smooth "hump: 
less" joint, compresses belt ends and 
prevents fraying. 


| 
hl 
i 


TRAE 
Mi Ahi 





WIREGRIP 


WIREGRIP Belt Hooks come with 
extra blue aligning cards (patented) 
that hold hooks rigidly in perfect 
alignment, prevent waste of hooks 
thru handling or short ends—every 
hook can be used. WIREGRIP Hooks 
can be applied with any standard 
make lacer. 6 sizes with rawhide 
pins accurately ground to size. 


The one complete line! 


Now from one, instead of many manufacturers, you can buy both large volume types of belt 


lacing and all the incidental supporting lines . 


. . STEELGRIP Flexible Steel Lacing, WIREGRIP 


Belt Hooks and Lacing Machines, SUREGRIP Round Belt Fasteners and FLEXGRIP Couplings, 


and a new portable Universal Belt Cutter . . 


. each made more saleable and more profitable 


with extra features, added strength or convenience. 


Buy all your belt lacing needs from one source and take an extra profit in savings from reduced 


inventories, handling and freight costs. 


ROUND BELT 


STaWDaRngg) 
LACER 


Write for Catalog. 


VISE LACER 





WHEEL PULLERS 


Universal FLEXGRip WIREGRID WIREGRID on 
iy 





ROUND BELT 
HOOKS 
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"The Belt Lacing People” 


_ ARMSTRONG-BRAY & CO. sion. ctsui seca fe, uss 
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“| show customers how 
to save power with 
Veelos V-Belting...” 


vs ie 





Explains VERNON AULT, 
Wheeling Machine Products Co., 
Wheeling, W. Va. 


66 Y customers know that it re- 

4 quires considerable power 
just to bend an ordinary solid 
v-belt around a sheave. They 
know, too, that a slipping belt 
means wasted power. In a year 
these two power losses become a 
sizable expense. 

“So when I show my customers 
how link Veelos V-Belting is more 
flexible they realize that Veelos 
requires less power to go around 
the pulley. And slippage is re- 
duced because link construction 
permits easy adjustment for 
proper tension. These savings in 
power mean money in_ their 
pocket. It generally means a 
Veelos order on my books, too.” 
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be tightened, pull toggle tight 

wall, tloor or ceil- 
ing, slip clamp over bolt thread flush 
bracket or fixture to be an- 
bolt tight with 
iriver, remove clamp and give bolt one 
turn. This eliminates the old 
method of 


all toggle bolts up to and 


agaist inside of 


igainst 
-) . 1 oe 
chnored, screw screw 
More 
| J - . * 
laborious installation on 
including 
will cut 
toggle bolts and 
at the same time enable the mechanic 
tO use 


j-in. diameter. Tests prove it 


installation time on 
a screw driver instead of turn- 
ing bolt with the fingers.—The Paine 
Co., Chicago, Ill.—Mitt Scuppries, 


1940. 


Septet ber 


Airbrush 
Shorter Fluid Passage 





COULre )] ot 


The calibrated spray, the 
more easily removed and easy 
features of the 
“Cub” airbrush that do away with 
detective 


larger, 
to clean aircap, are 
new 
orange peel, 
fluid 


sprav patterns, 


streaks, runs and sags, air and 


leaks, excessive mist The shorter 
Huid pa sage mcreasecs coating speed 
and prevents clogging lhis univer- 
sal type airbrush may be used with 
pressure tank or overhead bucket, 
gravity or syphon cup \n outstand- 
in ntrol feature is that this airbrush 

ljustable for any air pressure or 
anv air conswuption.—Paasche Air 
brush Co.. Chicage, | Min Sup 
PLIES, September 1940, 


Sorting Rack 
Adjustable Shelves 





One of the features of this new 


Ing rack made Irom steel, Is a 

















Molded Rubber Wheels Like these 


Reynolds Trucks are quiet, 
easy running, easy handling— 
can be turned in their own 
length and run on scales or 


elevators from any angle. 
A WIDE RANGE 


OF SIZES— Hyatt Roller Bearings can be 
from 1208 te furnished in wheels and casters. 
Platform corners rounded and 

3000 Ibs. bound with steel. Iron or 
CAPACITY wood racks, or box let-down 


sides. Pneumatic or molded 
rubber wheels. Reynolds Trucks 
are useful ANYWHERE—good 
sellers and profit-makers. Lit- 
erature, etc., on request. 


LANSING COMPA 


LANSING, MICHICAN 













a Ee enscctone, —_ 
There's S$PEED 
IN THAT 
construction! 






There's 
POWER too! 


—and, there's more 
SALES for you! 





Users of Atlas Car Movers get ‘com- 
pound leverage’ action—and that's why 
they like these Car Movers—they get 
speed, power, efficiency, dependability 
—and, there are Atlas types all with 
the same action to meet every possible 
demand. You'll move more Car Mover 
business your way with the Atlas just as 
easily as the Atlas moves cars. Be sure 
you have an Atlas stock. 


Appleton-Atlas Car Mover Corp. 
2947 No. 30th St. Milwaukee, Wis. 


(Formerly Appleton Car Mover Co., 
Appleton, Wis.) 





which permits racks 


re cessed be ttom, 
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to be securely stacked, as shown in 
the illustration. The rack is equipped 
with nine 11}-in. wide shelves, which 
are adjustable every half inch, and a 
full width base to form 12 compart- 
ments. The base and each removable 
shelf are fitted with a labelholder 
Spot welded construction has been 
used throughout and the baked-on 
green enamel will keep the rack new- 
looking for years. The many uses 
suggested for this new product are: 
mail sorting, stationery storage, order 
rack, correspondence distributor, ad 
vertising file and tool storage —Lyon 
Vetal Products, Inc., Aurora, Ill_— 
Mitt Suppiies, September 1940, 


Electric Etcher 


Permanently Engraves Iron, Steel 
Alloys 





= 


Everything safely enclosed and out 
of the way is the outstanding feature 
ot the new portable No. 13 “Univer- 
sal” electric etcher. Small objects are 
etched right on the work plate which 
makes up part of the case, while a 
ground clamp is furnished for larger 
objects. Etching heats are 120, 240, 
$20) and 700 watts—a red indicator 
lamp burns brighter as the hotter 
heats are turned on. Writing is easy 
and the marking is clearly and perma 
ently burned into the metal. The 
standard unit is for 110 volt, 60 cycle, 
A.C, current. Other voltages and fre 
quencies are available —IJdeal Conimmu 
ator Dresser Co., Sycamore. Ill 
Miri Suppriies, September 1940, 


Acetylene Generators 


Portable, Convenient, Economical 


\nnouncement has been made. of 


rour new portable acetylene generators 


anging in carbide capacity from 12 
Ihs. to 50-Ibs. These units are said 
to deliver a purer gas at a much lowe 

cost per cubic foot, than acetvlene gas 
bought in cylinders Operation of 
these generators is fully automatic 
once the release cap at the top 1s giver 
i twist to begin the operat No 
vatching of the gauge is required on 
the part of the operator. Gas pres 
sure can be accurately regulated or set 
by the small adjustment screw at the 
top of the hopper. Because of im 
proved valve caps which have thumb 


screw valve seats, no wrenches are 
required to loosen hopper filler plug, 


sludge drain valve and water inlet 















The only wire rope clamp 
having the approval of the 
Underwriters’ Laboratories, 
Incorporated for the holding 
of a loop in the strongest 
of wire ropes. 


SAFE-LINE 


WIRE ROPE CLAMPS 






markets in mines ... logging camps 


... telephone and telegraph com- 
panies . . . utilities . . . construction 
Ny companies ... mills ... manufacturing 
\ plants .. . loading platforms . . . auto- 

} mobile shops ... etc... 








Mianuracturers and industrials of 
all kinds want and need safe, reliable, 
simple wire rope clamps now more than 
they ever did. There’s immediate business for distribu- 
tors who sell SAFE-LINE Wire Rope Clamps because the 
speed up in all kinds of industrial activity occasioned 
by the National Defense Program means new pur- 
chases and re-conditioning of much of the present 
equipment in order that they may carry on under 
increased production schedules. SAFE-LINE Wire Rope 
Clamps are guaranteed against breakage and fracture, 
are moderately priced, eliminate splicing and serving 
thereby saving on delays and time losses, and is the 
most modern clamp on the market today. 


We'd like to help you get your share of this huge 
well-paying market—let us send you more particulars. 


4561-4603 St. Jean Ave. 
e DETROIT, MICHIGAN 








ON YOUR 
ORDER 


It pays to carry a full 
line of B&L Cold Fin- 
ished Screw Stock, in- 
cluding Bessemer and 
Open Hearth .. . all 
are in steadily  in- 
creasing demand 
among steel users 
everywhere. 


Cold Drawn Bars 





NEXT 









When you put in a supply of ~-—~_ 
Screw Stock be sure to include 

an order of that new B&L grade of SAE X-1112. 
It is today’s “best bet’ in Bessemer produced 
to high standards of uniformity and machina- 
bility. These Cold Finished Bars run so smooth- 
ly on automatic screw machines that your cus- 
tomers can get record output of quality parts. 
They will make a “big hit” with your trade, 
where step-ups in production are necessary to 
meet increased schedules in this emergency 
period. Ask our representative for further 
details. 

Shafting Screw Stock Alloy Steels 





BLISS & LAUGHLIN. INC. 


HARVEY. ILL. Sales Offices in all Principal ties BUFFALO. N.Y. 
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MACHINE BOLTS 
CARRIAGE BOLTS 
PLOW BOLTS 
COACH AND LAG 
SCREWS 
SPRING CENTER 
BOLTS 
ELEVATOR BOLTS 
SET SCREWS 
CAP SCREWS 
HEXAGON NUTS 
THUMB NUTS 
SPECIAL BOLTS 


When you stock 
and sell THE 
CLARK LINE you 
have the assurance 
that you are giving 
your trade full 
quality value that 
will give complete 
satisfaction. 
Permit us to quote 


Clark Bros. Bolt Co. 
Milldale, Conn. 


Ci nS 
/ 





; Sf der or 


| tection 


cap. From the standpoint of safety, 
the latest and most exact insurance 
company standards. Model No. 512 
has a 12-lb. carbide capacity, 12 gal- 
lon water capacity, stands 40-in. high, 
produces 24-cubic feet per hour. No. 
of water, is 50-in. high, delivers 30- 
cubic feet per hour. No. 530 has a 
capacity of 30-lb. of carbide and 33 
gallons of water, is 6l-in high, pro- 
duces 60 cubic feet per hour. No. 
550 holds 50-lb. of carbide, 55 gallons 
of water, stands 69-in. high, delivers 
up to 100 cubic feet of acetylene gas 
an hour.—Marquette Mfg. Co., Minne- 
apolis, Minn.—Mitt Suppress, Sep- 
tember 1940. 


Oiler 


Finished With A Heavy Pigmented 
Lacquer 





The special feature of the new 
“Tru-Blue” oilers is that there is no 
brazing compound inside 
or out. They are specially 
with a heavy pigmented lacquer which 
enhances their appearance, makes 
them easier to grip, and insures pro- 
against rust or corrosion. 
These oilers have carbon steel bottoms 


| seamed to one-piece drawn heavy steel 


srass bushings in bodies and 
base have precision made 
threads.—Eagle Manu- 


bodies. 
ion spout 
| machine cut 


Mitt Suppiies, September 1940. 


sr turing Co., Wellsburg, W. Va— 


Electric Hoist 


| Simplicity of Design, Operation, 
Maintenance 


| “Load King” 
| low-cost, air cooled, wire-rope, elec- 
| tric hoist. Made in two capacities, 
| } and 4 tons, it is available in three 
| types: lug, hook or plain trolley, with 
| 

} 


is the name of a new 


a choice of either right or parallel 


suspension. Other features of this 
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| 
| 


these generators are constructed under | 


515 holds 15-lb. of carbide, 17 gallons | 


finished | 





A NEAT COMPACT KIT 
FOR MECHANICS... 


... EVERY DRILL IN ITS PLACE 
. . » EVERY DRILL PLAINLY 
MARKED WITH SIZE AND 
DECIMAL EQUIVALENT 








—HUOT DRILL INDEX 


Every mechanic who uses hand, breast, 
electric, or portable drills will want a 
Huot Drill Index because it saves valu- 
able time in selecting the right drill for 
the job. There’s no heavy investment for 
distributors — profit margins are good 
— every sale makes another. When one 
mechanic sees another with it he wants 
one too — this business can be yours 
— let us tell you why. 


NO. 60 HUOT DRILL INDEX 


vest pocket size, shown open. 6 sizes 










No. 13 for drills 1/16 
to %4 

No. 20 for drills 61 
to 80 

No. 26 for letter drills 

No. 29 for drills 1/16 
to '% 

No. 60 for drills No. 1 
to 60 

No. 72 for drills No. 1 

to 60 also 12 taps 





=o 








HUOT MFG. CO. 


128 E. 10th St. St. Paul, Minn. 








Dept. A 








BALDOR 





scarnc GRINDERS 


Built For Heavy 
Production Service 





| YEAR 
GUARANTEE 


New BALDOR Grinder No. 724 


has separate, combination lights and eye- 
shields; tool rests are tileable and adjust- 


able to and from wheel and up and down; 
gum TT s F 
Ask for BULLETIN on FULL LINE 


water pot; 4, HP motor, 3400 r.p.m., 60 
wheels made by Carborundum 
BALDOR ELECTRIC COMPANY 


ALOXITE 
$45.00 
Company. Price, without bulbs 
4364 Duncan Ave.. St. Louis, Mo. 





BALDOR GRINDERS 





built by Motor Specialists 














RAINES F Ade 





UMI 









Consult Victor 
ON 


Special Belts 
ot Special 
Requirements 


s the most 


The Victor Line i 
ete line of textile and 


and specialties 


comp! 
balata belts 
in the country. 





Save Time.-- 
Consult Victor First! 





BALATA & TEXTILE 
BELTING COMPANY 
53 Pork Place. New York 
345 W Hubbard $1, Chicago 
FACTORY: Easton, Pennsylvania 


VICTOR 








FOR TOP TORCH 
PERFORMANCE! 





When you need portable heat in a 
hurry, call for C & L. Precision engineered 
heat tools by C & L give highest fer 
formance, long life, economy. 


C & L Mechanic's Torch No. 32A, shown 
here, is built sturdy and strong for extra 
long burning-life. Exclusive patented fea 
tures make its performance outstanding. 


C & L Flame Control gives constant blue 
flame when wide open or turned down. 
Cleaner pin prevents gas orific> being en 
larged. Jet block is easily renewable. 
time to 


Now is the replace your old 





Heat Tools. C & L Torches guarantee 
satisfaction. C & L assures you prompt 
factory service. 








CLAYTON & LAMBERT 
MFG. Ces. Detroit, Mich 






new hoist include maximum rugged- 
ness and strength, simplicity of design, 
operation and maintenance, standard- 
ized interchangeability of repair parts, 


small overall dimensions, maximum 
use of ball or roller bearings, and 
high overall efficiency All of these 


tend to promote complete hoisting 
efficiency and safe, economical opera- 
| tion. 
of-doors as well as 
plant conditions.—Vale  & 

| Mfg. Co., Philadelphia, Pa. 
SUPPLIES, September 1940 


This hoist may be operated out 
under all normal 
Towne 


Mini 


Hydraulic Pump 


Delivers Up To 50 Tons Power 





hvdraulic 


\ Moto driven, 


pump, 

the new “Porto-Power™ pump, model 
P-95, weighs 32-Ibs. and its built-in 
lip. Moto ecnerates 10.000-1bs 


hydraulic pressure per square inch. It 


“an be connected by a high-pressure 


ry, on ) 
Porto | OWC] 


Varving 


hose to anv of) the 


rams, which have sizes and 
ipacitie Whe se Ta ~ Ate 


used 


otherwise 
with hand-operated pumps, and 
the motor-driven pump is offered for 
extra speed and convenienes Phe ly 
lraulic with pecial attach 


ments, are used for 


units, 
production and 


maintenance work involving pushing, 


pulling, pressing, bending, clamping, 
spreading and lifting operation 
Blackhawk Manufacturing Co Vil 
woukee, Wis —Mite Supreiirs, Sep 
tember 1940 

Goggle 


Comfortable, Light in Weight 





and 


Retaining former 


advantages 


incorporating three new features, the 


new ‘Monelite” = goggle provides 


| greater comfort, decreased weight, and 
adjustment through a new 


casier 


MILL SUPPLIES © SEPTEMBER, 1940 


The other day, the Big Boss says 
‘‘Nosey, find out what's going on 
in the Metal Novelty Industry." 
(Of course he didn’t know that | 
was introduced to a metal novelty 
in the shape of a ball and chain, 
during a vacation | spent with a 
chain gang), but that’s another 
story. 


Well, seeing how metal novelties 
are machined and finished 
looked like interesting work, so | 
sleuthed around and got the sur- 
prise of my life. It seemed to me 
that the most important thing 
used was adhesive tapes — for 
striping, masking and color 
separation, for all around pro- 
tection of finishes and surfaces, 
for shipping, holding movable 
Parts in place, etc. 


| go back to the Big Boss and | 
says, ‘‘why don’t people tell me 


these things? Right under my 
big nose.’’ So I’m passing this 
hint on to you. The Industrial 
Tape Corporation line of pressure 
sensitive tapes is manna from 
heaven. You're in the right spot 
to cash in big. Go to it. 





SEND COUPON 


Gentlemen: 
Please forward at once, in- 
formation on industrial adhesive 


tapes. No obligation, of course. 
NAME ____ nindinn 
ADDRESS 
5) STATE 


VU 
TAPE 


CORPORATION 


NEW BRUNSWICK, N. J. 
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“BUT...ARENT YOU A BACHELOR BRODY?” 





T HEY raised their eyebrows when Brody started to 
hand out cigars, for Brody hadn’t yet been caught 
in the middle of a love-knot. But when he explained 
that the new baby was an advertising campaign in 
Business Week, signed by one of the companies whose 
line he handled, the eyebrows settled back in place. 
Some even went further to indicate their envy. 

The envious ones... and Brody... knew that when 
advertising came into the world via the pages of 
Business Week, life soon became fun for the salesmen 
handling the line of the advertiser. And here’s why: 

As regular as once a week, Business Week sits down 
and talks to 112,000 business executives .. . manage- 
ment men who have the final say in most major pur- 
chases. They use Business Week as they use no other 
magazine. They use it to get the news of business... 
the news that helps them do a better job. 

And right alongside that news... getting the same 
high degree of interest .. . are advertisements of the 
companies’ like Brody’s! 


No wonder Brody’s handing out cigars! 


BUSINESS WEEK 


Active Management's Magazine 

















In August ... here’s a partial list of companies who were 
busy selling themselves to active management through the 
advertising pages of Business Week. 


Aluminum Co. of America 
(Aluminum Alloys) 
Ampco Metal, Inc. 
(Ampco Metals) 
Philip Carey Co. 
(Asphalt, Asbestos & Magnesia 
Products) 
Century Elec. Co. 
(Electric Motors) 
Crane Co.” 
(Valves, Fittings, Pumps) 
Cutler-Hammer, Inc. 
(Motor Control Equipment) 
Henry Disston & Sons, Inc. 
(Files & Sows) 
Fafnir Bearing Co. 
(Ball Bearings) 
Fairbanks, Morse & Co. 
(Pumps) 
General Electric Co. 
(Incandescent Lamps) 
8. F. Goodrich Co. 
(Mechanical Rubber Goods) 
Goodyear Rubber Co. 
(Mechanical Rubber Goods) 
Hewitt Rubber Corp. 
(Mechanical Rubber Goods) 
Hyatt Bearings Div., General 


Motors Sales Corp. 
(Roller Bearings) 


Keasbey & Mattison Co. 
(Asbestos & Magnesia Products) 


P. R. Mallory & Co., Inc. 
(Precision Products) 


New Departure Div., Genera! 
Motors Corp. 
(Ball Bearings) 


Norton Co. 
(Abrasives) 


Republic Rubber Div., 
Lee Rubber & Tire Corp. 
(Mechanical Rubber Goods! 


SKF Industries, Inc. 
(Ball & Roller Bearings) 


Scott Paper Co. 
(Tissue Towels) 


Thomas Steel Co. 
(Cold Rolled Strip Stee!) 


Tinnerman Products, Inc. 
(Patented Speed Nuts) 


Twin Disc Clutch Co. 
(Clutches) 


U. S$. Steel 
(Stee! Products) 


Westinghouse Elec. & Mfg. Co. 
(Electrical Equipment) 


Willson Products, Inc. 
(Helmets, Goggles, Respirators, 
Masks) 








190 MILL SUPPLIES © SEPTEMBER, 1940 


SRS ORNATE DAH 

















PORE EME NES 











SELL 


SHERMAN 
BARREL FAUCETS 


fl ni 


SL Lo 





OUTSTANDING ADVANTAGES 
AND NO HIGHER IN PRICE... 


@ long wear construction 
@ theftproof 

@ leakproof 

@ low cost 


Sherman Barrel Faucets are correctly designed 
to deliver without waste, a full, smooth 
stream. They are positive in action, provide 
an absolutely tight shut-off, end leakage, and 
minimize dripping. Suitable for fuel oils, al- 
cohol, kerosene, machine oils, turpentine, 
gasoline, water, thinner, etc. Sherman qual- 
ity construction assures years of dependable 
service for your customers. Here is your op- 
portunity for good profit margin and quick 
service on requirements. Send for bulletins 
and prices 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 






























BOLTS-NUTS 
and SCREWS 


Harper is your logical 
source of supply for every 
type of non-rust fastening 
made. Brass, Bronze, Ever- 
dur. Monel and Stainless... 
bolts, nuts, screws, washers 
and other fastenings—Har- 
per makes them all to de- 
feat those forces which de- 
stroy common fastenings. 
3600 ITEMS IN STOCK 
Immediate shipment... Al- 
most every corrosion-resist- 
ant alloy. 

SPECIALS WELCOME 
Harper's plant is set up to 
turn out a great variety of 
unusual work economically. 
Ask for Catalog 72 which 
shows the full Harper line 
and contains important ref- 
erence data. Write The 
H. M. Harper Company, 
2622 Fletcher St., Chicago. 


nati 


iii 


broader facial contact, a new nose 
bridge adjustment, and the new 
“Dowmetal” bezel. Quick adjust 
ment to various head sizes is possible 
with the new nose bridge adjustment. 
The broader facial contact, with anat- 
omically correct right and left .eye 
cups give a comfortable and snug fit 
te the face without irritation to the 
wearer. A complete selection of 50 
MM _ shatterproof, industrial, hard 
ened, and welding lenses is available. 
Dockson ( orp., Detroit, Mich. 
Mitt. Suppiigs, September 1940, 


Electric Pipe Cleaning Machine 


' Mounted On Castors For Easy Rolling 





\n electric sewer and pipe cleaning 
machine capable of removing stop 
pages several hundred teet from. the 
ewer or pipe opening, even when it 
is Necessary to pass through elbows 
and traps, has been announced. Re 
volving different types and_ stitfnesses 
of coil wire “snakes” with various 
iugers and cutting tools attached to 
them, the machine is said to be. eth 
clent in cutting through roots, grease, 
chips, ete. The machine is driven by 
ao} hp. universal, reversible, variable 
speed motor which is hooked up to the 
spindle pulleys by means of V-belts 
The case and base of the machine are 
of tabricated sheet steel and the mia 
chine 


s mounted on castors to allow 
ior easy rolling. —Oster Manufactur 
mg Co., Cleveland, O.—MILL Sup 
PLIES, September 1940. 


Angle-Head 
Compact Case Features 


The compact dimensions of the new 
close-corner angle-head make it usable 
im very confined quarters. The over 
all dimension from the drill socket to 
the top of the case ts 2h-in. From the 
spindle center to the outside of the 
ase, i6-in. With this angle-head for 
use in drilling and filing with flexible 
shatt machines, high thrust capacity 


ind) assurance of performance are 
aimed. With chuck that screws onto 
vertical spindle, the unit accommo 
dates drills, rotary files, ete., up to 
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Ere M S.A 


RESPIRATOR 


PROVIDES 
““SELF-SELLING’”’ 


COMFORT AND 


PROTECTION! 





MADE BY THE WORLD’S 
LARGEST MANUFACTURERS 
OF APPROVED 
SAFETY EQUIPMENT 


Built into M.S.A. Respirators are 
popularity-winning features originated 
by the largest research facilities in the 
industry; backed by M.S.A.’s quarter- 
century of experience; employing the 
newest materials, processes, designs 
and equipment—features which have 
won for these products the outstand- 
ing customer acceptance that brings 
cash benefits to you! 


We invite you to strengthen your line 
with the M.S.A. respiratory equipment 
best suited to your territory. For ap- 
proved (U. S. Bureau of Mines’) dust 
protection—sell the latest DUSTFOE, 
smallest and lightest approved dust 
respirator .. . or the famous M.S.A. 
COMFO Dust and Mist Respirator— 
the old reliable twin-cartridge type, 
which is available also with special 
cartridges for many gases and vapors. 
In supplied-air masks stock these 
money-making M.S.A. leaders: the 
Air-Line Respirator, Abrasive Mask, 
and Air Hood. The details? We'll 
gladly send them—write us today! 


MINE SAFETY APPLIANCES 
COMPANY 


Braddock, Thomas & Meade Streets 
Pittsburgh, Pa. 


District Representatives in Principal Cities 
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The CALDER 
offers everything... 


to insure better wheel 
performance for your customers 


All Calder cutters are milled from high car- 
bon strip steel and heat treated throughout. 
This means uniform, sharp, precision-cutting 
teeth for uniform dressing. Each part is 
hardened to withstand tough service and all 
parts can be quickly and easily dissembled 
for replacement. Lubrication is provided 
through the end screws. 

The Calder’ gives longer, better service than 
ordinary grinding wheel dressers, and offers 
your customers greater economy in keeping 


whee s in prime condition 


Ask for details NOW! 
CALDE MFG. 632 N. Prince St. 
CO. Lancaster, Pa. 


GOOD NEWS 
FOR YOU 











The new Eagle Tru-Blue Oilers are un- 
doubtedly the greatest value we have 
ever offered to the industrial field. No 
solder or brazing compound within or 
without. Heavy blue lacquer finish for 
grip. greater 
Welded steel spouts: brass 
bushings with machine cut threads. 


easier 


corrosion resist- 


ance. 


You'll find Eagle Tru-Blue a fast-mov- 
ing. profit building item. Cash in on 
this new sales maker now. 


Write for full details. 


EAGLE MANUFACTURING COMPANY 


| Dept. MS4 Wellsburg, West Virginia 














192 


| 
| 
| 
| 


{-in. shanks. 
lrills 


serted directly 


work short 
may be in- 
spindle and 


For closest 
te-in. shanks 
into the 


with 


| held by set screw.—Stow \Vanufactur- 


Ig 
\bins 


proper balance to 


pumps has been announced. 


Co., Inec., Binghamton, N. Y.— 
SUPPLIES, September, 1940. 


Cast Iron V-Pulley 
Oval Spokes for Better Balance 





One of the leading features of this 


new cast iron V-pullev is the develop- 


nent and use of oval sp kes. Develop- 
nent of this type of pulley was made 
ive better weight distribution with 


insure smooth. 


rationless, quiet running at high 

) \nnealing prevents interna 

ins nd stresses. Grooves are ma 

trometer accuracy CIV 

myer ife to belt Finished = in 

mooth gray lacquer that will not col 

lust. — VWaure Vanufacturing 

rp... Chicago, I11—Mt. Suppeiies, 
September ]O40 


Vertical Turbine Pumps 


Efficiency And Performance 





Complete redesign ot the line ot 


b-in, medium capacity vertical turbine 


Particu- 


v in the newly designed impellers 
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TO EVERY 
MILL 
SUPPLIER 


FREE 


This New PAINE 


TOGGLE BOLT CLAMP 





CUTS TOGGLE BOLT 
INSTALLATION TIME 50% 


Nothing Like It On The Market 


EVERY FACTORY 
MAINTENANCE 
MAN WILL WANT IT 


Fits all Toggle Bolts 
up to and including 
4%” diam. It is made 
of high quality spring 
steel with die-sunk 
recesses on opposite 
sides of slots provid- 
ing positive female 
threading action. You 
simply follow ordi- 
nary Toggle Bolt In- 
stallation procedure 
and, when bolt is 
ready to be tight- 
ened, you pull toggle 
tight against inside 
of wall, floor or ceil- 
ing—slip Clamp over 
bolt thread flush 
against bracket or 
fixture to be = an- 
chored, as shown in Fig. 1, 

















and tighten 
bolt with serew driver, as shown in Fig. 
” 


Write TODAY for your Clamp and 
details of our Special Free Goods Offer. 


THE PAINE COMPANY 
2969 CARROLL AVE. CHICAGO, ILL. 


New York Warehouse & Sales: 48 Warren St. 
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@ THE NEW WAY 


TO DRILL HOLES IN 


CONCRETE, TILE, etc. 


50-75% 
FASTER! 


Amazing new drill-point contains special metal 
harder than hardest steel. Goes through concrete, 
tile, slate, porcelain, etc., 50 to 75‘; faster Drills 
cleaner, more accurate holes. Speeds up installa- 
tion of expansion anchors. Saves your skilled time 
for more profitable work. Eliminates noisy hammer- 
ing, monotonous chiseling. Doesn't splinter fragile 
work. No special equipment needed—use in any 
rotary drill. Get your share of those extra profits 
now possible. Send coupon for leaflet. 


CARBOLOY COMPANY, INC. 
E. 8 MILE BLVD. DETROIT, MICHIGAN 

















JOBBERS: Write for Quick Profit 
Resale Proposition 
You'll find a profitable demand for 
Carboloy Drills among electri- 
cians, plumbers, plant mainte- 
nance men, sign hangers, tele- 
phone installation men, = and 
others. 


Nationally advertised. 


7 +1 die) Re) | 


MASONRY DRILL-POINTS 




















5% 
ER! 


metal 
ncrete, 

Drills 
istalla- 
d time 
immer - 
fragile 
in any 
profits 


41IGAN 


fit 


for 
tri- 
ite- 
le- 
und 


TS 


UMI 














BENCH. PUNCH 


More 


"PUNCH" 


in your Sales . .... 


WHITNEY .oncues 


Here's a line that will put a new punch 
in your sales. You can find a portadle 
hand lever tool suitable for any require- 
ment in the complete Whitney Lies. Our 
guarantee and prompt attention to your 
orders brimg profitable returns. We have 
a very complete descriptive booklet which 
we will be glad to send you— 
write for it today! 


HITEY 


Rockford, Illinois 

















ESSEX 
LUBRICATING DEVICES 


are most impertant to 
industry NOW. ... 





‘‘Automatic’’ Spring 
Pilot’ Glass Body Compression Grease 
Sight Feed Oi! Cup Cup 


Our boast has always been ‘'we oil the 
wheels of industry.’ NOW, when defense 
programs are taxing facilities of all indus- 
tries, ESSEX Lubricating Devices are more in 
demand than ever. ur thirty-year reputa- 
tion for quality products second to none 
makes selling a simple matter. We're ready 
to handle any orders—supply your customers 
with the best equipment for the job—sel! 
ESSEX. 


Come to ESSEX for 


Sight Feed Lubricators—Plain Lubricators— 
Hand Oil Pumps—Oil Cups—Plura!l Oilers— 
Sight Feeds — Grease Cups — Oi! Gauges — 
Water Gauges—Oiling Devices—Air Cocks, 
etc. 


ESSEX BRASS CORPORATION 
2000-2006 Franklin St. 
DETROIT MICHIGAN 


and seats, the manufacturer states 
that the new atford higher 
efficiency and better performance. For 
a desired capacity of 100 G.P.M.° 
against 110-ft. lift in a well and 50- 
Ibs. pressure above, a 74 h.p. motor is 
required, as against a 10 h.p. 
with the old) model hese 


models 


motor 
pumps 
are water-lubricated, with no stuffing 
ground level: the semi- 
open impeller can be adjusted trom 
the surtace tor wear and tor changing 


box below 


capacity; correct curvature of the im 
peller vanes assures maximum lifting 
capacity and prevents overloading ol 


motor.—Pomona Pump Co., Pomona, 








Calif-—Mint Suppiies, September 
1940, 
Drill Press 
Completely Enclosed Drive 
HH | 
bAINNIHI | 
| eu IM i 
i 
IL 
= > 
us | 
\nnouncement has been made by 
+] 


the manufacturer that several new 
models have been added to the line 
of g-in. capacity “Helmet-lHead” drill 
Dresses These include single and 
multiple spindle floor 
taper spindle types; 


types: Morse 
a complete range 
ot slow speed models in single and 
nultiple bench and floor types SEN 
also been added to the “ 


columns and column flanges are now 
available for building up low. cost 
special drilling, reaming and tapping 
tools.- Boice-( rane Co., Toledo. ) 
Mitt Suppiies, September 1940 


Car Ladder 
Can Be Tilted At Any Angle 


Built of channel steel, electrically 
equipped with suction cups that at 
tach themselves to any 
surface against which the ladder is t 











he placed. There can be no 
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eral high speed tapping machines have 
Helmet-Head” 


line and separate drill) press heads, 


welded, “Sure-Grip Kar-Ladders” are 
smooth flat 


slipping 


OF KIN 


CHROME FACE 
“LEADER” STEEL TAPE 


a, 
Hone eo) 


: | 


UOFH/N 


SAGINAW, MICHIGAN . 


PRECISION TOOLS 


TAPES - RULES 
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New York City 








NOW 


Industry 





for 
Demands GRINDING 
SANDING 
FLEXIBLE SHAFT WIRE 
MACHINERY DRILLING 
FAMOUS BUFFING 
a POLISHING 
FILING 


10 


A] 
FOR GREATER PROFITS! 


Now get greater prof- 
its with this new fast-selling STOW 
line ranging from the popular 
price Junior Line to the Heavy-Duty 
production models . . . and meet the 
rising demand for flexible shaft ma- 
chinery . with all the time-saving. 
cost-cutting advantages so necessary 
to relieve crowded production. 

Known for proved performance and 
dependability, STOW is made by the 


originators of flexible — shafting. 
65 years’ reputation § assures 
your customers latest improve- 








ments and finest quality equip- 
ment in any price range. 


Stow Junior Has Fast- 
Selling Features 


1, Rugged, over- 
size flexible core: 
tough oil-resist- 
ant rubber out- 
side casing. 

2. Moter end of 
shaft reinforced 
to insure uniform 
distribution of 


curvature. 

3. Oilite bear- 
ings. 

4. Hand - piece 


fitted with ball 
bearings and laby- 
rinth oil-seal. 
5. Removable 
clamp spindle 





sTOW 
HEAVY- -putv 


achines 
wit- 


— 

WRITE TODAY for liberal distribuw'or propo- 
sition and complete details on new STOW fine 

including Flexible Shafts for drives 

Get the new STOW catalog and 


and control 
see for vourself 


the sales possibilities this merchandise presents! 
STO MANUFACTURING CO... INC. 
5 Shear Street Binghamton, N. Y. 


Established 1875 
Inventors of Flexible Shafts 
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at the top. 
of the 


Friction tips at the bottom 
ladders prevent slipping on the 
floors. Because of specially designed 
head coastruction, the ladder can be 
tilted at any angle—thus permitting 
its use in awkward places. These lad- 
ders are especially suited for use in 
servicing 


railway cars, transit buses, 
trailers and cargo trucks, and indus- 
trial plants where large tanks and 
vats are used have found them a great 
convenience.—J. FR. Clancy, Ine., 
Syracuse, N. YV.—Mitt Suppwies, 


1940. 


September 


Sealing Compound 


For Thread and Gasket Connections 





aste,” 


“Kev P the graphite sealing 
compound tor thread and gasket con- 
nections on lines carrying oily liquids 
and high pressure steam, is now avail- 
able in 


anew handy kit size can with 

t brush applicator in the lid. This 
Fe r 

new package containing 3-lb. of 


graphite paste is approximately 25-in. 
in ciameter, 4-in. tall, and can be con- 
carried in tool kit or tool 
Inside, attached to the lid, is a 
applicator which eliminates the 
need for paddle or stick. This paste 
expands when heated and is suited for 

igh pressure steam lines and for all 
plant and boiler connections. It 
is an oil-proof seal and should be used 
where either hot or cold oily liquids 
are involved. It requires only water 
for thinning and joints made up with 
this easily disconnected 
without damage to threads or gaskets. 
Key Company, East St. Louts, [1l.— 
Mitt Suppiies, September 1940, 


venently 
box 
brush 


steam 


sealer are 


Air Compressors 
Stationary Mountings 


Replacing the former Model 


55, the 
new Model 60 “Fordair” air com- 
pressor is now available in stationary 
mountings. The new model delivers 


MILL SUPPLIES © SEPTEMBER, 1940 








| 


SOLDERS | 


For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
diameter. 


Bar, Triangular, 
Solders. 


Copper and Brass Fitting Solders. 
Stainless Stee] Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


R Gardi " 


Meter and Drop 





are made 
by the most modern es and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 
will and repeat business. We invite 
your inquiries at all times. 


PF rdiner = 
mW cra co 7 ep & 
4833 So. Campbell Ave., Chicago, 














....A practical 
FORCE-FEED LUBRICATOR 


that offers 
Distributors a 
STEADY 
SOURCE 
of 
INCOME 


Mccurtouen 


Lubrication of steam engines and pumps— 
air and ammonia compressors—is a year 
‘round requirement. Supply this need with 
economical McCullough Force-Feed lubrica- 
tion and you have a steady year ‘round busi- 
ness. McCullough Lubricators make possible 
many economies in plant operation and are 
universally applicable wherever a steam 
cylinder is to be lubricated. Get informa- 
tion on sizes and prices—get started right 
now on substantial earnings. 








McCULLOUGH MFG. CO. 
2632-2634 CENTRAL AVENUE 
MINNEAPOLIS MINNESOTA 

















‘ tbout 8% more air without any in-  ience and low operating and mainte 











crease in dimension, weight, or price. nance cost. The head is black Japan 
These stationary mountings are ideal ned steel with 6-in. lens and silvered 
7 for the isolated points where com- reflector. The bulb used has heavy 
pressed air is needed and vet where duty horizontal filament and pre 
electric charges are prohibitive. The focused base. The lamp is powered 
engine and compressor are built into by four ordinary No. 6 dry cells; 
one “V" block for compactness and container for batteries is steel with 
better performance. For the large red baked enamel finish and carrying 
shop these units make ideal booster handle is polished aluminum. A plate 
units to supply the little extra air is furnished with each lamp, to which 
sometimes needed. For those who copper cell to cell connectors are per- 
have natural or manufactured gas in) manently attached. When_ batteries 
their plants these units can be adapted are being replaced this plate can be 
to operate on gas rather than gasoline. slipped over the binding posts of the ‘ 
—Schramm, Inc., West Chester, Pa, batteries without fuss or bother with : 7 | 
-MILL SUPPLIES, September 1940. wires of any kind for these connee- . a 
tions. This plate fits over the bat- Does You 114.4 ey A 
teries but one way, thus the batteries 
Dust Pan On Wheels one he hooked up W rong. A diffus- By ‘ a wy 4 
ing lens is available, either inter- 
Simplifies Rubbish Handli changeable or the snap-on type. 
. Nanding—U-C-Lite Mfg. Co., Chicago, 1 he a ae = RS 
SUPPLIES, September 1940 
Mint Suppiies, September 1940. Meef Every Need 
a and Emergency ? 
: Drafts Are Eliminated Is your present supply sufficient for the sud- 
den demand that comes without warning? 
DIETZ LANTERNS both warn and protect 
: persons and property at times when other 
methods fail. Check your stock—Dietz Lan- 
terns never die on the shelf. 
100TH ANNIVERSARY 
a DIETZ COMPANY 
“ S new vork &@ 
e Output Distributed Through the Jobbing Trade Exclusively 
—— 


\ shop clean-up cart that functions 
like a dust pan on wheels to assist the 
sweeper in factory, garage, depart- 
ment store, office building, etc., out- 
modes the wheel barrow and. shovel 
method in cleaning up accumulations 
ot dirt and trash. Mounted on ball 
bearing rubber-tired wheels, with a 
capacity of more than a. bushel, it is 


: el, it | SLEEVES and 
easily handled and greatly simplifies ——— = 
the rubbish handling problem.—Pal = ‘ SOCKETS 
mer Shile Co., Detroit, Mich. 


—Mint \ new series of portable man cool- 





Suppies, September 1940. 










ing fans is available in sizes ranging 
from 12-in. to 36-in. in diameter. The 
36-in. fan is 48-in. high to center line 
Portable Lamp of fan wheel, and has a 32-in. diam USE-EM-UP TYPE 
eter cast iron base and = 4-in. pipe 
stand. It has a 3 h.p. motor, 60 cycle 
uc. at 1150 r.pm. Total weight of 
stand, guard and propeller, 4-blade 
solid cast aluminum wheel, is 356 Ibs. 
These fans are sturdily constructed 


and are so designed that the flow of PLAN AHEAD P , 


air does not play directly on_ the 


CoLL's 


Low Operating and Maintenance Cost 


STANDARD TYPE 






COLLIS 


worker. Drafts are eliminated and GET THOSE ORDERS FOR THESE 
cool, comfortable working tempera TIME-SAVING TOOLS 
tures are maintained.—Truflo Fan 
> : Collis Sleeves and Sockets are all ground 
Co., Harmony, Pa.—Mitt. Scpriies true to size and will help your cus- 
September 1940 tomers to make production savings both 
Septet : 


in time and equipment. We can handle 

your regular and special orders swiftly 

2 and efficiently and with profit for you. 

» Get our catalog showing the complete 

Clamp 4 Collis line of Quality Tools. Send Collis 
) your next order. 


i : Provides A Positive Grip $ ( 


Developed to provide a powertul, \ new idea in clamps has_ been THE COLLIS COMPANY 
ortable lamp of wide utility, “Big developed and put on the market CLINTON, IOWA 


Beam No. 700" also offers -conven- = which seems to be a satisfactory solu 
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GROBET SWISS FILES 


FOR PRECISION FILING 


made of CHROME STEEL are recog- 
nized by thousands of toolmakers 

and diemakers as unequalled for 
precision, cutting speed and 
durability. 


Therefore these original 
Swiss files are easy 
to sell and a prof- 
itable line to 


handle 
Q 
a 

























Write for our catalog 
BF illustrating more than 
5000 different sizes 
and cuts. The most complete cata- 
log of its kind! 


shapes, 


Ask also for our catalog BM on all types 
of files for filing machines; catalog BR on 
rotary files illustrating hundreds of rotary 

files hand cut, milled cut, ground from 
the solid—diesinkers, burs, etc. 

Our large stock in New York per- 


mits us to give prompt service. 


GROBET FILE CORP. 
OF AMERICA 


3 PARK PL. NEW YORK 












SHOWS HOW! 


The gripping unit in Electroline 
Fieqe Connectors “hold; like a 
bulldog”, yet qraduates the com- 
pression from rear to front prevent- 
inq crystallization, fraying and 
early rope failure. Fully described 
in this new Bulletin. 


Send for your copy of this publica- 
tion. It will give you complete 
performance data on the easily 
installed, streamlined, cable con- 
nector which Industry is adopting. 








4072 S. LaSalle Street 
Chicago, Illinois 
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“FOR DISTRIBUTORS 


AND THEIR SALESMEN” 


The keynote of our 


editorial policy, the 
above has been our by- 
word since our begin- 
ning. Now in our 30th 
year, we hope to con- 
tinue serving the dis- 
tributer as faithfully 


as we have in the past. 


MILL SUPPLIES 


A McGraw-Hill Publication 
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tion to the old problem of creeping 


and shifting. This product incorpo- 
rates the standard clamp principle with 
an additional vise feature which pro- 
vides a positive grip that eliminates 
all surface movement of the clamp or 
material under 


turns in 


pressure. 


The clamp 
a hinged bracket—the 


SCTeW 





EXTRA SLIP-ON JAWS MAY BE © 
HAD FOR CLAMPING PIPES, 
RODS, ETC. 


with the 
base of the clamp which has a 
screw working against it. This brings 
the main clamp screw directly down 


hinge acting as a fulerum 


Vise 


work—eliminating turning, 
shifting of work. This 
new clamp has extra slip-on jaws for 


on the 


creeping or 


clamping pipes and rods and tubing. 
It is made in three sizes with open- 


ings 3-in., 4-in. and 6-in. and ts 
constructed to operate as dependably 
IS a vise Grand Specialties Co., 


Chicage, Il]—Mit. Supeiies, Sep- 
1940) 


tember 


Gear-Shift Motor 
Eliminates Belt Shifting 





\n automotive gear-shift which pro 
vides for instant interchangeability 
in speed without shifting any belt, is 
featured in this new gear-shift motor 








a 


INNS 


UMI 





A Dealer Franchise plus 
COOPERATION 


covering... 


Aa 
UNIVERSALLY RECOGNIZED 
PRODUCT 





























@ EC CORD MULTIPLE-V-BELTS 
Each cord in each belt carries its share of the load. 


@ PRECISION SHEAVES 


For Original Equipment Manufacturers. Identical 
grooves...accurate balance... precision gauged. 


e Q-D SHEAVES ‘‘Quick Demountable”’ 


Speed Changes are made easily. The Sheave of 
Tomorrow ... Today. 


BACKED BY 
REAL COOPERATION 


@ NEW MASTER MANUAL 


Accurate selections can be made quickly with 
the new simplified selection tables. 


@ QUICK AND DEPENDABLE SERVICE 


Orders and inquiries receive immediate attention. 


@ COMPLETE STOCKS 


Strategically located, to insure prompt deliveries. 


® NATIONAL ADVERTISING 


In publications known to reach the men who buy 
transmission equipment. 


@ SALES LITERATURE \ 
Effective pieces for personal and mail distribution. 


oT 
Se | § RRR — 


MULTENY-DRIVE 
FULL TEAMWORK—MORE PROFITS 


Write today for particulars 
WORTHINGTON PUMP AND MACHINERY CORPORATION + HARRISON, NEW JERSEY 





“vO-4 
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Dixitbel# ...the transmission belt for maxi- 
mum efficiency and economy 
under hard «ervice. 


YOU OFFER GREATER VALUE 
WITH THE DICK TRANSMISSION LINE 


Greater value for your customers in terms of maximum 
service at minimum cost per yeor for power and main- 
tenance—greater profits for you through ability to meet 
all requirements for efficient power transmission—assured 
good will building through the technical assistance you can 
offer your customers on their problems from the DICK en- 
gineering staff. 


You cash in on all these sales advantages when you 
handle ‘he DICK LINE. It will pay you to investigate 





Now! 
Barry Steel Split Pulleys Dickrope V-Belt Drives Dickbelt 
for strength and light weight . . . strong, accurate cast iron .. . of impregnated cot- 
demands. Electrically welded—  sheaves—flexible, firm non-stretch ton duck — high in tensile 
straight and crown faces. V-Belt. strength and durability. 








GENUINE 
JACKSON 
BELT FASTENERS 









ALL SIZES ARE 


STOCKED AND 
AVAILABLE FOR 


NS 4 IMMEDIATE SHIPMENT 
TO HELP YOU MEET EVERY DEMAND FOR 
HEAVY-DUTY BELT SERVICE—PROMPTLY 


When your belting customers want quick service, you can give it to them— 
with Genuine Jackson Belt Fasteners. Then, too, you're giving them positive 
assurance that their heavy-duty conveyor and power transmission belting 
will render unfailing service. 


That's the kind of service you want to render your customers and that's the 
kind Jackson offers, because Genuine Jackson Belt Fasteners of both light 
and heavy-duty types are always available for immediate shipment. Our 
complete warehouse stocks are your assurance that you can satisfy your cus- 
tomers’ most urgent demands. 


Write today for complete information. 


ISAAC JACKSON 
BELT FASTENER CO. 


18 VESEY ST., NEW YORK, N. Y. 














198 MILL SUPPLIES © SEPTEMBER, 1940 








The gear-shift is built to give three 
speeds forward and one reverse. It 
is built as an integral part of the mo- 
tor and also as a_ gear-shift drive 
which can be used with any standard 
motor. .\ lathe bracket for use with 
the latter is also made. Because of its 
instant speed changeability, this gear- 
shift is finding acceptance for use on 
lathes, milling machines, jointers, 
planers, drill presses, grinders and 
other machines with which there is 
need for speed changes.—Lima Elec- 
tric Motor Co., Lima, O.—MILL Sup- 
PLIES, September 1940. 


Tapping Machine 


| Chucking Jaws, Complete Dial Can be 
Changed 





Iustrated here is the new No, 5-A 
Hi-Duty Tapping Machine with a 
No. 40 index and 8 station chucking 
style dial arranged to hold circular 
pieces for tapping. The chucking 
jaws, or complete dial can be changed 
to accommodate different work of a 
similar nature. Two pieces are pro- 
duced at each stroke of the spindle. 
Ejection of finished parts is auto- 
matic. All operations are interlocked 
to prevent damage. The tap spindle 
will not travel on its downward stroke 
unless the stations and index pin are 
in position. Work dials to accommo- 
date 8, 12, and 16 stations can be 
furnished, their layout depending in 
part upon the material being tapped 
and the speed at which the taps can be 
run. All operations are performed 
with air pressure, including the index 
ing, locking and clamping of parts. 
L. J. Kaufman Mfg. Co., Manitowoc, 
Wis. — Mitt Suppiirs, September 
1940. 


Valve 


Resistant To Erosive and Corrosive 
Action 


Shown in the illustration is the 
recently developed “slow up valve”. 
It has a small ring of Kennametal 
inserted in the valve seat, with a cone 


shaped piece of Kennametal, ground 


and lapped to the same angle of cham- 














































ce fer, tipped on the valve stem. Both 
It MAKE MONEY for seat and stem are lapped so accurately 
O- Yourself—SAVE MONEY they will hold a vacuum. This new 
ve for Your Customers valve is extremely resistant to both 
rd * erosive and corrosive action and for 
th CLEMENTS this reason has wide application in 
ts A Di L LAC the oil industry; in the gas industry, 
ee where corrosive gases are encount- an _ 
vn PORTABLE ELECTRIC ered: in the chemical industry, where Clomp bas “sales s0- 
S, BLOWERS & SUCTION CLEANERS its high corrosion resistance favors peal plus” in addition 
: 5" ‘ , ae to being a sturdy, 
id PROVIDE THE ANSWER its use in acid proot pumps and simi practical clamp that 
is lar equipment; and in other industries aw © fevolu- 
° . incip 
C- where resistance to abrasion and cor of a _ tne 
a MADE | sae a Se a a ‘Kenn DOUBLE-ACTION- 
I Pan RE rosion i imp rtant. VeKenna a. se 
MODELS Vetals Co., Latrobe, Pa—MiLv_ Supe work from shifting, 
PLIES, September 1940. ee ae Sara 
" | Manufacturers who 
= ‘ —e, a. 
chase D 
clamps include 
ORDER TuvAY- 4 FORD MOTOR CO., 
= free all-metal coun GENERAL ELEC. 
Our Error ter display which ac TRIC FRIGI 
(Mlustrated tually dupemtustes DAIRE, LIONEL 
1 HP 2 Speed ee the ew “Double ° J 
Model In listing the new ratchet and three- | Action Grip with: f Sor kamen 
E un ee ' wav threaders of the Ridge Tool Com- clamp, sent on WW 
very mill, factory and shop has clean- any in the New Products section of | was. te. 
ing problems. Dirt and dust—the cause Ath i lies : ie wins Sie Se DOUBLE ACTION 
of many costly breakdowns and reduced CT ag Gees, ae oe © — : 
efficiency, can best be eliminated with company was given as Cleveland, O. | erlees. 7 
a powerful CADILLAC Blower — easily, Ridge Tool Company is located at 
thoroughly and speedily. Elyria, O. Gj 
ASSURED PROFIT MAKERS 
Unlimited sales opportunities in provid- askin wae 
| ing these time and money-saving neces- conveniently 
sities in industrial plants—both large and — o- 
small. Salesmen: This GRAND Clamp is a real 
Write today for complete details. “door opener’—try cne on your next call! 
CLEMENTS MFG. CO GRAND SPECIALTIES CO. 
. . 4 il 
6656 S. Narragansett Ave., Chicago, Ill. da: cians: pe 1 ge 
-A 0’$ 
a THE SIGN THAT COLLECTS SELL CESC 
ng DIVIDENDS 
er No. 92 RESPIRATOR— 
, | SnReEEeennane namaste mmr 
eC 


- « «+ HELP YOUR 
wit CUSTOMERS TO CUT 
= BELT DRESSING 
re COSTS WITH 


10- SINGLE-STAGE BLOWERS Brand new 








be bulletin B-6048, covers single-stage 
m turbo-blowers for use — throughout 
ed industry wherever large volumes ot 
he air or gas are needed at pressure 
ed from one to 6,25-Tbs. It gives the 
Xx 0 “serene ; Te y 
HEN a large jobber says that they advantage of turbo-blowers, thett *% Every respirator lying idle because discom- 
handle no other Belt Dressing but method of operation and characteris fort discourages its use... means a gooplrator 
OC ; tic sever: aoe “0 , , ) NOT WANTED . . . and the SALE of another 
( , CANTOL and mean to so continue, you tics. = Several pages are devoted ti destroyed! So CESCO designed its ‘92’ Health 
er con tee why we say CANTOL collects blower accessories such as blast gates, guard *Respirator with COMFORT features that 
dividends, CANTOL is recognized as the -onstant air weight contro flor cupolas mean SALES as well. Filters are shaped and 
best belt dressing on the market. I+ i = scgisdia cles Sega located for easy vision. Exhale valve will not 
A ie — ” speed governors, ete. —Allis-Chalmers rub or catch clothing. Speaking diaphragm 
ae — and comes in bars, fy. Co., Milwaukee, Wis permits normal conversation. 
paste, or iqui ‘ , O., HUMAURCE, ‘ : 
Large filter areas foster breathing comfort, 
i . ‘ even during strenuous toil. These and many 
ive Soomney Snes = loenpanren daily— VIBRATION DAMPENER BUSHING \ other vital selling points appeal to safety 
why not join the long list of satisfied pe ; minded buyers, who want protective equipment 
jobbers who supply CANTOL Belt Wax description on the new vibration damp to be really agreeable to their men. 
—send for samples, prices, and more ener bushing resilient mounting now 
he information now being built int the manufacturer's * Approved for use against LEAD, SILICA 
7 ’ arvm.\ee cc Pe ocmga aaah (Type “A"), and NUISANCE DUSTS. Write 
3 | j wheels for portable grinders, Is attrac for prices and full details today. 
a 





tively handled in bulletin No. 6878. In 


- CANTOL WAX COMPANY addition to giving a complete descrip- GHICAGO EYE SHIELD COMPANY 
ne BLOOMINGTON, INDIANA tion of the vibration dampener bush 2329 Warren Blvd. 


ing wheels, the bulletin lists ten advan 





Chicago, Illinois 
| EIEIO NS RR LES ee RBI 








MILL SUPPLIES © SEPTEMBER, 1940 199 











1905 (Strand 1940 


FLEXIBLE SHAFTS 
and MACHINES 
High Quality Only 
Keep the Good Will 


of Your Customers 


by sell- 
ing them 
HIGH 
GRADE 
TOOLS 


Fe a ee 


See that 

they are 
furnished 

with a 
“STRAND” 
Machine 


it « 
Write for catalog 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. 


se 





Chicago 


jus 
echtor 


FASTENERS 
for connecting hoops, 
bands, and plates 





_—=—= a 
There are FIVE distinct types: 


FLAT BAND Single Bolt Fastener. 
accommodating bands from 
in width 
FLAT BAND Double Bolt Fasteners 
accommodating bands from 4 
in’ width 
ROUND TRON Side Pull Fasteners 


accommodating hoops from * 
11 


inclusive 


inclusive of 


inclusive of 

in diameter 

ROUND TRON Straight Pull Fasteners 
accommodating hoops from inclusive of 
! in diameter 

ROL ND IRON 


Fasteners 


SPECIAL’ Straight Pull 


ccommodating hoops from 
rt 


inclusive of 
in diameter 


Write for particulars, prices, and discounts 


E.C. TECKTONIUS MFG.CO. 


Racine, Wisconsin 
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tages which may be obtained, including 


the elimination ot vibration, better 
finish, and increased production. 
Vanhattan Rubber Mfg. Div., Passaic, 
VuJ 


ABRASIVES “How To 


now in its twentieth 


Sharpen” is 
revised edli- 
tion. This edition differs from previ- 
ous runs largely because of the high 
] 


degree of crattsmanship indicated in 
T contents of this 
48 page bo iklet 1s based on the prac- 
tical experience of experts and_ the 


fundamental principles 


the printing Phe 


of sharpening, 


ts laid down between its covers, have 
Never been questioned. \ careful 
perusal of this booklet is bound = to 


prove beneficial to teachers and stu- 


lents of industrial training, hardware 
ind I] supply salesmen, as well as 
ll lovers of good tools.—Belhr-Man 
ning Corp., Tro NM. 


CONVEYOR BELTS Long a leader 
in the effort to have consumers 
keep a record of costs on conveyor 
vlting in use, the manufacturer has 
just published a new edition of “Cost 
Finding Record for Conveyor Belts.” 
Phe volume contains 12 record sheets 

two pages each, sufficient to keep a 
complete record on 12 conveyor belts 
Tor SIX” vears, with tonnage records 
) each month 1 each belt. The 
heets provide listing of all essential 


niormation on the belt, including 
ike, brand, length, width, ete Space 
iso provided tor a maintenance 


ecorad, i description of the lavout, 
ind every ther mM 


portant factor that goes mto a con- 


B. I. Good 


vevor belting problem 


rich Co., Akron, O. 


GRINDING WHEELS — Jhic 


edition 


fourth 
Wheel 
Data Book” has just been released. 
his 112-page booklet 


revised of “Cirinding 


} ‘“ontains com 


plete descriptive information about 
he inutacture, use and application 
ft grinding wheels, including general 

men lat ” tables ind tables 
showing standard sizes and shapes.— 
Ibras Compas Philadelphia, Pa 


CONTROLLING LIQUID LEVEL —} ive 
lifferent methods of liquid level con- 
trol are completely described in) pub 
lication 2939, Positive regulation of 


liquid level important in providing 


ontinuous operation and in assuring 
uniformity of tintshed product In proc 
esses Complete descriptions of the 





veration and advantages ot each type 

mp proper selection from tabu 
lated d that includes operating char 
icteristics and list prices.—Cochrane 
Corp., Philadelphia, Pa 


INDUSTRIAL GAS MASKS— The com- 
‘te line of industrial gas masks 
ide by the manufacturer is covered 
n bulletin No. ED-7. In this publi- 


: F ' 7 
1oOn, the advantages ot the all-viston 


anil 
pri 
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“Marvel” Ball Bearing 
Portable Electric 
Blower 








Model 2 $40.00 


Order Reduced 
from 

one oS $45.00 

10 DAYS’ 

FREE 

TRIAL 


2 5 H.P. Model No. 3, 


$55.00 
1 H.P. Model No. 4, 


$80.00 
For blowing dust, dirt, chips out 
of motors, switchboards, or ANY 
industrial product. 


Every industrial plant is a pros- 
pect. 
Write for Bulletin +38 


Vacuum Cleaner Attach- 
ments, $10.00 additional. 
In daily use in more than 
8,000 industrial plants. 


Electric 
Blower 
Company 


352 Atlantic Ave 
Boston 9, Mass 
U. Ss. A. 


















ORDER from OTTEMILLER 
and you'll REORDER 


High quality 
1§ apparent nith the 
initial use. .... 


OTTEMILLER screw machine parts quickly 
prove their superiority when used in assem- 
bling machinery. You can readily demon- 
Strate to your customers the accuracy and 
uniformity of OTTEMILLER products by 
the easy way they screw into a tapped hole 
and their entire freedom from wobble or 
binding. 

That's the kind of quality that sells itself— 
makes new customers and holds them for 
profitable repeat order business. 
OTTEMILLER distributors have found by 
experience that they can command their share 
and more of the business in their territories 
for cap screws, set screws, coupling bolts, 
and milled studs. It will pay you to investi- 
gate our 100% Distributor Service. 


Wm. H. 
OTTEMILLER CO. 


YORK, PA. 
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QW 


= A 
> LUSTRACAST 2 
z by COOPER = 


\\ 


ZZ//(bUUUIIII ITS 


Stainless Steel 
Fittings 


demand for all 


types of 
CORROSION- 
RESISTING 
FITTINGS 


with the COOPER 


“Lustracast” Line. 


Brighter, cleaner, 
greater corrosion 
resistance. 





Write for details 
and samples today. 


THE COOPER ALLOY FOUNDRY CO. 


150 Broadway 
Elizabeth 


New Jersey 





This ad in Mill & Factory will help you 





FOR BELTS 
Proves its Value to You 


The salesman's ‘Demonstrator’ above 


shows conclusively how Cling-Surface 


prevents slip, preserves leather belts 
and permits slack operation. Ask your 
Supply Salesman to show you this sim- 
ple proof. The value of Cling-Surface 
can be figured in dollars and cents. 
Literature and trial tube on request. (;) 


CLING-SURFACE CO. 


44 Years Saving Belts and Power 


1024 NIAGARA ST., BUFFALO, N.Y. 


lacepiece are clearly detailed, a br vac 
range of canisters is displayed, and 
a list of gases against which protec- 
tion is attorded is included.—Mine 
Safety Appliances Co., Pittsburgh, 


Pa. 


PACKINGS — The title, “Descriptive 
Information on Mechanical Pump 
Packings and Sheet Packings and the 
ABC Chart of Packing” adequately 
describes the recently released folder 
on packings. The charts are clear and 
easily followed, and the descriptive 
information contained in the bulletin 
is concise and to the point.—Greene, 


Tweed & ( 0., New York, N. Yr. 


AUGER BITS—Catalog No 41. de- 
signed specifically for jobbers and dis- 
tributors, includes all the manufae 
turer's stock items and complete wood 
boring ling Phe color and layout ot 
the book have been artistically handled 
to make an interesting and attractive 
catalog.—/rwin Auger Bit Co., Wil 
mington, O 


BRONZE BUSHINGS Just released is 
i new catalog featuring bronze bush 
ings, bearings and rough and finished 


stock In addition to the sizes and 
grades of bronze listed in this 64 
page booklet, this company also has 
pattern equipment tor hundreds ot 
unusual sizes of cored and solid bars 
from which castings can be furnished 
to heet inv desired spectheation 
\tla Bra Foundry, Los Angele 
Calif 

V-BELTS—j?ower transmission through 
V-belts presented ino a clear and 


interesting way in “Master Manual.” 


Without formality. the booklet ex 
plams how to select a V-drive in three 
nutes, why V-belts should be oper 
ated with enough tension, why im 
portant drive hould never be under 
wlted Phere are 72 page in all, and 
CAaACh page contam facts that every 
vit user should know IH orthington 
Pint Vachivery Corp., Harrison 
GEAR REDUCERS—lp-to-the minute 


1 ation on. thre complete line ot 
herringbone gear reducers 1s contained 
in new book No. 1519-4. Addition of 


several new sizes. and changes in con 


struction, have brought about revi 
s1oOns nn both horse powe ratings and 
inn Msi / rah Belt ca. * licago 
iT 


GOGGLE IMPROVEMENTS— \1) attrac 


tive two-color new bulletin) explains 
fully all recent nnprovements in “Ful 
Vue" safety goggles. Features re 
ferred to are the new double-braced 
bridge with exceptional structural 
strength, three eve sizes and three 
b Wee size that permit more exact 
hitting » workers: spe cial sizes de 
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ECONOMY 
PRODUCTS 


Hollow Set Screws 
Headless Set Screws 
Socket Head Cap Screws 
Stripper Belts 


YOU COLLECT DIVIDENDS 
SELLING THIS LINE 


Sell real economy to your customers 
and you make them jycur friends. 
ECONOMY PRODUCTS are precisely 
made, threads clean and sharp, and 
they are noted for dependability— 
special heat treating gives them tre- 
mendous strength and durabil.ty. You 
take no chance in pushing the 
ECONOMY line—send us your orders 

you'll get service that will pay 
you dividends. 


ECONOMY MACHINE PRODUCTS CO. 


5200 LAWRENCE AVE., CHICAGO 


,ee8e 



















's EASIER 
U'LL FIND IT's 
70 SELL THE COMPLETE 


GLOBE 


WOVEN BELTING LINE IF 


1... YOU IMPRESS 
YOUR CUSTOMERS WITH 
GLOBE’S LONG SERVICE LIFE! 


Among the many features that help you 
sell GLOBE Belting Products ts that of 
long service life. Every foot of GLOBE 
belting, special or standard, is guaranteed 
to give the utmost in wear Even for use 
under adverse conditions, you can feel 
confident in selling GLOBE belting that it 
will offer the kind of service that will 
bring you repeat business. Aside from sell 
ing your customers on GLOBE'S perma- 
nency, don't hesitate to mention GLOBE'S 
varied uses, special applications, and un 
varying quality. Our price and product 
list, with a copy of our very fair distribu 
tor plan, should be in your hands. Write 
for it 


These ave a part of the Globe line 


@ SOLID WOVEN COTTON BELTING 
@ KANRY-TEX BELTING 

@ ENOLESS WOVEN BELTS 

@ WATER-PROOF TREATED BELTING 
@ SIFTER BRUSH WEBBING 


GLOBE 


WOVEN BELTING CO., INC. 


1400 Clinton St. Buffalo, N. Y. 














SIMPLEX | DESMOND 


Steel Slide Grinding Wheel 


VISES Dressers & Cutters 





The exclusive solid steel slide We manufacture the only com- 
makes these vises stronger and plete line of Dressers and 
more serviceable. Our new types Cutters and can make prompt 
of Welders, Production and Drill shipment from our large stock. 
Press and Milling Machine Vises You can serve all of your cus- 
will help you increase your vise tomer’s wheel dressing require- 
sales. ments from our line, 





In our line of Simplex Vises and Desmond Dressers you will 
find exclusive types of modern tools designed for your cus- 
tomers’ requirements. Write for complete information to-day. 








THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 








A TOUGH 
BABY! 


— but a friend of every 
industrial distributor 


@ Year in and year out, for 
thirty years, industrial distrib- 
utors have been selling Alligator 
Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 
tributors has been truly remarkable. 

Since it is a type of business that often just auto- 
matically flows from the industrial plants and shops, 
we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
emergency belt lacing job that might come up. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 
ficient to cover emergency needs. 


Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 


ALLIGATOR 


TRADE MARK REG 2S Pe US PAT OFFIC 


STEEL BELT WNeiNe 


















Industrial piant 
men like ALLIGATOR 
steel lacing because: 


Without any fuss or monkey 
business it can be put on with 
a hammer and it drives straight 
It will handle the lacing prob- 
lem for belts ranging from tape 
less than 1/16” thick up to belts 
5/8” thick and as wide as they 
come. 


The belt can be unfastened in a 
jiffy just remove the rocker 
hinge pin and the joint comes 
apart. 

Alligator Steel Lacing is made of 
a special grade of steel that 
combines uctility with high 
tensile strength. Service records 
of millions of belts laced with 
Alligator show that it has remark- 
ably long life. 

Alligator makes a joint that is 
smooth on both faces— it embeds 
in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating 
It is supplied in steel, Monel 
and “Everdur” in twelve sizes. 
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signed to fit every type of face; anda 
transportation goggle, especially de- 
veloped to protect railroad men, truck 
and bus drivers against wind, dust, 
cinders, flying particles, and glare.— 
American Optical Co., Southbridge, 
Mass. 


TECHNICAL DATA CARD — Decimal 
equivalents in average wall and mini- 
mum wall (equiv. average) for frac- 
tional inches and Birmingham wire 
gauge are available on a handy letter- 
size card for those interested in tubu- 
lar materials. (Data Card No. 

The Babcock c HWoiulcox lube Co., 
Beaver Falls, Pa. 


SPRAY EQUIPMENT —Iniclucded in cata- 
log N » #8 is a section devoted to 
r-motored agitators. This 32-page 
woklet covers the complete line of 
spray equipment for both manual and 
\utomatic operation, and will be sent 
on request.—Eclipse Air Brush Co., 
Vewark, N.Y. 


STOCK LIST—No. 55-C, a new stock 
list, describes thousands of washer 
specifications in various materials, in 
cluding steel, brass, copper, aluminum, 
fibre, ete. carried in actual inventory 
available for immediate shipment. 
Those sizes permanently maintained in 
stock are so designated, thus enabling 
manufacturers to select for standard 
yroduction as well as new assemblies 
the particular sizes on which they 
can always secure prompt delivery.— 
The Wrought Washer Mfg. Co., Mil 
waukee, Wise. 


NEW LAMP ACCESSORIES — A new 
catalog page showing items which 
have been added since the publication 
of Catalog No. 38 pictures and des 
cribes a number of lamp guards and 
improved adaptable lamp changers.— 
MeGill Mfg. Co., Valparaiso, Ind. 


CIRCUIT BREAKERS —Jeatiet B6023 
on type D-20 and KD-20 moderate 
capacity switchboard type oil circuit 
breakers with all three poles in one 
tank, capable of wide application to 
central station and industrial service 
where economy and space are import- 
ant factors.—Allis-Chalmers Mfg. Co., 
VWilwaukee, Wise. 


MASTER PILOT VALVE \ two page 
illustrated leaflet which describes the 
Master Pilot Valve (manual or auto- 
matic). Any number of double acting 
twin poppet pilot valves can be stacked 
up on a common operating — shaft 
mounted in a centrally located cabinet 
and adjusted to operate in the correct 
ime sequence, any number of hydrau- 
i¢ valves however remotely located 
iroughout the plant. Engineering 
inquiry is invited on the application 
of this valve to any operating cycle. 
The Permutit Co., New York City. 
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backfires 


Wy pp f{f- , dp . 7 : 
She Fullishers . Tage. ..a@ meeting ground for discussion of 
problems common to distributors and manufacturers . . . seeking to 


dispel the fog of misunderstanding which may exist between the two 








dustrialists have tried to extort an unusual profit from 


have ara Col siderab] : 


our so-called deliberative a bad situation. But we do not believe that then 


as had ol numbers are many nor do we believe that all industry 


he nati should be painted with the same brush. 


can under stand. if not condon thie thinking Wan, industrialists Wi IH ashington see a very real 


situation, And well they may, for the 


auses our elected representatives to take cracks danger war the 


The condemning of “big busi nationalization of industry would spell extinction for 


businesses which now pay taxes and support 


nN recogill cd as good political many 
nany families. .1s for the supply business wider such 
a condition, we have only to look at Germany wher 


distributors az long SINCE ceased fo exist. 


however, to understand how 
iInplovers and emplovees, can so 
Industry has been a bad press agent for itself. It 

is high time that everv industrial executive took time 

out and explained carefully to all those in his employ 

defens just how the business is run, what it pays in taxes, 

mlergene what is paid in wages and salaries and what ts left for 
rection that an overwheln dividends. very member of industry, from the 
Hing and anxi watchman to the chairman of the board must be made 
to understand the true situation. Only in this way 

Ilo wc, ney a all the loose talk which leads lo disaster be stopped 


PUSTHCSSCS and hy 
stability of business 


exceptions to the statement lal 


Undoubtedly, some in 
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